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Flit starts off 1927 with an- 
other whale of an advertis- 
ing campaign—reaching every 
neighborhood—more than 4,500 
newspapers, color advertising 
in leading magazines, striking 
window displays—all boosting 
the sales of Fit. 
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Enthusiastic Flit dealers every- 
where know how big Flit sold 
last year. Again profitable 
Flit business is coming your 
way—be sure to get your share. 


STANCO DISTRIBUTORS, INC. 
26 Broadway New York 


A SALES 
SENSATION 









A ace ey densi -edeeteaseerinnaeneenean ne eee 


© 1927 S. D. Ine. 











HARDWARE AGE January 20, 1927 


C free— 


To Buyers and Owners! 


A booklet containing reprints of six brief articles discussing the profit 
angle of Small Tool buying. Additional copies furnished upon request. 
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: Greenfield Tap & Die Corporation . 

: Greenfield, Mass. 

: oman 

: Please send me a copy of “The Profit 

: Angle.” 

| — — 

MII, sc cviuipendnencaturnassnanll GREENFIELD §f TAP AND DIE 

: 0 EE eee ee ee CORPORATION 

™ . : GREENFIELD, MASSACHUSETTS ‘ 

: WF were v es neness ssoallinihctaladhatale : New York—15 Warren St. Chicago—13 So. Clinton St. 
A. Entered as second 
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Who Really Is the BOSS? 


The fellow who said, “the customer is always right,” was himself 
half wrong. 


You and I know that the customer isn’t always right——in fact it is a 
fifty-fifty break that he is mostly always wrong. But, right or wrong 
the customer is the boss. Say it again—the BOSS! 


Whenever you and I think we can run our own business any way 
we danged please we are only kidding ourselves merrily. 


Mr. Jobber bosses the manufacturer; Mr. Dealer bosses the Jobber 
and Mr. Consumer bosses the whole works. 


Give the people what they want, when they want it and how they 
want it-——that is the fuel that keeps the wheels amoving. 


Empire Levels are made to a strict standard of quality because we 
believe that the consumer demands more accuracy in a level than in 
any other tool in his kit. A level that isn’t accurate is more useless 
than a hammer made of stick candy. 


We know that no retailer has any strings tied to the consuming 
public. Even his best friends will start sneaking around the corner 
to Mr. Competitor in order to get what they want. 


We can't speak for all the merchandise in the book but Levels is our 
line and we know that we must constantly strive to make Empire 
Levels the best levels in the world because we believe that the cus- 
tomer is the boss and the best level in the world is the only one that 
2 vou can afford to handle. 


EMPIRE LEVEL MFG. CO. 
Milwaukee, Wis. 

















This beautiful ship model 

was made from blueprints 

Nos. 46 and 47 obtained 

from Popular Science 

Monthly. No. 47 is shown 
at the rigat. 
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Popular Science Monthly 


y Readers of Popular Science * 


built this ship model from 
Popular Science Blueprints 


January 20, 1927 





FREE 
to Hardware Dealers 


For a complimentary copy of 
the February issue, write on 
your business letterhead to 
7 Science Monthly, 242 
Fourth Ave., New York City. 


vw 


and created profits for Hardware Stores 


You-—mMr. Hardware Dealer, 


share in these profits. 


Every blueprint obtained by the 
readers of Popular Science necessi- 
tates the buying of Tools, Hardware, 
Paint—and you know that many of 
these readers live near your store 
and are your customers. 

Altogether more than 115,000 
blueprints have been sold for 25 
cents each to readers of Popular 
Science. 

Every blueprint increases the sales 


of hardware retailers, jobbers and 
manufacturers. 

Every blueprint creates profits for 
the hardware trade. 

YOU—Mr. Hardware Dealer, 
constantly have been profiting from 
the Home Workshop Section of 
Popular Science where these blue- 
prints are described. The instructive 
articles in this section stimulate 
readers all around you to make 
things, to use tools—and to buy tools. 


Also, there are many interesting 


articles for tool users in every issue. 


And leading hardware manufac- 
turers are helping you to sell their 
products by advertising extensively 
in Popular Science. 


No other magazine is building 
business in this way for the whole 
hardware industry. No other mag- 
azine is thus creating profits for you. 


Let us send you a copy so you can 
see for yourself what this Monthly 
is doing for YOU. 
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Manufacturers Who are Giving You 


Sargent & Company.. . New Haven, Conn. 
Peck, Stow & Wilcox pa Southington, Conn. 
Millers Falls Company. . + eee Falls, Mass. 
Simonds Saw & Steel Co. . . . Fitchburg, Mass. 
Prentiss Vise Company... .. New York, 

Trimont Mfg. Company... . . Roxbury, Mass. 
Hi. KR. Pocter, IMG. cocccccccs Everett, Mass. 
David Maydole Hammer Co. . . . Norwich, N.Y. 
Clemson Bros., Inc. ...... Middletown, N.Y. 


C. A. Shaler Company....... Waupun, Wis. 
Smooth-On Mfg. Co. ...... Jersey City, N. J. 
Silver Lake Company ... . Newtonville, Mass. 


The Stanley Works ..... New Britain, Conn. 


Sales Aid by Gieitiin Their Products in POPULAR SCIENCE MONTHLY 


Fayette R. Plumb, Inc. ..... Philadelphia, Pa. 
North Bros. Mfg. Co....... Philadelphia, Pa. 
Yale & Towne Mfg. Co..... Stamford, Conn. 


Brown & Sharpe Mfg. ye 2° Providence, R. 1. 
H. Gerstner & Sons ........ Dayton, Ohio 
Goodell Pratt Co........-. Greenfield, Mass. 
E. C. Atkins & Co., Inc. . . . Indianapolis, Ind. 
Boston Varnish Company ... . Boston, Mass. 


W. B. & J. E. Boice ... 2.26. Toledo, Ohio 
Electro Magnetic Tool Co. ... .. . Cicero, Ill. 
Twinplex Sales Co. . . 2... .20- St. Louis, Mo. 
ee ee ee Rockford, Ill. 


Detroit White Lead Works. . . . Detroit, Mich. 


Parks Ball Bearing Machine Co., Cincinnati, Ohio 
uth Bend Lathe Works . . . South Bend, Ind. 
Kraeuter Pliers . ...... Newark, New Jersey 
S.C. Johnson & Son..... Racine, Wisconsin 
Chisel-Edge Claw Hammer Co. . Hoboken, N. J. 
L. S. Starrett Company ....... Athol, Mass. 
New Jersey Wire Cloth Co. .... Trenton, N. J. 
Addison Leslie Co., Plastic Wood, Canton, Mass. 
Rutland Fire Clay Co., Patching Plaster and 
No-tar-in Roof Coating . ..... Rutland, Vt. 
Gerold Company, Lathes . . . New York, N. Y. 
i. &, Games Ele oc co cee - Chicago, Illinois 
Waco Tool Works. ....... Chicago, Illinois 
Nicholson File Company... . Providence, R. lL. 


Every tool product advertised in Poputar Scrence is guaranteed after test 
and approval by the Poputar Science Institute of Standards. 
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WHY DISSTON LIGHTWEIGHT SAWS 
WILL INCREASE YOUR SAW SALES 


The statement above is not 
mere prophecy. It is based upon 
the experience of hundreds of 
hardware dealers. 

Here is the reason: Modern 
methods of building have taken 
away a great deal of the car- 
penter’s heavy sawing. 

Because he is working a great 
deal in lighter work, he finds a 
lighter saw with less width to 
the blade desirable. 

Disston Lightweight Saws 
give him just what he wants. 
He gets all the keenness, the 
hardness, the temper, the bal- 
ance and “hang” that his wide- 
blade Disstons have. 


And in addition, he has a 
lighter saw which is less tiring 
in steady work. 

And so—even the carpenters 
with a full saw-kit are buying 
one or more Disston Light- 
weight Saws. 

The dealers who are stocking 
and displaying them are get- 
ting this trade. 

You can get practically every 
Disston Saw in a Lightweight 
model now. Ask your jobber. 











Disston D-8 Lightweight 
(Ship Pattern) Saw 





A VALUABLE CHART 
FOR SALES-CLERKS 


Send today for a free copy of the 
new Disston Saw Chart. It gives 
you a lot of valuable information 
about different saws and their uses, 
—information that many a time will 
enable you to close a sale quickly or 
to sell another saw. 








The Disston Saw Chart 


The Chart covers cross-cut saws, 
tip saws, hack saws, back saws, 
coping saws and compass saws. 

Suppose you hand a customer a 
back saw, asking—“Have you one of 
these handy saws?” 


He will probably ask why he 
needs it. If you have read your 
Disston Chart you can give him a 
whole list of needs, such as for 
cutting curtain poles, shade rollers; 
cutting corners on picture frame; 
sawing mitres; making small flower 
boxes and trellises; cutting grooves 
in uprights for receiving shelving, 
truing up legs on chairs or tables, 
and cutting close work. 

Send for this Free Chart which 
will make you a better saw sales- 
man. 








ACCURATE WORK! 


That is what your customer 
expects from a try square 


And accurate work is what he 
gets when you sell him a Disston. 

The No. 5%4 Disston Try Square 
(illustrated) is a popular model both 
with carpenters and amateur 
workers. 

Here are its selling points: 

First: It is sturdy! A toughened 
blade of Disston Steel is 
inserted in a stock of iron, 
nickel-plated. 

Second: It is accurate! The joint is 
securely locked with three 
heavy steel rivets. The No. 
51% is square on the inside 
and outside angles. It is 
just as solid after years of 
service as when new. 

Third: It is handy! The graduated 
blade (in eighths) reads 
correctly from stock to end 
of blade, which is the han- 
diest way of measuring. 

Fcurth: It is Disston-made! That 
means a lot when you are 
selling to anyone who 
knows about tools. 

Use these features to sell more 

Try Squares. 






Disston No. 51/2 
Try Square 










HAVE YOU HEARD 
ABOUT THIS? 


You know, of course, the 
constant trouble that brick- 
layers have with loose 
trowel handles. 

Do you know that 
Disston has overcome this 
with a newly - invented 
method of locking tang and 
handle? 

The steel tang 
is spiral in shape 
(see exposed sec- 
tion below). Onto 
this tang the 
hardwood handle 
is forced with a 
rotary motion 
which locks the 
tang to the wood 
all the way in. 

If you turn a 
screw into hard- 

Disston No. 36 wood with great 

Brick Trowel pressure it stays 

there, doesn’t it? 

This is the same principle exactly. 

Here is a real feature that will 
interest bricklayers. Show them the 
Disston No. 36. Explain about the 
“locked” handle, and point out these 
other features: 

New, wide heel made in approved 


shape. 

Blade of Disston Steel, hardened 
and tempered, and taper ground 
from heel to point to give desired 
flexibility. 

Blade and tang made from one 
solid piece of Disston Steel. 

Proper lift to handle for easy 
work. 


Exposed Section of 
Disston Trowel show- 
ing how spiral tang 
locks tightly to the 
handle. 








MEMBERSHIP GROWS 


Every day brings new applica- 
tions from dealers for membership 
in the Disston 25-Year Club. The 
membership is now well on its way 
to one thousand. Dealer-members 
are taking an active interest in the 
Club and many suggestions for Club 
activities have been received. 


The Disston 25-Year Club is an 
organization of veteran hardware 
dealers. Any dealer who has sold 
Disston Saws for 25 years is eligible 
for membership. No dues. If your 
store qualifies, send in your appli- 
cation now. 


Published by HENRY DISSTON & SONS, INC., Makers of ‘The Saw Most Carpenters Use,’"” PHILADELPHIA, U. S. A. 
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KELLY AXE & TOOL CO. 


Charleston, W. Va., U. S. A. 
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‘I would rather sell one roll of U. S. Poultry Fence 
than five of any other for when I sell one roll of U. S. 
it sells more for me,” writes a hardware retailer. 


And there, in a few words, is the story of the tre- 
mendous repeating sales power of U. S. Poultry 
Fence. It’s a story of consumer appreciation of a qual- 
ity article,a story of profitable turnover for the dealer. 


U. §. Poultry Fence, as the first choice of suc- 
cessful poultry raisers everywhere, has set new 
standards for sales and profits in poultry netting. 


Here, for the first time, is a poultry netting that 
buyers ask for by name. 


They know by experience that itis the only netting 
which fulfills every requirement of modern poultry 
husbandry. They know that it stretches straight and 
true from post to post without the aid of top rail or 


U.S.Poultry Fence Means More Profits 
Because It Means More Sales / 








baseboard. They know that it never sags, bags or 
buckles. They have learned that U. S. costs less 
“put up” and gives longer years of service. 


Thousands of dealers over the country are build- 
ing customer good-will and realizing greater profits 
by stocking and selling U. S. Poultry Fence. 


Dealers everywhere use U.S. as aleader for they have 
found that the sale of this better poultry netting leads 
to the sale of many associated articles---staples, steel 
posts, poultry supplies, brooder stoves, incubators, 
hinges, hammers, nails ahd other profitable items. 


There’s a demand in your trade territory for this 
better poultry netting. If you are not already “cashing 
in with U. S.,’’ start now! On entering your orders, 
be sure to specify U. S. Poultry Fente---not just “poul- 
try netting.” 


Indiana Steel & Wire Company 


Muncie, 
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SCREW 
COMPANY 











Wood Screws Machine Screws 
Stove Bolts Tire Bolts 








Largest Stock 
Greatest Assortment 








Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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This catch will force open a 
window—even after it has been 
locked all winter. It is a catch 
which you can heartily recom- 
mend to your customers. 

The Stanley Cellar Window 
Catch (1) locks the window fast, 
(2) forces open the window by 
reversing the locking process. 
No other catch is quite like it. 





Selling points of the 
Stanley No. 1762 Cellar Window Set 


1. Two-way leverage action. Forces open window— 
also closes it tightly and locks it. 








2. It is the only catch that has a lever action in opening 
a window. A twist of the cam and the window is 
started open. . 






——— 







y) 3. Regular Stanley quality of wrought steel. 


ie My 
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4. Stanley sherardized ‘‘non-rusting”’ finish is recom- 
mended to withstand the cellar dampness. 





5. Easy to apply. 





THE STANLEY WORKS, NEW BRITAIN, CONN. Stanley No. 1762 
, Cellar Window Set 


consists of two pieces, 
lever-catch and strike- 
plate. Made in several 


STANLEY falches. 
ow 


STANLEY HARDWARE 


MADE OF STANLEY STEEL 


New York Chicago San Francisco Los Angeles Seattle 
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Speaking of 


INDISPENSABLE HARDWARE TOOLS ! 


Here is what some of the most important hardware jobbers 
say of HARDWARE BUYERS CATALOG. 


“We use it many times every day.” 

“It gives us the information we want, when we want it.” 
“A very necessary adjunct to our buying department.” 
“Use it in preference to every other reference book.” 
“The most complete book of its kind ever issued.” 

“Has helped us out of difficulties numberless times.”’ 

“We find it practically indispensable to us in our business.” 


Is this Indispensable Hardware Tool also helping build up your business? 


HARDWARE BUYERS CATALOG 


239 W. 39th ST., NEW YORK 
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SIMONDS 


Jpecial Hand Jaw, 
FILES #4 




























Quality and 

usefulness are re- 
sponsible for the 
popularity and in- 
creased demand for 
the Simonds Special 
Hand Saw File. Carpen- 
ters and other mechanics 
want them because they do 








per ac Prices a better job of hand saw filing. 
Special Hand Are you prepared to get your 
Saw File share of this file business? Look 
5%” . $3.80 Doz. Over your stock and send in your 
6" $4.50 Doz. order now. These files are made 
7” $5.40 Doz. 3”, 6” and 7” in length, but the pop- 
Write for ular choice appears to be the 544” and 
eased 6’ lengths. They sell faster. 


Look at the sizes and prices and then 
write us for your discounts. 


SIMONDS » Saw AND Steet Co 


Established 1832 — nisin Mass. 
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A WANT IT!” 


HE way of the amateur gardener is not the way 
of the professional grower. Expense is no object 

- —gardening is a dearly beloved hobby and, ac- 
en cordingly, to be generously endowed. 


Anything that will make more seeds sprout, help 
to circumvent Nature’s unkind whims, and make 
) a better garden than his neighbor’s, is ‘‘as welcome 

: as the flowers in Spring’’. Sell him not only seeds 
but AID for seeds—protection from fungous and 
bacterial diseases that prevent seeds from germinat- 
ing or retard their growth. Sell him SEMESAN, 
the modern disinfectant for seeds, soils, plants, roots, 
bulbs and corms, developed by du Pont chemists. 


TWO SALES 
for the Effort of only ONE 


With packets of seeds in his hand and the glitter of hope in his eyes, 
your amateur gardener prospect is all set to buy SEMESAN. He’s read 
SEMESAN advertising in Country Lifé, Garden Magazine and Home 
Builder, or the Bulletin of the American Dahlia Society. He’s found 
two or three booklets in the wall display rack that tell him how to 
grow better the crops in which he is especially interested. The display 
container of 2-ounce cans of SEMESAN catches his eye. “Here,” he says, 
“wrap up acan of this stuff. I want to see if it will do all they say it will.” 


... And of course, it will. SEMESAN will become as necessary to his 
accomplishments as an amateur gardener, as seeds themselves. Here- 
after, when he buys seeds, you make TWO PROFITS instead of just 
one, and the Semesan profit is the larger and more attractive. 

Your jobber probably carries SEMESAN. If he doesn’t, write to us and we'll ship it 
to you through your regular jobber. Don’t wait! Be ready for the Spring seed buyers. 
Write TODAY! 

E. I DU PONT DE NEMOURS & CoO., Inc. 
Dyestuffs Department, Sales Division 
WILMINGTON, DELAWARE 
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POULTRY NETTING 


Galvanized Before and Galvanized cAfter Weaving? 


=» Windows 
Doors and 





and 
Dark 
Finish 


aA 
6 ee 
ae ~ “ * 
i Ck ae 


Oe ae 

a bie Se ‘ 
OR RE ie Digs 
I re ae 


+--4 ~4—~ 4 --» 


LET LO RE BRON, 86: 
ee os eS 


ee ee ee 


TEA I ig. 


nee ae iy 
ra PP ss 4 
5 OURS EAE 


Grr, 
FES 
a7: 

Gis 


ise. sis 


*, inthe on 
y a > he Se 


mat — = mm rT! - 
Ni: aaszesense 
“t ccr =e é 
ean = = ame Be ; 
| ssctesscert Mega Pear | 
her ! an Dee oe 
ook No . ses Frrrerererct ' % 3S 
oe ae Runenanane oe 
gm bid - er Pr boy ty - SCREEN ees 
Pre bad ‘ % 2 | 2 ey r — ‘a. r , Fe 
ey TrTTree ok 
$3 Fs. ar 


ret 


rrr 
. toh tr ty 
ie IRE 
‘ —- + or 
ae | bee dadgase ) 
x we | om aul 4 ter Recor C 
Bese: Cory 
od ' 
Fae sesadcudeass = 
es ‘Jsgeeseseeeeee 
RRS . see e = onl om onl on oe Onn Oe tr oe ae 
ies Bey -}- bby ba-b-} r 
ra ane a ad one mT ages 
am a” 


iil on aul aun qual come al Goen| > al a 
sa adie 





¥ 7 T — mT by eh on we s 
rrrrT Tt Teer? tt oe a; 

ed oe od anon an ae — 

res Pa on . 


| ed * ..> 
T 7 regis ue ee 
, oR i ge si P 


v. RNIN 0 
nag 


HEAVY 
GRADE = 
Mesh only) 


. ‘ f . 
1 RAR ABE A, en ee, eee as 
OOS SEAR * “ — 


emer oe oy Ciomt 
In cal ¢ Sit medl 












aS F; 





€=Look for the tag, carrying our name, at the end of every roll! 


= The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 
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—— by the keenest 


buying boniea! in the country 


AS originators of the Tubular and 
Clinch rivets and with a record of 
more than fifty years of successful ac- 
complishment behind us, we know that 
this product cannot be made better or 
priced fairer than we make them and 


price them. 


THAT TTT T 
tUSUL RIVET & STUD 


BOSTON 
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Plymouth Rope 


HARDWARE AGE 


for 25 Years 


Lewis & Kerlin operate the oldest hardware store 
in Chester, Pa., and judging by the traffic about 
the busiest. 

So many customers had parked their cars in front 
of the store that the photographer who took the 
picture shown above had to stand on the sidewalk 
and be content with getting only a corner of the 
store. 

But what a “Corner” for Plymouth Rope—for 25 


years this company have 
sold Plymouth Rope and 
always found it satisfac- 
tory in every way. 





Plymouth Cordage Company 
North Plymouth, Mass. 


Welland, Canada 


They carry a good stock and have established a 
big marine trade for’ Plymouth, also contractors 
and all who want rope for general purposes. 
Plymouth has backed up every claim since 1824. 
Why not increase your rope sales with Plymouth 


Rope and Plymouth Dealer Helps? 


If your Jobber does not handle Plymouth 
Rope, write us for name 
and address of nearest 


Jobbing Depot in your 


State. 


She 


PLYMOUTH You OPE oe 
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January 25 


is the press date of the 


World Wide Buying Number 


of 
-HARDWARE AGE 


Published February 3 





Manufacturers wishing to be _ repre- 

sented in this important number should 

forward copy and cuts by. special deliv- 
ery or air mail. 





HARDWARE AGE 


239 West 39th Street 
New York City 
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A new and better handle that entirely overcomes all the 
difficulties met with in any other handle. No grading or 
seconds — only one grade is made —the best. CORK- 
STEEL handles never split or splinter — never warp or 
“spring” —and the tools never loosen or come off the handle. 


a What Is the 
CORKSTEEL Handle? 


Tubular handle, from points | 
to 3, is made of special analysis 
\G steel, swaged to shape: Tough 
3 —rigid—well balanced —the 
ideal material for a perfect 
handle. 











— 


Z, 

Be 

i 

oe “B”_Cork, one inch wide, 

VY wrapped around the han- 
dle from points 2 to 3. 

a Applied under pressure 
with water-proof cement. 

i Cool in summer—warm 

a, in winter—never sticky 

# ; or slippery. As comfort- 

VA able to the hand as a 

LN glove and it will not raise 

MY callouses or blisters. 

ih 

‘a 

Cc 





“(C”’__Steel ferrule to cover end 
of cork. 





‘“D”—Hardwood handle grip \ 
gives strength to tube and | 
covers end of the cork. 
Grip is securely fastened 
so it cannot come off. 


All CORKSTEEL tools are 
made of the best grade of steel 
—welded or riveted to the steel 
handle so that they cannot 
loosen or come off. 














Your trade will want these excellent tools. They are attrac- 
tively finished and have exclusive features that sell them on 
sight. Better than the best grades with wood handles—but 
they cost no more. Send an order with the understanding 
that you may return the tools if they are not satisfactory. 


‘ i THE CONNORS HOE AND TOOL CO. 
; 7X ~ akg COLUMBUS, OHIO 
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NOW IS THE TIME TO SEE THAT YOUR STOCK 
OF PRUNING SHEARS IS READY TO MEET THE 
DEMAND OF SPRING PRUNING 


PEXTO PRUNING SHEARS are well and favorably 
known. They are designed to work easily and are made of 
best grade materials by expert workmen. The PEXTO 
line offers the right shear for every purpose and every purse, 
without sacrificing quality or workmanship. 


From the standpoint of prestige, profit and pruning 
PEXTO Shears warrant your consideration. 


Write for Catalog Covering Mechanics Hand Tools 





WORTH WHILE TOOLS 


THE PECK, STOW & WILCOX CO. 


Southington, Conn., U.S. A. 
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Wheeling Four Point 
Round Barbs 











Portsmouth Perfect Two Point 
Flat Barbs 


HE quality of Wheeling Barbed Wire 
is seen not merely in the full gauged =) 
strands, the heavy, uniform coating of hiiieteiiadiiaeaitieis 
pure zinc, the clean-cut barbs and the —— 
neatness and convenience of the heavy | Ph 
wire reel. Under one control throughout 
every step in steel making and wire draw- Half Round Barbe 
ing, coating and finishing, Wheeling 
Barbed Wire has distinctive Wheeling 
quality. Put it in stock and profit by its , Comennen Spee Wire Teen 
superiority. Your jobber will supply it. 








WHEELING STEEL CORPORATION 
WHEELING, WEST VIRGINIA 


“From Mine to Market”’ 


WHEELING 


BARBED WIRE 
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Hangs Straight without Top or Bottom Support 


This beautiful fence saves labor in erecting as it requires no 
rail support at top or bottom. 

The strain of tightening it does not change the dimensions in 
height or length, due to its rigid reinforcements. It hangs per- 
fectly straight from post to post and stays permanently tight. 
Made of OPEN HEARTH STEEL from start to finish. by 
our own workmen. 


WICKWIRE BROTHERS 
NEW FORM POULTRY FENCE 


is Galvanized before or after weaving. " We recommend the 
latter because of its greater durability and rust-proof qualities: 
Put up in bales of 150 lineal feet in 2 in. and 1 in. mesh in 
6 in. widths from 12 to 72 ins. 


Backed by a reputation for uniform quality that has character- 
ized WICKWIRE BROTHERS products for more than 50 










vears. 
Your Jobber will supply you. 
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Sargent cylinder padlocks 
can’t be coaxed or cowed 


SELL security. There’s greater 
profit in pushing the better 
kind of padlocks. Even those 
people who want something 
“very inexpensive’ can be 
sold the protection of Sargent 
cylinder padlocks. Point out to 
them that the mechanism here 
is the same as in the locks on 
their front doors. Show that 
twisting or prying won't open 
them — that spare tires, tool- 
boxes and garage or cellar 
doors and windows equipped 
with them are as secure as pad- 
locks can make them. Your 
customers will be quick to agree 
with your suggestion that in 


these days a poor lock is hardly 
better than no lock at all. 


SARGENT & COMPANY, 


Yet Sargent cylinder locks 
are by no means expensive. The 
prices, which vary according to 
size, amount only toa few cents 
a year for theft prevention. 
Years and years of service are 
stored up in the smooth-work- 
ing mechanism that’s so snugly 
protected within each sturdy 
casing. Sell Sargent cylinder 
padlocks for the maximum in 
padlock security. Sargent sub- 
cylinder padlocks, lower in 
price, are suitable for use in the 
many places not generally sub- 
jected to lock smashing tactics. 
Assortment No. 501, containing 
twelve cylinder and subcylinder 
padlocks, includes a free dis- 
play board. Write for prices. 


Hardware Manufacturers 


NEW HAVEN, CONN. 


New York: 92-98 Centre Street 


Chicago: Wacker Drive at Randolph 


SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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A HYGRADE WINDOW OF FRED P. STRAUB & CO., EVANSVILLE, IND. 


Before they can get into his store 
Straub sells his customers 


Hygrade Lamps 


No wonder his incandescent lamp business has increased 
25% in the two years he has been handling Hygrade Lamps 
and is headed for a brighter increase in the future. 

The NEW lamps, frosted on the inside, are proving money 
makers, too. They’re easy to sell because they’re easy to use, 
and very few people, once they know their advantages, cling to 


the old line. 

















HYGRADE LAMP CO 
GENERAL OFFICE W SALEM MASS 


AND FACTORY 
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PEERLESS 


(Without an equal—Webster ) 


Peerless in design— 
Peerless in construction— 
Peerless in performance— 


Peerless. Fans—quiet, durable, trouble free— 
will boost fan sales wherever thermometers rise. 


The new catalog illustrating our complete line 
of oscillating and non-oscillating, A. C. and 
D. C., wall, desk and ceiling fans 1s just off 
the press. Write for your copy. 


The Peerless Electric Company 
WARREN, OHIO 








MOTORS - GENERATORS - FANS 
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For Those Seeking Unusual Clocks! (ii 
° te ae 
Ask to see these New “True Time Tellers” Qin 
TS HE New Haven Clock Company offers popular daily. The clocks shown here are the of aa 
to the trade a unique line of Alarm Clocks latest members of the Nationally Advertised eg 
and Time Pieces. Ask your jobber to show True Time Teller Family. Each clock is —_ 
| you these new designs which are proving more tagged with consumer’s price. BL 4 
| nA . 
| ‘\ 
| | ~ 
| Oval Alarm 
| Height, 214 inches. Width, 356 inches. Square Tat-Too Jr. Alarm 
PI 40-hour Movement, Back Bell Alarm. 2¥Y% inches Square, full size Silver Dial. 
: Full Size Gold Dial, Skeleton Hands. 40-hour Movement, Back Bell Alarm, 
| Russet Bronze Case, Bowed Glass. Bowed Glassand French Open Hands. 
| | Resale Price $3.75 French Bronze Case. 
| Resale Price, Plain $3.25. Radium $4.25 
| 
( | 
: Smallest ; 
N Clock Made! ‘* 2 
| 
oy 
| 
Gothic Tat-Too 
Jr. Alarm 
| i 
| : Height, 3% inches; Le, 
width, 2% _ inches. 3" 
| Fitted with a full , ‘ 
| size Gold Dial, 40- i 
hour Movement, qe e 
| : fip-Top Back Bell Alarm. IJ : 
! Octagon Traveler Russet Bronze Case. ee 
| 7 Bowed Glass. ee 
Ill i " 
pos Resale Price, ae 
| . Plain $3.75 
| 1% inches in height, Radium $4.75 
| Silver Radium Dial . 
with second hand. . 


Pull out stem set. 
| Nickel plated case. 
t | Bowed glass. 


Resale Price, $4.50 
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WARNING! 


U. S. DISTRICT COURT DECISION 











SAAT TH 


On October 22nd, the United States 
District Court at Milwaukee, Wis., sus- 
tained United States Letters Patent No. 
1,558,194 as valid (this being the 
Patent under which the Dazey Churn 
& Mfg. Co. make their “Sharpit” 
Grinder). 


~The Dazey Churn & Mfg. Co. pro- 


pose to protect their interests by pro- 
ceeding against any manufacturer who 
infringes on their patent, or who is 
guilty of unfair competition by simu- 
lating similar tools under the appear- 


ance of the Dazey “Sharpit’’. 








(/VLAILVIANLGTAAL AAU HALOAAAU LUSH 


\ 


DAZEY CHURN & MFG. CO. 


St. Louis, Mo. 
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Screw Clamps 


Made in 14 Patterns and 
35 Sizes 


Eberhard Screw Clamps are made in. 14 
different patterns and 35 sizes to meet al- 
most any requirement. The clearance be- 
tween frame and screw of the different 
sizes and patterns varies from one inch to 
15 inches and the opening from 2 inches to 
12 inches. The frame is made of Eberhard 
Quality Malleable with all threads machine 


cut. 
Complete stocks always avail- 
able for immediate shipment. 


THE EBERHARD 
MANUFACTURING COMPANY 


2734 Tennyson Road 
Cleveland, Ohio 













Catalogue No. 9 describes 
and illustrates the complete 
line of Screw Clamps and 
hundreds of items of interest 
to every Hardware Jobber. 
Write for a copy. 





ERHARD MALLEABLES 


#8 Years of Quality & Service 


“a a : B's 
y 
| 
i 
> ae 























Founded 1855 







bw 








| 
| 
Mth 


)) 


ili 


} 
\ 


Hy 
i 
th 


| 









Minin 


in 
Muu 


| 


— 


ie 
| 





| 
| 





| 






239 West 39th Street, New York City 
FRITZ J. FRANK, PRESIDENT 


GEORGE H. GRIFFITHS, GENERAL MANAGER 








LLEW 8S. SOULE, EDITOR 


Associate Editors: CHARLES J. HEALE, E. V. BILLSTONE, J. A. WARREN 


Contributing Editor: SAUNDERS NORVELL 


Copyright 1927 by Iron Age Publishing Company 





Volume 119 


New York, January 20, 1927 


No. 3 





i 








a 


Contents 


Trade Winds, by Llew S. Soule 29 
Barrett Dispenses with His Outside Salesmen 31 
An American Character Study (Part V), by Saunders Norvell 32 


$67,000 Worth of Electrical Refrigeration Sold in Fourteen Months 34 


Turn Sawdust Into Gold Dust, by Charles P. Catlin 35 
Selling Auto Accessories Regularly 36 
Attracting Tool Trade with Good Windows 38 
Ford’s Five-Day Week Plan Originated in Rochester 40 
Effect of Street Traffic on Retail Hardware Sales 41 
DEPARTMENTS: __ 
Current News of the Trade 42 
Weekly Washington Letter, by L. W. Moffett 46 
Steel Cap Screw Chart, by M. M. Godschalk 47 
General Market Information 48 





Branch Office Representatives of Hardware Age 


Editorial 
CE, Te Gl Bo 456.66 nb 000 eRe oct heeees ences bweteccssee wes D. M. Andrews 
a... “2 g£ Se ee oe eee James M. Rose 
ss I 6 6 dn a's 6b 0.5 00 ON 0060 beh e Re ehSe ene eee wen G. F. Tegan 
I os ia hs 2 la os ok “al i a il aoe ace wre wea F. L. Prentiss 
Cincinnati, 904 ist National Bank Bldg. .....ccccccccccccccccccese Burnham Finney 
EO eS ere ee a rere ne re Gerard Frazar 
ee, i Sl ds iia eas # ae Mie thle kde eee ee- ede oo 6 6 eae F. S. Smith 
es ee Ss oe oc cde eeebeecedecbesvebsastonens L. W. Moffett 
ee er A Gs ok Wa. 6a 006 Ob dae eda tees wewee 60s Charles Downes 
Advertising 
Ee ee ee | ee ee nee C. J. Knapp 
rr i Mes. 2s 6 ia ok eee 8 beh Oe 6b tm et ioe eaess Will J. Feddery 
en at oil ig oh bi oe Oa ee 6 oe ed (hauncey F. English 
re i MN ee Eee enue bbbeeeesewe Harold G, Blodgett 
ee YP ere ON ee ee ee cee R. R. Cronkhite 
ee SE OS ea eb cigeeend ed ed Webb te eetseeesee os P. J. Cosgrave 


SUBSCRIPTION PRickE—--United States, its possessions, Canada, Mexico, Central America 
South America, Spain, and its colonies, 1 year, $3.00; 2 years, $4.00. Foreign 
countries, not taking domestic rates. 1 year, $6.00. Single copies, 25c. each. Sub- 
scription remittance should be made by Check, Post Office Money Order, Express 
Money Order or Bank Draft. payable to Harpwapge AGE, New York. 


Member of the Associated Business Papers 


Member of the Audit Bureau of Circuiations 





Coming— 
Next Week 


In next week’s issue of Harp- 
WARE AGE will appear another 
installment of the series of ar- 
ticles on Builders’ Hardware by 
one of the most well versed men 
in the field, W. N. Thomas. His 
next story is entitled “Communi- 
cating Doors” and we earnestly 
request that you read it and see 
to it that all of your clerks read it. 
It contains information that will 
prove of much value to you in 
the conduct of your builders’ 
hardware department. 





What Readers Say 
About Us 


“Will you kindly mail us half a 
dozen extra copies of the Jan. 6 
issue? 

“With best wishes for the continued 
success of the best hardware paper 
published.” 

(Signed) T. G. StrRAvs, 

Fred P..Straub & Co., 


Evansville, Ind. 


“[ enjoy reading HARDWARE AGE 
every week.” 
(Signed) F. C. Mouttrup, 
Herndon, Va. 


“Your magazine is very much ap- 
preciated by myself and staff.” 
(Signed) J. B. Curran, 

Brandon Hardware Co., Ltd., 
3randon, Man. 
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FORGED 


AN 


Pan i i a ii fi a 
2 | | J 


McKinney has caught 
the tide of interest in : 
Forged Iron Hard- 

ware —now the trade can share the lentes ree y 


















No longer need you supply only the competi- renga ety 
tive items and allow the specialty business to go ot me! il iia yy 
elsewhere. McKinney has made it possible for SR. 1 
you to get into this profitable end of the business 
—and with no greater sales cost than disposing 
of a case of butt hinges. 


The basis of this great opportunity is the com- 
bination of artistic merit with standardized units 
which make of McKinney Forged Iron, stock 
items, with all the beauty of ancient craftsman- 
ship retained. 





Many months ago eminent architects were 
commissioned to search through olden records 
and bring forth the exact designs which made 
early craftsmen famous. Experts in builders’ 
hardware patiently worked out the ideal method 
for applying each piece to modern construction. 
Finally, McKinney’s knowledge of rustproofing 
and of permanent finishes produced forged iron 
hardware surpassing anything known heretofore. 
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There are available six styles and sizes of Pa oF w>..° 
McKinney Forged Iron Lanterns. They make , ~ = R 6 ” 
an ideal adjunct to McKinney Hardware. Their Pi ve Y s £ 
wonderful display value increases sales and bright- / iS +. ’ > 
ens the “shopping atmosphere” of the whole store 7 s > Y 
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McKINNEY 


IRON 


HARDWARE 


As an instance: McKinney Forged Iron 
was used to replace some of the original 
trim on a recently remodeled Colonial 
home. A portion of its original forged 
iron was still serviceable and was 
rustproofed and refinished by 

McKinney. 


So enthusiastic has 


been the public 
acceptance of Mc- 
Kinney Forged 
Iron in every de- 
tail that it is now 
just as essential 
for builders’ hard- 
ware concerns to 
carry samples as 
for a jeweler to 
carry diamonds. 
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By Llew S Soule 








$3,000 or $50,000 


VERY man behind a retail counter 
represents either investment or ex- 
pense; he is either an asset or a 

liability. 

Recently we wrote to a prominent 
hardware merchant in Michigan, asking 
him what he considered his greatest mer- 
chandising problem. This is his answer: 


“When I realize that I can hire fifty 
thousand dollars for the same price I 
pay one salesman, I realize that my great- 
est problem is to increase the efficiency 
of my salesmen.” 


This Michigan merchant has hit the 
nail squarely on the head. The weakest 
link in the whole chain of distribution is 
the retail salesman, and in the great ma- 
jority of cases it is not his fault. He 
does the best he can with what he has. 
He would do much better if he were 
properly equipped with the information 
he should have in regard to the merchan- 
dise he has for sale, and the proper 
methods of selling it. 


Possibly this is due to the fact that the 
average hardware merchant has never 
figured out the value status of his sales- 
men—has never set the amount down in 
dollars and cents and analyzed it. 


If a salesman is drawing $200 per 
month, or $2400 per year, he represents 
6 per cent interest on $40,000. If his 


salary is $3000 per year he represents 6 
per cent on $50,000. In other words, 
the merchant could hire either $40,000 or 
$50,000 one year for the same amount he 
pays the $2400 or the $3000 man behind 


his counters. 


What could the merchant accomplish 
through the addition of $40,000 or 
$50,000 to his capital? How much could 
he make that money earn in his busi- 
ness? The answers are the same as the 
amounts his $2400 or $3000 salesmen 
should earn for his business. If they do 
not earn what they should, the fault is 
probably with the merchant himself. 


But—if the average merchant had 
forty or fifty thousand dollars additional 
capital working for him, he would un- 
doubtedly watch that capital closely. He 
would give it all the personal attention it 
needed to make it earn both the interest 
he was paying and a profit beside. ° 


Why he does not employ the same 
methods in regard to his salesmen is one 
of the mysteries of modern merchandis- 
ing. 

Don’t think of your salesman as a 
$2400 or a $3000 gamble. Instead re- 
gard him as a $40,000 or a $50,000 in- 
vestment. Then give that investment 
the attention it deserves, and another re- 
tail merchandising problem will have 
been solved. 
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CENES such as those depicted above all mean more sporting goods sales for some dealers. 
\F Are you getting your share of this profitable winter business? Skating, ski events and 
ice-boating and numerous other outdoor sports offer many an opportunity for making sales. 
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A view of a portion of the electrical and radio departments in the store of the Barrett Hardware Company, Joliet, Ill. Note the 
lady at the electric ironer demonstrating its advantages. 


Barrett Dispenses with His Outside Salesmen. 


Illinois hardware firm finds that it can get just as much, if not 
more, business without outside salesmen—Adopts a new sales 
plan which proves successful 


OST of us are apt to adopt the methods of other 
hardware merchants who have been successful 
along some particular line without first carefully 

studying the various local conditions that may differ 
trom the first man’s territory. In other words, ‘what is 
sauce for the goose’ may not always be “sauce for the 
gander.” 

These are the conclusions arrived at by C. J. Shaw, 
retail manager of the Barrett Hardware Co., Joliet, IIl., 
and Fred G. Staehling, in charge of the store’s electrical 
department, in connection with house-to-house selling. 
While admitting that other hardware stores have success- 
fully employed outside solicitors, Mr. Staehling, after 
giving that sales plan several months’ trial, has definitely 
dropped it as unprofitable. 

In Mr. Staehling’s opinion, it is impossible for a store 
carrying a general line of electrical appliances to work a 
house-to-house selling plan with success, but he agrees 
that a specialty store carrying only one article might do 
so. A store located in a central location with certain 
fixed overhead charges is, according to him, an entirely 
different proposition from a typical canvassing organiza- 
tion with practically no store expense. In the store a 
specialty outside salesman may sell the one or two items 
on which he works, but the lack of attention given other 


items carried in stock causes them to turn at a slow and 
unprofitable rate which offsets the profit on the articles 
sold. 

He further contends that he has found that superin- 
tending a crew of outside canvassers is a job in itself, 
and that he, as head of his department, was forced to 
neglect important details in the store or else give his 
salesmen insufficient attention. In the latter case, where 
the salesman was left largely to work out his own 
methods, he rapidly developed a system of impossible 
promises and misrepresentation that actually did the 
store harm. 

Having the outside men on a straight salary was not 
a workable plan for they took advantage of the store and 
did not work enough to sell goods to pay their way. On 
a purely commission basis they made statements and 
made promises in order to make sales that usually came 
to light after the commission had been paid and which 
cost the store considerable to rectify. 

Another expense connected with house-to-house sell- 
ing is the cost of continually training new men for the 
“labor turnover” which is enormous. Ordinarily a sales- 
man would start in full of enthusiasm, sell his easiest 
prospects and then, when selling becomes real work, quit. 

(Continued on page 75) 
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An American Character Study 


(Part Five) 


By Saunders Norvell 


THE WAR AFTER THE WAR 


EDITOR’S NOTE—This is the fifth installment of a series 
of articles by Mr. Norvell, telling ot the rise of Charles Reierson. 
The first saw him in an obscure little Southern village where 
he began life; the second opens with his entry into the business 
world and closes with Reierson on his first territory as a sales- 
man; the third deals with his early career as a salesman; and 
the fourth tells of his affiliation with the present-day Remington 
Arms Company. 


EIERSON continued: “At the end of the World 
War in November, 1918, industry paused to gasp 
for breath, For more than four years, industry 

had gone forward with a rush—everything at top speed, 
no slacking up for anything, in many cases working 
throughout every one of the twenty-four hours of each 
day. The future looked black and discouraging. Many 
plants were entirely closed down, others partially so. The 
way seemed uncertain and perilous. 

“A statistician would have the time of his life figuring 
out just how many gallons of red ink were consumed 
during the post-war period of readjustment of industry 
to show the figures representing the item that became such 
a bugaboo to so many manufacturers—IDLE PLANT 
EXPENSE.’ It loomed big in every earnings statement 
and made many such statements slow earnings as a 
minus quantity. 

“Enormous factory buildings, filled with the most ex- 
pensive machinery and equipment, not a wheel turning ; 
no smoke coming out of the smokestacks, stood like 
monuments to Mars, the God of War. They repre- 
sented to the manufacturing industry exactly what a 
stable full of idle horses, with hay and oats at top prices, 
would mean to a farmer. Though idle, insurance had to 
be carried. Interest on invested capital worked on regu- 
lar schedule. Depreciation went on. Heat had to be fur- 
nished so the sprinkler system would not freeze up. 
— strolled on their rounds through deserted 
aisles ! 

“Standing in the huge plant in Bridgeport, which had 
been built entirely for the execution of military con- 
tracts, I could see, right across the street, on one side, 
a cemetery and, not far distant, on the other side, the 
poorhouse! Neither presented a more cheerless view 
than those huge buildings where, so recently, thousands 
had busily worked, where every wheel had been turning 
at top speed, where the ceaseless rattle and clatter of 
machines had been heard throughout the twenty-four 
hours of each day! All was now so still and so quiet 
that one felt inclined to remove one’s hat, as we do when 
standing in the presence of the dead! 

“We had no use for that plant. It was eating its head 
off. Red ink figures representing Idle Plant Expense on 
that one plant alone were appalling. We decided to sell 
the plant but the decision was more easily arrived at than 
its consummation. There were more than one million 
and one-half square feet of actual manufacturing floor 
space, to say nothing of service buildings and other 
facilities. There were miles of railroad tracks, sidings 
and switches. There are few plants in this country so 


large. There are few manufacturers large enough to 
fill such plants. Obviously, the market for such a plant 
‘yas limited. 

“We turned to Joseph P. Day, probably the greatest 
real estate operator in the world. For weeks I worked 
with him, day and night, running down possible pur- 
chasers. We found a motor car manufacturer who 
looked the plant over and decided it was ideally suited to 
his purpose. We felt very much encouraged until his 
bankers told him that they had a few plants of their own 
for sale! In the end, he was compelled to accept one 
of those plants, though it was not so well suited to his 
purpose. 

“Finally, we sold the plant to The General Electric 
Company after weeks of negotiation. The price paid 
was well up in the millions, but far less than the original 
cost. It was a good purchase for them and a good sale 
for us. We took our loss all in one bite and stopped that 
particular element of Idle Plant Expense. 

“I take off my hat to Joe Day! He is ‘the real thing’ 
in selling real estate. We became close friends and still 
are. 

“Then ‘Remington City’ came in for attention. The 
apartments, dormitories and houses—hundreds of them 
—were mostly empty. The ‘housing shortage,’ as far as 
we were concerned, had simply ceased to exist. Again 
we turned to Joe Day. ‘We’ll auction them off’—he said, 
and he did. It was a good sale. Of course, we could 
not realize from the sale the original cost of the land, 
the buildings, the rads, the sidewalks, etc., but we were 
glad to get rid of all o€ it, take our loss and forget it. 
We needed the money and we didn’t need the buildings. 
Our bankers had been good to us, but they had to be paid. 
They were, too, to the last dollar. 

“With the huge Bridgeport Arms Plant and ‘Remington 
City’ off our hands, we turned our attention to the UMC 
Ammunition Plant, the largest of its kind in the world, 
greatly expanded by the necessities of the War, as 
many new and expensive buildings had been added 
to the original peace-time plant. None of those build- 
ings could be sold because they formed an integral part 
of the plant and could not be separated from it. They 
had to be filled—put to work. Idle Plant Expense was 
accumulating. Taxes, insurance, interest, upkeep and 
depreciation were all working overtime. 

‘Many lines of merchandise were considered as possi- 
bilities and each one was carefully investigated. I learned 
a great deal about what was happening in other lines 
of industry and, among other things, I found that many 
lines were already overdone. In the end, it was decided 
to engage in the business of manufacturing pocket knives. 
There were several reasons for making this decision. 
First, pocket knives are sold through the same channels 
of distribution as arms and ammunition, the hardware 
jobber. To me, this indicated that we could market 
pocket knives without greatly increasing our selling ex- 
pense. Another reason was the profound conviction 
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that there was not being manufactured in this country a 
line of pocket knives equal in quality to the best products 
of England—Wostenholm, Rodgers, etc. 

“I believed that the buying public of this country are 
always willing to pay a fair price for any article of 
necessity if it is known to be of high quality—if it will 
give real satisfaction. I believe that even if we were 
compelled to sell such a product at a slightly higher price 
than competing goods were bringing, the public would 
pay that price if convinced that the knives were really 
worth it. I have always been a stickler for QUALITY. 
Every member of our manufacturing organization will 
testify that I always demanded better quality and that 
[ was hard to satisfy in this respect. I believed that the 
name of REMINGTON on a pocket knife would mean 
something to the consumer as well as to the dealer. 
Frankly, I gave more thought to the consumer than to 
our two other customers, the jobber and the retailer ! 

“My many years in the jobbing business had given 
me a considerable acquaintance in. cutlery manufacturing 
circles. I called on Mr. A. H. Willey, a cutlery man 
of life-long experience and one well known to the hard- 
ware jobbing trade of the entire country. I engaged 
him to make for me an exhaustive ‘survey’ of the pocket 
cutlery industry. This required several months. It took 
him abroad to England and to Germany. As a result of 
that survey and what we already knew of the situation, 
our decision was made and our first step was to employ 
Mr. Willey to develop a line of patterns of pocket knives. 

“The next step was to employ, as Works Manager, 
Mr. C. W. Tillmanns, whom I regarded then and whom 
I still regard, after several years of intimate acquaintance 
and association, as the foremost manufacturer of pocket 
knives in America. Messrs. Willey and Tillmanns con- 
stituted our entire cutlery organization. We had no 
cutlery-making equipment, no dies, no tools, no organiza- 
tion, not even a pencil sketch of a pocket knife! We had 
empty buildings—modern, well-lighted, comfortable, 
sanitary—just the walls, roofs and floors—empty build- 
ings. This was the beginning of Remington Pocket 
Knives. Looking backward after several years it could 
not have been done any better. Messrs. Willey and 
Tillmanns delivered the goods! They did a fine job. 

“Mr. Tillmanns found that some of our old cartridge- 
making equipment could be used to advantage, with slight 
modifications, changes and adaptations. He did this 
efficiently. In a remarkably short time, Messrs. Till- 
manns and Willey gathered about them the nucleus of 
an organization. Mr. Tillmanns’ wide acquaintance, 
reputation and popularity brought to him applications 
for employment from every quarter. He could pick 
his personnel. 

“Mr. Willey remembered a young man, then with The 
Wyeth Hardware and Manufacturing Company of St. 
Joseph, Missouri, who had shown more than normal 
enthusiasm for, and ability in, the cutlery line, Mr. W. G. 
Shelton. Mr. Shelton was conscripted to become Mr. 
Willey’s assistant, and contributed his share to the re- 
sults. By the way—he is now the head of Remington's 
Cutlery Sales organization—quite a change from the 
days when he traveled for The Wyeth Hardware and 
Manufacturing Company in the Panhandle of Texas be- 
hind a pair of Texas mustangs! ; 

“After the close of the World War, Sir Phillip Gibbs, 
whose dispatches from the battlefront in France to the 
New York Times became classics of war correspondence, 
wrote a most interesting book called: ‘Now It Can Be 
Told.’ With a chuckle or two, I feel that ‘now it can be 
told,’ for the first time, how a number of my good 
friends in the hardware jobbing trade, when visiting me, 
would say—TI hear that you are about ready to bring 
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out a line of the Remington Pocket Knives. I want 
to place the first order for Remington cutlery. Send me 
the first 100 (or 200 or 300) dozen you produce.’ God 
bless them! Their splendid spirit was so greatly appre- 
ciated that I simply could not permit one of them to 
know how many others had had the same desire! 
Through those unsolicited ‘first orders,’ we piled up quite 
a bank of orders on which to work as production came 
along. 

“As the best evidence that we built right—that our 
foundations were sound—lI will say that within five years 
from our entry into the cutlery business, I had the satis- 
faction of seeing that business become the largest of its 
kind in the world. There it stands today, a tribute to 
Quality and Sound Merchandising Principles. From the 
very beginning, we insisted that our prices on pocket 
knives be maintained, and they have been. There has 
been no cutting of prices to speak of. It was made 
plain that we would not supply our knives to jobbers 
who would not respect our desires and our policies. 

“We put a lot of small jobbers into the cutlery business 
on a profitable basis. Many of them have told me so. 
We urged them to carry a sufficient variety to take care 
of the needs of their trade, to carry a thirty-day stock 
and to send us an order every month, every two weeks 
or every week, if necessary, BUT to keep their stocks 
complete. We dispelled the old idea of buying cutlery 
twice a year, six or eight months ahead, thereby being 
overstocked half the time and with an incomplete as- 
sortment the other half. We taught them ‘turn over’ 
as applied to cutlery, and yet without overdoing that 
much overworked term. 

“So the empty buildings at the UMC Bridgeport 
Works were put to work and Old Man Idle Plant Ex- 
pense was eliminated. 

“Then, attention was turned to the huge rifle plant built 
at Ilion for the execution of British military rifle con- 
tracts, where hundreds of thousands of rifles were later 
produced, and carried by our own boys to the battle 
lines in France. That plant, too, was idle and accu- 
mulating expense. | 

“Tt happened that in building up the huge war-time or- 
ganization in our various plants, when we were glad 
to secure skilled workmen, engineers, tool-makers, etc., 
from any source, we had collected a number of very 
competent men who had formerly been in the employ of 
an internationally known manufacturer of cash registers. 
These men had just come to us as men came to us from 
other industries, because we had good jobs for them and 
were paying necessarily high rates. Naturally, having 
worked together at one time or another, they associated 
rather closely after joining us. ; 

‘““A group of these men asked for an interview with the 
executives of our company and informed us that an in- 
ventor of repute in the cash register field had invented 
a new type of cash register which he believed was patent- 
able and which he believed infringed no patents on other 
machines. This inventor required space and facilities 
to prosecute his work and built a model machine. He 
was given a small workroom to which he carried the key. 

“In the end, he developed a machine which was very 
attractive and efficient. Patents were applied for and 
many claims were allowed, others remaining pending, A 
deal was finally made, whereby we took over those 
patents and entered upon the manufacture of cash 
registers. Some of our old equipment at the Ilion Works 
was suitable for certain phases of cash register manufac- 
ture, but much new equipment had to be supplied. In 
due course-of time, production was begun, a sales or- 


(Continued on page 66) 
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Solving the 

Refrigeration 
| ~Problems~ 
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Flere is one of the electrical refrigeration displays in the store window of Greig-Van Nattan, Springfield, Ill., that has helped this firm 
sell $67,000 worth of electrical refrigeration equipment in fourteen months. 


$67,000 Worth of Electrical. Refrigerators Sold 
In Fourteen Months 


HERE is a story told about a young man who, 

when asked whether he could play the violin 

replied that he did not know for he had never 
tried. A good many hardware retailers are perhaps 
of a like opinion in regard to the sales possibilities of 
some of the newer items which are making their appear- 
ance on the market—they do not know whether they 
can sell them for they have never tried. Unfortunately, 
unlike the young man in the story, the average dealer is 
apt to under-rate his ability or to misjudge the buying 
wants of his customers and while he is debating whether 
or not a certain article can be successfully sold in his 
territory, some one else steps in and sells it. 

Numerous examples can be found which bear out this 
statement in the radio merchandising situation. There 
are a good many towns where the garage, the drug 
store or the electrical contractor has built up an enviable 
sales volume in radio sets simply because the proprietor 
started to cater to a popular demand while the hardware 


man was wondering if radio could be profitably handled. 
At the same time instances can be cited of a great many 
hardware stores which have, by careful merchandising 
principles, developed radio into their best paying depart- 
ments. 

Now the same questions which apparently bothered 
the dealer about radio are again uppermost in his mind 
in reference to electrical refrigeration. Will people 
buy it? Must it be sold on the partial payment plan? 
Does it require a technical knowledge? And does un- 
avoidable after service destroy the profits of the sale” 
Perhaps some light on these leading questions may be 
gained by the experience of Greig-Van Nattan, hard- 
ware dealers in Springfield, IIl. 

About the Ist of May, 1925 the firm obtained the 
agency for a nationally advertised refrigeration unit. 
J. A. Van Nattan, who is the active manager of the 
store and incidentally president of the Illinois Retail 

(Continued on page 79) 
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Turn Sawdust Into Gold Dust 


By Charles P. Catlin 


OW is the time when hardware merchants can 
N make sawdust pay gold dust profits, and chips 

from sales tips ring the bell on their cash reg- 
isters. 

Saw wood now! Jack up sales by catering to Jack of 
the lumber camp. This is the time when saw bucks and 
buck saws, wedges and sledges are in demand—when 
everything from cant hooks and crosscut saws to axes 
that appeals to wood choppers should be featured. Don't 
be content to lumber along; limber up your cash register 
by featuring the items needed by the lumber jack and his 
saw mill. You can easily increase your sales on them 
very materially. 

Apply to the sale of saws the old saw: ‘The world 
needs to be reminded as well as informed.’’ Promote the 
sale of axes by working on the basis of the axiom: 
Window displays of*timely, unified lines stimulate sales. 
Play your trump card in the merchandising game: Win- 
dow displays, and catch Jack. 

It is a known fact that suitable window displays will 
do more to establish your store as headquarters for the 
merchandise your townspeople and country folk want 
and as the place to buy it when they want it, than any 
other method of advertising and selling. 





Let the chips from sales tips ring the bell on your cash register 


As old Sir William Temple said: “Though I may not 
be able to inform men more than they know—yet I may 
give them the occasion to consider.” This is the service 
window displays perform. They give all passersby the 
occasion to consider their needs when and where they 
can buy the things that satisfy these needs. For this 
reason the surest, quickest route to success for the mer- 
chant is via the Window Express—with no stopover 
privileges for his stock, and turnover full speed ahead. 

The customer of the astute hardware merchant who 
acts on this suggestion may well paraphrase Czsar’s 
statement, “Vent, vidi, vici,’ to “I came, I saw saws, 
etc., in the window, I was conquered.” And remember 
that almost every man who lives in the country is 


enough of a jack of all trades to be a bit ot a lumber 


jack. 


Here is a list of items that should be featured-now : 


Single bit axes 
Double bit axes 
Handled axes 
Boys’ handled axes 
Axe handles 
Wood chopper’s sledges 
Sledge (maul) handles 
\Vood chopper’s wedges 
Crowbars 

Log rules 

soard rules 
Cant hooks 

Pike poles 
lLumberman's handles 
‘Timber grapples 
Skidding tongs 
Grapple hooks a 
Rafting dogs 
soot calk 
Saw tools + tes 
Saw sets 
Saw wedges 
Files 

File handles 








yi 


Circular saws 

Crosscut saws 
Crosscut saw handles 
= One-man crosscut saws 
Vises 
; One-man crosscut saw 

Saw clamps handles 

-— . . 

suck saws Supplement handle : 
Buck saw frames i 
luck saw blades 

Saw bucks 


Oil stoves ry : 
Tool grinders ( 


Mounted grind stones 
Family grind stones 
Tackle blocks 

Rope 

Log chain 

Lumber camp equipment 
Saw mill supplies 





Scoop shovels for saw dust. 


The harder you put this idea to work for you the 
closer will you come to making maximum sales and 
reducing your stock to a minimum on seasonable items, 
thus chopping down overhead and cutting out leftovers 
at the end of the season. Help those you serve to fill 
their woodboxes and they will help you fill your cash 
register. 
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Window display of Belcher & Loomis Hardware Co., Providence, R. I. 


Selling Auto Accessories Regularly 


ROM all pars of the world consumers came to New 
Byer last week to visit the tweuty-seventh and great- 

est annual auto show ever held in the Metropolis. 
At all hours the exhibits of new cars and the upper floor 
of auto accessories attracted motorists by the thousands. 
It is the accessories which will interest the hardware 
trade, for although it is perfectly true that each year 
the more expensive cars come equipped with additional 
accessories the lower priced cars continue to be offered 
largely on a production basis with the bare essentials. 
One or two exceptions to this of course may be found, 
but when you consider the majority of car owners are 
driving cars of $1,000 or less you realize quickly that 


os fe 


Window display by Geo. A. Engelhardt & Son, Chicago, III. 








among 19,520,000 motorists there is good business for 
dealers supplying useful accessories. 

Figure each car for five tires a year. There are more 
than two million trucks in use in this country. The 
figures come direct from Alfred Reeves, general man- 
ager, National Automobile Chamber of Commerce, who 
also announces that the farms of this country alone 
claim 4,852,000 registrations and that this country may 
boast of more than three million miles of highways. 

There are 51,715 public garages and 83,758 service 
stations and repair shops in the United States. Losey & 
Co. of Easton, Pa., found some years ago that the repair 
shop was not a competitor of the hardware man, but 
one of his best customers, particularly for shop equip- 
ment, hand tools, power tools, cranes, chain, bolts, 
nuts, screws, wire, work benches, and such equipment. 
This company and the Martin Hardware Co., Mans- 
field, Ohio, have both made good strides selling tires and 
tubes to fleet owners. In some cases business on tires 
and other accessories was obtained through some of the 
many garages and repair shops, the latter two working 
as special agents or salesmen. 

Observers at the recent New York show say that auto 
accessories become more practical, more easily installed 
and more necessary each year and that the 1927 showings 
live up to that reputation. Motorists drive their cars 
all year these days, which means a steady profitable sale 
of anti-freezing preparations and a market for radiator 
covers, automatic windshield cleaners, skid-chains, auto 
robes and heaters. The last item is becoming more 
appreciated each year. 

Practically every successful auto accessories depart- 
ment manager in the hardware business agrees that the 
novelty element in auto accessories is no longer a serious 
problem. Today the successful dealers can gage the 
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Auto Registration Figures 


These figures are given through the courtesy of 
Alfred Reeves, general manager, National Automobile 
Chamber of Commerce. They shed some interesting 
light on the accessories market. 


Motor vehicles registered in United States. .22,330,000 


Motor cars (State reports)................ 19,520,000 

Motor trucks (State reports).............. 2,810,000 
World registration of motor vehicles........ 27,500,000 
Per cent of world registration owned by 

I i ee 8 a a a 81% 
Motor vehicle registration on farms......... 4,852,000 
Miles of surfaced highway................... 560,000 


Total miles of highways in United States.... 3,001,825 











volume on new items which have largely a novelty ap- 
peal. 

Simons Bros. Hardware Co., Boston, Mass., doing 
more than $1,000 a week in accessories take on every new 
item which the two brothers would use themselves. They 
try new lines with extreme caution, display them well 
and note the demand. If it slackens up more than it 
should, the particular item comes up front, is priced a 
little lower than list and closed out. 

Today there are sufficient staples to keep your motorist 
trade coming and buying. In every normal retail hard- 
ware stock there are many staple hardware numbers 
which sell almost exclusively for automotive use. Certain 
sizes and certain styles of screws, chain and wire are 
intended primarily for autos. Take your tool depart- 
ment and your tool kit rolls. They are auto accessories 
just the same as windshield cleaners. So are socket 
wrench sets, individual hand tools, and many other items. 
Of course basically they are HARDWARE but don’t 
forget the motorist and his needs. 

The average motorist has only week ends and a few 
hours during the week for driving. Therefore it is 


HARDWARE AGE 37 


obvious that he must have every reasonable convenience, 
emergency equipment such as spare tire, a good jack, 
rim tools, spare tube, blowout patches, tube repair kits, 
spare fan belt, oil, grease, and a well selected kit of use- 
able tools. 

The market defies a sales gage. The results in selling 
auto accessories will be governed very largely by the 
amount of intelligently applied energy you have at 
work. Get busy, there is plenty of winter accessories 
business and in another two months the spring demand 
will be here. Wa§ll you be ready? 

Belcher & Loomis Hardware Co., Providence, R. L., 
have frequent auto accessory window displays to attract 
trade for this department. Salem Hardware Co., Salem, 
Ohio, has a neat and successful auto accessory corner 
just inside the front door to the left. Geo. A. Engel- 
hardt & Son, 1060 Milwaukee Ave., Chicago, IIl., also 
feature this profitable line in the window frequently. 
Photographs from these three stores are reproduced with 
this story. Look them over and note the statistics in 
the box on this page. 





Store display of Salem Hardware Co., Salem, Ohio. 








Is inefficiency’s last resort. 








Price Cutting 


Never did anyone any permanent good. 
Is an admission that the first price was too high, anyway. 
Is unnecessary, if your customers are getting a fair deal. 


Is a poor way to establish public confidence in your business. 


Is easy to start and hard to stop. 


Is the first step toward a receivership.—The Last Word. 
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Window display of saws in the Clark Hardware Company store at Jamestown, N. Y. Every time this firm concentrates its window 
displays to one item it has been found that sales of that particular item show a substantial increase. 


The Tool Department 


Attracting Tool Trade with Good Windows 


Western New York Hardware firm finds frequent tool windows, with 


merchandise attractively displayed, 


stimulate sales of mechanic’s and 


household tools 


ECHANICS in Jamestown, N. Y., have often 
told G. B. Pitts, of the Clark Hardware Com- 
pany that his mechanic’s tool stock is the largest 

and most complete in the city and following a recent 
visit to this store we are inclined to agree with them. 
The firm certainly has a very complete and up-to-the- 
minute hardware store and justifiable pride is taken in 
the tool department, in which a stock of some $10,000 
is carried. The annual turn-over averages from four 
to five times on this large stock. 

Gordon Rein, who trims the windows for the Clark 
store features exclusive tool windows frequently and in 
the store’s tool department it has been found that sales 
always improve when this is done. 

According to this enterprising firm tools may be di- 
vided into two distinct classes—high grade tools, 
nationally known and practically sold by hardware mer- 
chants exclusively and the cheap tools such as are 
carried by the 5 and 10 cent and other chain stores and 


designed primarily for light household use. It further 
contends that these two types of tools cannot be suc- 
cessfully mixed—if it is desired to build up a profitable 
tool department, cheap tools of the sort mentioned above 
should have no place in a legitimate hardware merchant's 
stock. As a member of the firm told us; “When a man 
is earning his living with tools he can’t and usually won't 
fool around with cheap ones”; in other words the real 
mechanic of todav wants the best that his money can 
buy, for he has been taught by experience that this means 
economy in the end. 

Practically all tool sales are made to mechanics who 
either reside in the city or community or are employed in 
the local factories. It has been the experience that fully 
75 per cent of these men ask for the tool they want by its 
manufacturer and are prone to accept a_ substitution. 
With this thought in mind the display man conceived of 
the idea of featuring a window display of tools, com- 
bining the products of several well-known tool makers. 
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One of the tool window displays by the Clark Hardware Co., Jamestown, N. Y., combining the products of several well known tool 
manufacturers. This enterprising firm believes in handling good tools and good tools only. 


A reproduction of this interesting window display ap- 
pears in connection with this article. Displays of this 
kind have time and again increased the sales of tools 
for the company. 

Of course, every now and then a tool window is made 
up which concentrates upon one particular item as the 
picture reproduced herewith showing one of Clark’s 
saw windows will demonstrate. On occasions such as 


this the firm has also found that its sales of the items 
displayed in the window have been considerably boosted. 
So the reasons for the success of the Clark Hardware 
Company in the sale of tools may be summed up as fol- 
lows: Handle good tools only—Frequent window dis- 
plays—and concentrated selling eifort. Study the two 
photographs on these pages. You should be able to get 
some good ideas for your own tool window displays. 


“Good Times” Always Natural 


ESPITE the good influence of Charles Schwab and 

other well-known members of the optimist group, 
business men by and large are generally disposed to be 
a bit pessimistic if given half a chance. Perhaps the 
tendency springs from the elemental fear that is born 
into the human race; the doubts that cloud an unknown 
future. 

The manifestation just now is a sort of universal as- 
tonishment that we still have good business; so many 
expected a depression by this time and cannot quite 
understand why it did not come. ‘They still think some- 
thing delayed it, and it will be along after awhile. With 
enough people thinking that way, it will, of course. But 
that is no reason why it has to come. 

We have thought too long of business depressions as 
natural reactions from good business. There is no more 
logical reason to believe so than that sickness is a natural 
reaction from health. Perhaps even looking at the fluc- 
tuating curves of a business chart helps to strengthen the 
belief ; the recurrent ups and downs of the past, as pic- 


tured, are inevitably projected mentally into the future. 
What has repeatedly happened, we feel, must happen 
again. 

With all due regard for the erudition of responsible 
business prognosticators, the feeling that there must be 
depressions is a business superstition, and itself may be 
more deeply responsible than we think for the very result 
it anticipates. Job’s lament that ‘““The thing which I so 
greatly feared has come upon me,” is peculiarly applica- 
ble to business conditions. Trade itself is essentially 
psychological; its life is wholly dependent upon the will 
to buy, and that is destroyed by fear. 

It is usual to speak of “confidence” as though it were, 
in a business sense, the peculiar attribute of bankers and 
industrial leaders alone. The truth is that only the ‘‘con- 
fidence” of the ultimate consumer, the wage earner who 
represents 99 per cent of the world’s buying power, 
counts at all. So long as he remains confident, rest as- 
sured that the banker and the industrial leader also will 
remain confident.—Allith Bulletin. 
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Henry Ford’s Five Day Week Plan Originated 
in Rochester 


Malcom E. Gray, President Rochester Can Company, first in- 
augurated System there and Detroit manufacturer requested 
details so he could use it. 


pany, of Rochester, N. Y., being a reader of 

HARDWARE AGE, writes commenting on a recent 
article by Saunders Norvell, and sends the following 
editorial from the Rochester Evening Journal and Post 
l:apress. It is informative in view of the present dis- 
cussion of the five-day week plan. 

What is an original idea of merit? 

It is one that Henry Ford will adopt. 

This is a comprehensive definition. 

And the Ford Motor Company did follow the plan of 
Malcom E. Gray, who inaugurated the five-day week in 
industry six years ago. 

Its operation was studied by representatives of the 
motor magnate at the plant of the Rochester Can Com- 
pany. 

They found it so successful they recommended its 
adoption. 

But this is only one of the innovations that has made 
the Rochester Can Company a world leader in the 
manufacture of metal containers. 

Its story has all the thrills of romantic fiction. 

Forty-seven years ago, its founder, nine years old 
then, moved with his parents from their home at Harri- 
son, Ont., to the prairies of Nebraska. 

And settled as “homesteaders” on a quarter section of 
land. 


on Ht. LAIRD, of the Rochester Can Com- 


Prairie Home Abandoned 


A rude sod house was the home of the future manu- 
facturer. His early task was to watch the small herds 
of cattle and sheep. 

Sand storms, long periods of drouth, failure of crops 
—all these discouragements were encountered. 

And after four years the prairie home was abandoned. 
The family moved to Kalamazoo, Mich., where the boy 
learned the trade of tinsmith. 

Twenty-seven years ago he came to Rochester and 
worked at his trade for a time at the plant of the 
Rochester Stamping Company. 

When he had saved $6,500 he went into business for 
himself on the site of the present plant in 1908. That 
was the opportunity fer which he had been preparing. 

Three tinsmiths, including himself, constituted the 
working force. 

Ash cans were the first products. Substantially made, 
they met a ready sale, and the business grew rapidly. 

Titles were abolished in this industry; all were upon 
an equal plane. 

Kindly, democratic, the soul of geniality, Mr. Gray 
was a new kind of a business leader. 

And the men worked with him, and for him. They 
gave their best efforts to the organization. Its list of 
metal products grew to more than a hundred. More 
metal flower vases are made by it than any company in 
the world. 


But about the five-day week: 

Six years ago, Christmas came on Saturday, with New 
Year’s on the same day of the week. That made two 
weeks in succession of five days each. 

It was while Mr. Gray was at dinner at the home of 
his son-in-law, Rodney S. Hatch, that the idea of a 
shorter week came to him. He said: 

“People who work need more time for recreation. 
If the week were cut to five days, all would have time 
for this. They would have a chance to get acquainted 
with their families ; enjoy life more; be in better physica! 
condition. I shall try it.” 


Production Increased 


And so the plan was tried for six months. The pro- 
duction of the plant increased. The workers were 
happier. And they earned as much money as they had 
in six days. 

Inquiries came from all parts of the country. Among 
them were communications from Mr. Ford, with whom 
Mr. Gray was acquainted. He asked permission to send 
two representatives here. 

They came and studied the plan not only during 
working hours, but in leisure time. It won their com- 
plete approval. Discussing it, Mr. Gray said: 

“True, we were pioneers, but I believe all industry 
will adopt the plan in time. I believe the factories should 
be closed Saturdays ; the stores on Mondays. That would 
give workers a chance to make purchases, while store 
workers would have a day of rest. 

“The work is done quicker, better, and at less expense 
in a five day week. 

“To work half a day Saturday spoils both the fore- 
noon and afternoon. A man’s mind is not on his work. 
He is thinking where he is going in the afternoon. And 
he gets home so late the afternoon is spoiled.” 


Company Has Large Assets 


The officers of the Rochester Can Company are: Mr. 
Gray, president; Rodney S. Hatch, secretary and treas- 
urer; Wilbert J. Symons, assistant secretary and treas- 
urer; William Easton, general manager. 

The company has more than $1,000,000 in assets. It 
has a force of 250 workers who are contented and happy. 
There are few changes in the personnel. 

The little tinshop has grown to a modern factory of 
136,000 square feet. The company has a large ware- 
house at Miami, Fla. Its products are sold all over the 
country. 

The company has a self-insurance compensation sys- 
tem. And accidents have been cut 75 per cent. 

Following methods that are new, the company has 
made a great success in Rochester. 
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Effect of Street Traffic on Retail Hardware Sales 


Why the dealer should work for betterment 
and how 


(The first of a series of three articles hy l:ames Forhan on liffect of Street Traffic) 


EAVY vehicular and pedestrian traffic is com- 
H monly believed to furnish the best conditions 
for the development of a retail hardware busi- 
ness. No one will deny that crowds contribute to sales ; 
but recently completed researches indicate that the hard- 
ware retailer may suffer losses from this cause in other 
directions, when traffic is too heavy or improperly con- 
trolled and regulated. 

Probably one-fourth of the trade at present is subject 
to these conditions, but the percentage is steadily on 
the increase. 

While not in themselves serious at present, traffic 
difficulties, methods of regulation are not planned to 
any extent with the interests of the merchant in view. 

Delays in delivery and resultant increase in delivery 
costs are another problem entirely; we are dealing here 
with the affect of certain local traffic conditions on the 
business transacted within the store itself. Civic and 
trade associations are keenly interested in all phases of 
local traffic control and deserve the active support of 
all in the trade. Police traffic control is largely designed 
to facilitate the business of the pedestrian and driver 
of vehicles, and encroachments on the rights of mer- 
chants are not always apparent. It is the purpose here 
to describe some of these effects and to suggest reme- 
dies. 

What, then, are the losses that accrue to the dealer 
doing business on a congested street or near a con- 
gested intersection? 

The question of slow deliveries to nearby and dis- 
tant points, as mentioned before, is another matter en- 
tirely. 


Here are some results of congestion often unseen: 


I—Business lost to the dealer which never gets to 
his door because of traffic congestion and diver- 
sion of customers elsewhere to buy. 


I{—Inability of manufacturers and jobbers to make 
delivery adequate by reason of congestion at 
the store door. 


I1]—-Inability of good customers to park their cars 
within reasonable distance of the dealer’s door, 
through regulations or lack of regulations. 


I'V—Hasty and incomplete purchases through faulty 
or lack of any parking privileges or opportuni- 
ties. 


V—tTendency of distant customers to purchase at 
nearest store rather than run the risk of heavy 
traffic conditions. 


What Has Been Found 


According to the United States Bureau of Foreign 
and Domestic Commerce, the following percentage of 
cars of customers are chauffeur-driven or owner-driven, 
representing three groups investigated. It will be seen 
that the trade cannot depend greatly upon chauffeur ser- 


vice to simplify the parking situation for their cus- 
tomers: 


Group | GrovuP II Group III Group IV 
81% owner- 95% owner- 97% owner- 99% owner- 
driven driven driven driven 


It appears, then, that at least 90 per cent of the dealer's 
customers must, if they shop in their motors, take their 
own risks, find their own parking space in doing business 
with him if he happens to be in a congested area. Quot- 
ing again from the same bureau, we find the average 
shopping time of the customers as follows, again by 
groups : 





Less Than \% to 1 to 2 2 Hours 
Stores y% Hour 1 Hour 1 Hour Hours or More 
Reporting Per Cent PerCent PerCent Per Cent Per Cent 
Group I 52 39 1l 4 4 
Group II 53 27 9 0 1 
Group III 69 37 3 5 5 
Group IV 82 16 1.5 0 5 











It will thus be seen that shopping periods in retail 
trade in general run all the way from a minute or two 
to hours. 

There has been noticed a decided reduction in the 
period of shopping time in the trade, attributed to 
heavier traffic in the immediate localities of a greater 
number of stores. 

Parking Facilities Deterrent 

ven the smaller retailers in the trade require certain 
parking facilities if they are to: 

a. Make buying convenient to shoppers, 

b. Get their stocks in and out promptly. 

But we find parking privileges being gradually re- 
stricted in the cities and towns, and a consequent reduc- 
tion in the privileges which the dealer is able to extend 
to his customers who drive. 

As indicated above, one of the chef drawbacks to be 
found in greater traffic congestion lies in the inability 
of supply houses and manufacturers to render a delivery 
service that will make the transaction of business easier 
in the store itself. Very often the delivery man is 
unable to get near enough to discharge his goods for an 
hour or more during which times sales may be lost. 

The tendency in cities is to restrict the parking areas 
and to reduce the parking period. This means that shop- 
ping or buying—patronage—is hasty and incomplete: 
the customer departs with less than he or she intends to 
buy because the car outside has to be moved within the 
time allowed. 

Diversion of business to other dealers that would legit- 
imately come to the one in the more congested area 
really forms the crux of the whole matter. Here we 
have, in the heavy-traffic area, real losses to high-rent 
payers. 

The direct result of increasing traffic difficulties in con- 

(Continued on page 78) 
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Charles P. Catlin Resigns from Remington to Join 
New Haven Company 


Chas. P. Catlin has tendered his resig- 
nation to the Remington Arms Company, 
Inc., and its subsidiaries as general man- 
ager sales promotion, director of adver- 
tising and vice-president of the Remington 
Manufacturing Company, Inc. 

Mr. Catlin will become associated imme- 
diately with the New Haven Clock Com- 
pany, of New Haven, Conn. In the future 
he will promote the sales of the New 
Haven complete line of True Time Tellers: 
clocks and watches. This is in line with 
New Haven’s new and aggressive sales 
policy. He is particularly well qualified to 
promote this line, having purchased and sold 
New Haven clocks and watches in large 
volume when he was associated with one of 
our largest jobbing houses in the capacity 
of buyer and department manager. 

Mr. Catlin has had wide and successful 
sales and merchandising experience both in 
this country and abroad. He is forceful; he 
is enthusiastic, and he has the power of en- 
thusing others. These qualities, together 
with his high ideals and pleasing personal- 
itv, have won for him many friends among 
his associates, the jobbers, their salesmen 
and the retail merchants of the entire 
country. 

“Charlie” Catlin’s experience covers all 
the phases of distribution, both retail and 
wholesale, and of manufacturing, buying 
and selling. He knows the retail dealers’ 
problems. He knows the jobbers’ problems. 
He knows the manufacturers’ problems. 
This comprehensive knowledge has helped 
him earn the distinction of being one of the 
most outstanding merchandising men and 
salesmen connected with the hardware, 
sporting goods and jewelry trade. 





'he wins and holds 


With this thoroughgoing knowledge of 
hardware, cutlery, sporting goods, silver- 
ware, clocks and watches, and the helpful 
information he is able to impart to others, 
the confidence of all 


_with whom he comes in contact. 





a 





Charles P. Catlin 


During the past two years Mr. Catlin 
has been a regular contributor to the col- 
umns of HArpWARE AGE, and his articles 
have attracted much favorable comment. 





George Solz, Jr., Now with 
Bridgeport Brass Company 


George Solz, Jr., formerly connected 
with Warren Balderston, plumbing jobber, 
Trenton, N. J., has become identified with 
the Bridgeport Brass Co., Bridgeport, 
Conn., and will handle the firm’s line of 
tubular plumbing supplies, brass pipe and 
fittings in northern New Jersey, and the 


is president of the Ajax Rubber Co., New | 
York; C. W. Litchfield, first vite-presi- | 
dent, who is president of the Goodyear | 


Tire & Rubber Co., and F. A. Seiberling, 


| second 
Seiberling Rubber Co. 


president of the 
The re-elected 


vice-president, 


_treasurer, Samuel Woolner, is president of 


‘the Kelly-Springfield Tire Co. 


A. L. 


Miles was again chosen to succeed himself 


Bridgeport-Keating Flush Valve through- | 


out the entire State of New Jersey and | 


also in Rockland County, New York. 


Mr. Solz’s business address is 271 Nor- 


way Avenue, Trenton, N. J. 


Officers Are Re-elected by 
Rubber Association 


The Rubber Association of America re- 
elected its officers and board of 


| Woodbridge Street, 


five di- | 


rectors at its twelfth annual meeting held | 


at the Hotel Commodore, New York, on 
Jan. 10. 

The officers re-elected to succeed them- 
selves are: J. C. Weston, president, who 


as general manager. 


Moto-Mower Company Moves 
Its New York Office 


The Moto-Mower Company, 3248 East 
Detroit, Mich., has 
opened a complete service and salesroom 
for its line of Moto-Mowers at 153 Cham- 
bers Street, New York City, in charge of 
I. B. Kiffin. 

The has its former 


firm outgrown 


| Metropolitan headquarters at 405 Lexing- 


ton Avenue and the new office and sales- 


room occupies an entire floor at the Cham- 


'bers Street address. 
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W. H. Wilburn Western Repre- 
sentative for Northampton 


Cutlery Co. 


W. H. Wilburn, 602 Williams Building, 
San Francisco, Cal., has been appointed 
Far Western sales representative of the 
Northampton Cutlery Co., Northampton, 
Mass., manufacturer of carving sets and 
table cutlery. Mr. Wilburn’s territory ex- 
tends from Colorado to the Pacific Coast. 
He has been a sales representative for 
Eastern cutlery manufacturers in the Far 
West since 1901, and he is regarded on the 
Pacific Coast as the dean of the cutlery 
salesmen. Among other cutlery factories 
that Mr. Wilburn represents in the West 
are the W. H. Compton Shear Co., New- 
ark, N. J.; the Harrington Cutlery Co., 
Southbridge, Mass., and Geo. Wosten- 
holm & Sons, Ltd., Sheffield, England. 





Metal Ware Corporation 
Announces Plans for 1927 


For 1927 the Metal Ware Corporation, 
manufacturer of the Empire line of elec- 
trical appliances and equipment, with head- 
quarters and factories at Two Rivers, 
Wis., plans to divide the United States 
into three sections for sales purposes, ac- 
acording to announcement which has been 
made public by W. S. Marvin, vice-presi- 
dent in charge of sales and advertising. 

It is planned to establish an Eastern office 
in New York: a central office in Chicago 
at 1620 Conway Building, and a Western 
office has already been opened at 407 Mar- 
vin Building, San Francisco, in charge of 
O. H. Erlach, as Western sales manager. 
In other sections of the country sales rep- 
resentatives have been appointed, including 
the Folsom Company, Dallas, Tex. 

Export distributor for the firm’s line of 


| manufactured products is the International 


General Electric Co., Schenectady, N. Y. 


Louisiana Retail Firm Desires 
Information on Gas Stoves 


The Doherty Hardware Co., Ltd., Baton 
Rouge, La., desires catalogs and price lists 
from manufacturers and jobbers of natu- 
ral gas stoves, ranges and equipment. 


1927 Calendar Poster Issued by 
The F. E. Myers & Bro. Co. 


The F. E. Myers & Bro. Co., manufac- 
turer of pumps, water systems, hay tools, 
door hangers, etc., Ashland, Ohio, is dis- 
tributing its 1927 Calendar Poster to the 
trade. This poster, which has been issued 
annually by the firm for over forty years, 
will be forwarded to 50,000 hardware mer- 
chants, implement dealers and plumbing 
supply houses. 

It has an attractive heading, contains 
numerous illustrations and should prove 
handy to the dealer for reference purposes 
in making sales. Any dealer can secure 
a copy of this attractive poster by writing 
the firm. 
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Seattle Hardware Firm 
Announces a Large 


Expansion Program 


Opens New Store—To_ Establish 


Branch Stores Throughout 
Greater Seattle 


Spelger & Hurlbut, pioneer Seattle, 
Wash., hardware firm, for the past 35 
years located at the corner of Second Ave- 
nue and Union Street, following a sales 
campaign lasting several months and based 
on the slogan, “Our Lease Expires,” has 
announced that it will continue in business 
and will open shortly in a new store housed 
all on one floor at Third Avenue and 
Union Street, one block from the former 
store. 

In addition, a new expansion policy in 
line with the firm’s march of progress 
calls for the opening of branch stores in 
all key locations of greater Seattle. These 
branch stores will be served from a large 
central warehouse. General offices and 
merchandise headquarters will be main- 
tained at the main store of the firm. 

The new downtown location at 1407- 
1411 Third Avenue has its entrance direct- 
ly opposite the safety zone car stop, and 
is served by numerous car lines. It is be- 
ing fitted and fixtured in a_ thoroughly 
modern fashion. 

Excellent locations have already been 
leased in Ballard and Rainier Valley dis- 
tricts of the city. These stores are being 
remodeled. Other key locations are under 
consideration and announcements are ex- 
pected shortly. 


Masback Hardware Co. Issues 
a New Price Service System 


The Masback Hardware Co., distributor 
of hardware, 80-84 Warren Street, New 
York City, has issued a new, improved 
price service for the trade. A price service 
has been published by this company for the 
past four years, and it is used extensively 
throughout the Metropolitan territory. 


The new service, among other features, | 
comprises a 500-page leather-bound cata- | 


log and a separate 100-page price book, 
sent to every subscriber each month 
throughout the year. Other features which 
have made this service so valuable to deal- 
ers are retained in the new Price Service. 

Subscriptions may be secured by com- 
municating with the company at the above 
address or with any one of its repre- 
sentatives. 


Wetherill Annual Convention 
Held Dec. 21 to 23 


The annual sales convention of George 
D. Wetherill & Co., Inc., Philadelphia, 
Pa., paint and varnish manufacturers, was 
held at the Philadelphia plant, Dec. 21, 
22 and 23, 1926. It was attended by dis- 
trict managers, salesmen, and many of the 
company’s wholesale distributors and their 
salesmen. The first day was devoted to 
“What we have to sell,” the second day 
to “How are we going to sell it?” and 
the last day to “Our problems,” which was 
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a discussion of peculiar local problems of 
individual territories. 

On the evening of Dec. 21, those at- 
tending the convention were guests to the 
annual dinner of the Philadelphia Mixer’s 
Club. The annual banquet of Samuel R. 
Matlack, president of George D. Weth- 
erill & Co., was held Dec. 22 at the Manu- 
facturers’ Club in the evening, where, to 
quote Salesmanager John C. Stutt, Jr., 
there was delicious food for the body and 
plenty of food for thought. 

Mr. Matlack presented to assistant fac- 
tory superintendent, Arthur Hall, a solid 
gold watch, in recognition of his splendid 
work during the past year. Six sales- 
men received suits of clothes for excel- 
lent sales work. 


W. C. Thomas Featured in 
Florida Publication 


The Dec. 25 issue of The Floridian, 
published in Tampa, Ila., has as the lead- 
ing feature article a human interest story, 
written on the achievements of W. C. 
Thomas, general manager, Tampa Hard- 





W. C. Thomas 


ware Co., Tampa, Fla., hardware jobbers. 
Mr. Thomas organized this firm in 1900 
in a modest way. Today it is among the 
largest business enterprises in the South. 
The well-known Col. Peter O. Knight 1s 
president of the Tampa Hardware Co. 
Mr. Thomas is a well-known figure at 
hardware conventions and always takes a 
most active part in the various discussions 
and is often featured on the programs. 


Westinghouse Mansfield Works 
Announces Change in Name 


Effective Jan. 1, the name of the West- 
inghouse Electric Products Co., Mansfield, 
Ohio, was changed to the Westinghouse 
Electric & Manufacturing Co., Mansfield 
Works. 


—— - 


Weston Hardware Company Now 
the Weber Hardware Company 


According to an announcement from 
F. G. Weber, on and after Jan. 1 the 
Weston Hardware Co., 146 Main Avenue, 
Weston, W. Va., will be known as the 
Weber Hardware Co. 

There will be no change in the owner- 
ship or management of the concern. 
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Advertising Program is 


Announced—Aluminum 
Wares Association 


Principal Aluminum Ware Manufac- 
turers Form Association with 
Headquarters in Pittsburgh 


Nearly a score of the principal aluminum 
ware manufacturers have formed the 
Aluminum Wares Association, with head- 
quarters in the Union Bank Building, 
Pittsburgh, and are planning a_ national 
advertising program to extend throughout 
the coming buying season. 

Although a number of the members are 
themselves large advertisers, it is the pur- 
pose of the association to cooperate in 
advertising the advantages of aluminum 
ware, particularly for cooking utensils, and 
to introduce their recently adopted slogan, 
“The Best Cooks Use Aluminum.” 

It is hoped that the same sentiment and 
popular acceptance which has seized “Say 
It with Flowers” and “Save the Surface” 
will develop to accept the fact that ‘The 


Best Cooks Use Aluminum.” 


A series of advertisements will illustrate 
and explain why prominent hotels, hos- 
pitals, dining cars and home economic 


_schools and millions of homes prefer 
_aluminum. It is pointed out that the cam- 
| paign will be of as much interest to mer- 


chants and jobbers as to housewives by 
the use of five national publications reach- 
ing women in particular. The figures show 
that a circulation of 8,500,000 will be 
reached with 43,500,000 messages. 


ee 


Neely Powers Now With 
Universal Steel Co. 

Neely Powers, formerly vice-president 
of the George H. Bowman Co., manufac- 
turer of coaster wagons and chinaware, 
Cleveland, Ohio, has severed his connec- 
tion with that organization and has become 
associated with the Universal Steel Co., 
warehouser of sheets, strips, bars, etc., with 
headquarters at 2966 Fast Fifty-fifth 
Street, Cleveland. 


eer 


Maytag Company Transfers 
E. L. Marriage to West 


E. L. Marriage, divisional manager in 
the eastern Ohio territory for The Maytag 
Co., manufacturer of washing machines, 
Newton, Iowa, has been appointed branch 
manager of the Pacific Coast branch of 
the company, succeeding Charles H. Long, 
who has resigned to become identified with 
the Maytag Pacific Co., operating in the 
States of Washington and Oregon. 





Florida Hardware Firm 
Announces Name Change 


Effective Jan. 1 the Hialeah Hardware 
and Paint Co., Hialeah, Fla., changed its 
name and will hereafter be known as the 
D. D. Freeman Hardware Co., with head- 
quarters at 21-25 Okeechobee Road. 


aa ‘ 
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Chase Brass Companies 
Take Over the U. T. 
Hungerford Company 


Merger Brings Together Two of the 
Leading Interests in the Brass 


and Copper Industry 


the U. T. Hungerford 
srass & Copper Co., jobber in brass and 
copper products, New York City, by the 
Chase Companies, Inc., Waterbury, Conn., 
one of the leading producers and ware- 
house operator, has been announced. 


Acquisition of 
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_ mining and industrial cars, while it repre- 


sents in 





The merging of these two firms brings | 


together two of the oldest and best inter 


ests in the brass and copper products in- | 


dustry. So far as can be learned, acqui- 
sition of the Hungerford company will not 
result in the immediate absorption of this 
organization by the Chase companies, al- 
though it is understood this will eventually 
take place. For the time being, it is said, 
the Hungerford organization will continue 
intact and will operate under its old name. 

l‘inancial details of the transactions have 
not been made public, except that the stock- 
holders of the Chase Companies, Inc., have 
voted to imcrease the capitalization from 
$10,000,000 to $12,000,000 by an issue of 
20,000 additional shares of common stock. 

As a result of the acquisition, all of the 
property of the company passes to the 
Chase Companies, including stocks and the 
buildings maintained in the various centers. 

The U. T. Hungerford Brass & Copper 
Co. was organized in 1895 at New York 
by Uri T. Hungerford, who had previous- 
ly represented Wallace & Sons, Ansonia, 
Conn., in New York. When the New York 
store of Wallace & Sons was discontinued, 
Mr. Hungerford, whose family had been 
connected with the brass and copper in- 
dustry almost since its inception in_ this 
country, organized a store at New York, 
and from this beginning the business has 
expanded to the largest of its kind in the 
country, carrying thousands of pounds of 
metal in various forms at practically all 
the leading consuming centers. 

The Chase Companies, Inc., were or- 
ganized in 1917 with a capital of $4,000,000 
to acquire the older Waterbury Mfg. Co., 
Chase Rolling Mills and the Chase Metal 
works. In 1922 the capital of the organ- 
ization was increased to $10,000,000. At 
the present time the Chase company ts 
understood to have an approximate output 
of 100,000,000 pounds of sheet, rod, tube, 
wire, etc., as well as manufactured wares. 

The company maintains offices and ware- 
houses in various cities throughout the 
country, including Chicago. 


George S. Clifford & Son Buy the 
Young Mine Car Company 





George S. Clifford, formerly president 
Clifford Hardware Co., Evansville, Ind., 
and his son, James L. Clifford, have ac- 
quired the Young Mine Car Co., and since 
Jan. 1 they have been directing its opera- 
tion. 

The principal business of the company 
will continue to be the manufacture of 





a sales capacity the Southern 
Wheel Co., the Fairmont 
Olson self-dumping cages and of Monarch 
hitchings. James L. Clifford is manager, 
the interest of his father in the company 
being financial rather than personal. 


Trico Fuse Mfg. Co. Acquires 

Additional Manufacturing Space 

Considerable additional floor space, ad- 
joining the present plant, has been acquired 
by the Trico Fuse Mfg. Co., Milwaukee, 
Wis., to provide for increased production 
of its line of “Clear-Top” plug fuses. 


Walter E. Graham Dies 


Head of Philadelphia Lawn Mower 
Co., passes away at his home fol- 
lowing an illness of ten days 


Following a_ ten-day illness, Walter 
Graham, president of the Philadelphia 
Lawn Mower Co., 3101 Chestnut Street, 
Philadelphia, died at his home in that city 
on Jan. 8. 


Mining Ma- | 
chinery Co., and the manufacturers of the | 
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Connors Hoe & Tool Co. 
Elects Joseph A. Dury 
Vice-Pres. and Secy. 


Formerly General and Sales Manager 
for The Smith Brothers Hardware 
Co., Columbus, Ohio 


Joseph A. Dury, formerly general and 
sales manager of The Smith Brothers Hard- 
ware Co,., Columbus, Ohio, having sold 
his interests in that business and resigned 
his position with the firm, has become 
financially interested in the Connors Hoe 
& Tool Co., manufacturer of hoes, forks, 
rakes and hooks, Cleveland and Starr Ave- 
nues, Columbus, Ohio, and at a recent 


/ meeting was elected to the office of vice- 
_ president and secretary in charge of sales. 


Mr. Dury started in the hardware busi- 


ness in 1896 with the Kilbourne Jones Co., 


Mr. Graham was born in Philadelphia, | 


the son of the late John H. Graham, 


Walter E. Graham 


formerly associated with Graham, Emlen & 





and in 1901 incorporated the Columbus 
Hardware Co. He was with that concern 
until 1904, when he joined the sales or- 
ganization of The Smith Brothers Hard- 
ware Co., continuing with the latter firm 
util his resignation some time ago. 

T. F. Connors, president of the Connors 
Hoe & Tool Co., has had over thirty years’ 


experience in the manufacture of these 
| products, and was formerly vice-president 





and general manager of the Union Fork 
& Hoe Co. With Mr. Dury’s sales ex- 
perience of over thirty years in the hard- 
ware trade, it gives the Connors company 


/an experience which should bring results. 





| 


Passmore, lawn-mower manufacturers, | 
which was later consolidated with the 
Philadelphia Lawn Mower Company. He 


married Miss Ida Potts, daughter of Ed- 
ward C. Potts, one of the early settlers in 
New Jersey. Mr. Graham was a life 
member of the Manufacturers’ Club, Man- 
ufacturers’ Country Club, Union League, a 
charter member of Penn Athletic Club and 
a member of the Old Colony Club of New 
York. He was a member of Oxford 
Street Presbyterian Church. His widow 
and four sisters survive. 


C. W. Condie Heads Kansas City 
Paint, Oil and Varnish Club 


C. W. Condie, of the Condie-Bray Glass 
& Paint Company, was elected president 
of the Kansas City Paint, Oil and Varnish 
Club at its recent annual meeting, held for 
the purpose of electing officers for the en- 
suing year. 

Other officers elected were Walter K. 
Hoffman, of the Pittsburgh Plate Glass 
Company, who was chosen secretary, and 
A. C. Bale, of the Sewall Paint & Glass 
Company, was named a member of the 
board of directors. 


New Store for Miami, Fla. 


The Knight Hardware & Paint Co., 
recently organized and incorporated by E. 


Knight and associates, has established a 





| hardware and paint business at 1529 South 


West Eighth Street, Miami, Fla. 
The new firm carries a full line of tools 
and cutlery, paints, builders’ hardware, 


sporting goods, household ware and 
crockery and is desirous of receiving 
catalogs and price lists from manufac- 


turers and jobbers. 
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H. B. Winne Elected 
Vice-President, the | 
Boston Varnish Co. 


For Many Years Associated with 
Firm as Traveling Salesman 











Throughout New England 


At the recent annual meeting of the | 
Boston Varnish Co., manufacturer of | 
Kyanize products, Everett, Boston, Mass., 
H. B. Winne was elected to the office of 
vice-president. Mr. Winne has long been 
in the service of the company which he | 
joined as a traveling salesman. For the 
past several years he has traveled through 
the states of Massachusetts, Rhode Island 
and Connecticut where he has made a 
large number of friends in the trade. 

In making public the announcement of 
Mr. Winne’s selection for the office, J. B. 
Lord, speaking for the directors, said: “It 
pleases me very much to be able to an- 
nounce as our vice-president, Harry B. 
Winne, for in his selection for this im- 
portant office we have again been gov- 
erned by our undeviating policy to advance 
those within our organization whose every 
interest and effort is devoted to the ad- 
vancement of this business. Mr. Winne 
has qualified on every point as a thor- 
oughly conscientious, willing and tireless 
worker in the cause of Kyanize. In his 
present capacity of vice-president he will 
be able to more extensively give vent to 
his many talents.” 





| 











——— 


Changes in Personnel of the 
Peters Cartridge Co. 
W. E. Keplinger, president of the Peters 


Cartridge Co., First National Bank Build- 
ing, Cincinnati, Ohio, announces the fol- 


lowing changes and additions to _ its 
personnel : 
F. C. Tuttle, formerly secretary and 


treasurer, has been appointed a vice-presi- 
dent and secretary, as has also F. E. D. 
Keplinger, who was formerly sales man- 
ager. Harry L. King, former works man- 
ager, is now a vice-president, and continues 
as works manager. 

L. B. Keplinger, who has been Pacific 
Coast branch manager, has also been ap- 
pointed a vice-president. T. H. Keller, 
formerly assistant manager of the firm’s 
eastern branch office in New York, has 
been selected as a vice-president and sales 
manager. 


Sparklets, Inc., Appoints 
Two New Distributors 


Sparklets, Inc., manufacturer of the 
Sparklet Syphon Bottle, 19-25 West 
Forty-fourth Street, New York, announces 
the appointment of the John Pritzlaff 
Hardware Co., Milwaukee, Wis., and the 
Clark-Smith Hardware Co., Peoria, III., 
as distributors for its product in their re- 
spective territories. 
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Louis A. Schelling 








National Council Honors Samuel 
Breyer U. C. T. 


The S. R. O. sign was up, Jan. 6, at 
the Hotel Pennsylvania Roof, when the 
National Council of Traveling Salesmen’s 
Associations tendered a reception to Sam- 
uel Breyer, Supreme Counselor of the 
U. C. T. There were 700 seats provided. 
All were filled and at least 300 had to 





Sevmour Sears, President National 
Council 


stand. Col. Theodore Roosevelt made a 
stirring appeal for more adequate army 
and navy equipment and personnel, told 
a few humorous incidents in the active 
life of his illustrious father, whose death 
occurred exactly eight years ago on Jan. 6. 

President Seymour N. Sears, Tucker 
Co., veteran hardware salesman and first 
Chief Booster, presided and offered the 
address of welcome to Mr. Breyer, who 
responded appropriately. Remarks were 
also made by Frank Allen, Grand Coun- 
selor, U. C. T., of New York; R. S. 
Tucker, past grand counselor of the 
U. C. T. of New Jersey, and Arthur M. 
Loeb, Association Counselor of the Na- 
tional Council. 

Colonel Roosevelt is chairman of the 
Council’s Associate Membership Division. 
Awards for distinguished services were 
made to several members by President 
Sears. 


| 
| 


| 


_Hoboken Merchant 





L. A. Schelling New 
Head of North Jersey 
Hdw. & Supply Ass’n 


Succeeds Al. 
G. Birkenmeier, Jr.. Who Is 
Elected Secretary-Treasurer 
at Annual Meeting 


Louis A. Schelling, of the Schelling 
Hardware Company, Hoboken, N. J., was 
elected president of the North Jersey 
Hardware and Supply Association at the 
annual banquet and meeting of that organ- 
ization, held the evening of Jan. 11 at 
the Down Town Club, Newark, succeed- 
ing Al G. Birkenmeier, Jr., who was elected 
secretary-treasurer for the ensuing year. 

On account of inclement weather, there 
were only about fifteen members of the 
association present at the meeting. Fol- 
lowing the dinner the chairman called the 
annual business meeting to order. Absence 
of both the secretary and retiring presi- 
dent necessitated dispensing with the read- 
ing of the minutes of the previous meet- 
ing. The nominating committee, consist- 
ing of Matthias Ludlow, Morris Miller 
and Sidney Milligan, then went into ex- 
ecutive session, the result of which was the 
nomination and-election of the following 
officers for the year 1927: 

President, Louis A. Schelling; first vice- 
president, I. T. Madsen, Perth Amboy 
Hardware Co., Perth Amboy; second vice- 
presicent, Morris Miller, Jersey City; 
third vice-president, John A. Winters, East 
Orange, and secretary-treasurer, Al. G. 
Birkenmeier, Jr., Birkenmeier & Kuhn, 
Newark. 

Delegates to the Metropolitan Hardware 
Association were reelected—i. e., Arthur 
Manser, Sidney J. Milligan, Al G. Birken- 
meier, Jr., Louis Schelling, W. F. Littel, 
Jr., and Matthias Ludlow. 

Following the election of officers, the 
report of the committee on the sale of 
tickets for the Metropolitan Hardware 
Association dinner, fo be held at the Hotel 
Commodore, Jan. 20, was_ received. 
Matthias Ludlow said that from all indi- 
cations the North Jersey association would 
be more strongly represented at the affair 
this year than ever before. 

A general discussion between the mem- 
bers present followed, during which plans 
to increase the attendance at the associa- 
tion’s meetings during 1927 were brought 
up. It was suggested and finally agreed 
upon that the new president, Mr. Schelling, 
work out some sort of schedule whereby 
the spring and summer meetings of the 
association could be held in rotation at 
various points throughout the territory 
comprising the association’s membership, 
so that those members from distant locali- 
ties might more easily attend the monthly 
meetings. 
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Edward Ferguson Re-elected President 
of Manhattan and Bronx Association 





Joseph Ringler, J. M. Kohlmeirer and B. Wankle New Vice-Presi- 
dents—J. W. Blair, Treasurer—C. H. Tilson, 
Secretary—Two New Directors 


Ferguson, proprietor of 
Hardware Co., was _ re-elected 
of the Hardware and Supply 
Dealers’ Association of Manhattan and 
Bronx Boroughs, Inc., New York City, at 
that organization’s sixteenth annual meet- 
ing held in New York Turn Hall, Lexing- 


Edward 
Tremont 
president 


ton Avenue and East Eighty-fifth Street, 
on Tuesday, Jan. 11. Joseph Ringler, 
formerly treasurer, was selected as first 


the | 


} 





present moved into the next room for the 
annual banquet. 

F. A. Martin, representing the Hardware 
Mutual Insurance companies, gave an in- 
structive talk on mutual insurance, ad- 
vised several members on specific points 
brought out by questions and led a general 
discussion on the various kinds of insur- 
ance available to hardware dealers. He 
answered many questions regarding prob- 





Sixteenth Annual Banquet of the Manhattan and Bronx 
Association 


.— 





Left to right—J. 
vice-president ; 
Tilson, secretary, 


W. Blair, treasurer; 
Edward Ferguson, re-elected president; 
and first vice-president Jos. 


J. M. Kohlmeirer, second 
eB 
Ringler of the , 


Manhattan and Bronx Association. 


vice-president; J. M. Kohlmeirer, second 
vice-president; B. Wankle, third  vice- 
president, and J. W.. Blair, treasurer. 
C. H. Tilson, Thomas Hindley Sons, is 


secretary. Mr. Kohlmeirer has served on 
the entertainment and membership commit- 
tee and Mr. Wankle has been a director 
of the organization. Mr. Blair, the new 
treasurer, has been on the finance commit- 
tee. 

David Kleinhart and Fred Hepp were 
elected to the board of directors and will 
serve on that body with G. Erlich, Fred- 
erick Becky, C. A. Bruhns, and Arthur 
Shimell, who remain in office another year. 

Charles Bruhns, past president of the 
Manhattan and Bronx, and of the Metro- 
politan Hardware Association, 
man of the nominating committee, 
was assisted by Fred Hepp, B. Wankle, 
W. Domeyer and A. Shimell. 

The election of officers and other busi- 
ness details the association were dis- 
patched with promptly and 25 members 


of 





lems of members and gave those present a | 


better conception on insurance. 


Mr. Bruhns who is also chairman of the | 


association’s bowling club, reported that 12 
members attended the recent tryouts at the 


Caledonia Club, 846 Seventh Avenue, and | 


feature of the association’s activities. 
Secretary C. H. Tilson read the minutes 
of the last meeting, and reported on com- 
munications received, then talked at length 
on the Metropolitan Hardware Dinner to 
be held Jan. 20. He also spoke of the 
Metropolitan Day at the New York State 
convention. This will be Feb. 9 at which 
time Saunders Norvell, contributing editor 


of HARDWARE AGE will speak. It is planned 


was chair- | 
and | 


to have a delegation of metropolitan hard- 
ware dealers and salesmen go to Albany 
for at least that day to hear Mr. Norvell 
speak at the Hotel Ten Eyck. Fred Horn, 
of Brooklyn, a director of the state asso- 
ciation, gave further particulars on the 
special Norvell meeting. 
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Brooklyn Association Discusses 
Metropolitan Dinner and Com- 
ing N. Y. State Convention 


About thirty members were present 
at the regular monthly meeting of the 
Brooklyn Hardware Association, held 
in the Johnston Building, Brooklyn, 
N. Y., Thursday, Jan. 13, with presi- 
dent H. A. Vogt presiding. The largest 
part of the meeting was given over to 
question box discussions led by H. A. 
Cornell, president of the Metropolitan 
Hardware Association and a past presi- 
dent of the Brooklyn Hardware Asso- 
ciation. Mr. Cornell also spoke on the 
coming banquet of the Metropolitan 
Hardware Association to take place 
Jan. 20 at the Hotel Commodore. 

Edward Baily, former president of 
the Brooklyn association and now a 
member of the Westchester group, was 
present and active as usual. He told 
of the recent meeting of the Metropoli- 
tan association and brought up the sub- 
ject of “Metropolitan Day” at the com- 
ing State convention in Albany at which 
time Saunders Norvell, contributing 
editor of HARDWARE AGE will speak. 
This will be Feb. 9 at which time a 
delegation of New York dealers and 
salesmen will make a special trip to 
Albany to hear Mr. Norvell. 

Fred Horn, director of the State as- 
sociation, gave further particulars on 
the pilgrimage to Albany and on the 


convention generally. 


George Brennan, attorney for the as- 


sociation, offered a New Year’s greet- 
ing to the association and invited ques- 


tions 


regarding legal or insurance 


| problems. 


In order to avoid confliction with the 


| State convention it was decided to hold 


the February meeting on the 17th in- 
stead of the 10th, which would have been 
the regular date. 

Charles J. Heale of HARDWARE AGE 
told of some successful merchandising 
methods observed in the West and South 


_while taking an extensive trip last 


| summer, 


visiting many hardware 


_ stores, jobbers and manufacturers. 


Saunders Norvell Will Speak 
at Albany, Feb. 9 


Saunders Norvell, contributing editor of 
HARDWARE AGE will be the speaker at a 
special session of the New York State Re- 
tail Hardware Association convention to 


announced that bowling would be a weekly | be held at the Hotel Ten Eyck, Albany, 
i. Se 


of the annual convention. 


Feb. 9, the third day 
Wednesday will 
be Metropolitan Day, so named because of 
a proposed pilgrimage of at least fifty 
members from the Metropolitan area who 
will go to Albany to hear Mr. Norvell. 

Special arrangements are being made 
for the New York City delegation to leave 
Grand Central at 8.30 a. m., on the Empire 
State Express, which arrives at Albany 
11.30. There a bus will take the delegation 
from the station to the hotel. Mr. Norvell 
will speak at noon. After lunch the visi- 
tors will have an opportunity to visit the 
exposition. Those who wish to return the 
same day will be able to catch the 6.30 
p. m. train for New York. 


on Wednesday, 
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No Legislation on Price Standardization Bill 
at Present Session of Congress 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


RICE standardization legislation at the present session of 


P coneres has been doomed. 


The House Committee on Interstate and Foreign Commerce, 
at a meeting during the past week, voted down a proposal to select 
a subcommittee to make a report on the measure. As a result efforts 
of Representative Kelly, author of the bill, to get the committee to 
make a favorable report on it have been unavailing an it was made 
evident that no further consideration will be given to the measure 


by the committee at the Congress now in session. 


It is altogether 


unlikely that, in view of the action of the House committee, Senator 
Capper, who also is sponsoring the measure, will endeavor to have 
it considered by the Senate at the present session. 


It is understood that the vote of the ;- 


House committee was closely divided, | 


but that the opponents were able to 
muster strength sufficient to kill the 
bill. But despite this defeat, which is 


one of several, the legislation will be | 
urged at the next session of Congress, | 
which will be made up of a different | 


personnel. To say what the position of 
the new members toward the bill will 
be is impossible. 

The action of the House committee 
was a disappointment to members of 
Congress who are in favor of the bill 
and also to a great body of the retail 
trades of the country and associations 
which represent them. They feel that 
the measure is constructive in every 
sense for manufacturers, retailers and 
consumers, but that it has been put in 
a false light by its opponents. Appar- 
ently the impression is fixed in the 
minds of many who have not closely 
studied the measure that it seeks to 
fix prices instead of being a protec- 
tion against unfair competition. 


The first meeting of the Market Re- 
search Committee of the Department 
of Commerce has been called for Mon- 
day of the present week, when it is 
expected it will recommend to the De- 
partment modifications and extensions 
in present statistics collected by the 
Government, and formulate a priority 
list of the most general market re- 
search studies which should be under- 
taken. The purpose of the committee 
is to make a study of the fundamental 
statistical information being gathered 
by Federal, State and private agencies, 
and advise on the needs of market re- 
search with a view to improving pres- 
ent statistics for commercial use and 
educating the business public to the 
need of expanding phases of this work 
believed desirable in the interest of 
market research. The committee will 
be assisted by the Domestic Commerce 
Division, Department of Commerce. It 
includes the following: Dr. William A. 











Berridge, Metropolitan Life Insurance 
Co., New York; Dr. Norris A. Brisco, 
director School of Retailing, New York 
University; Paul T. Cherington, J. 
Walter Thompson Co., New York: F. R. 
Davis, General Electric Co., Schenec- 
tady, N. Y.; Dr. Edmund E. Day, dean 
School of Business Administration, Uni- 
versity of Michigan, Ann Arbor; Ernest 
F. DuBrul, secretary National Machine 


'with particular 


evolution in the field of merchandising 
reference to the in- 
crease of chain stores, group buying, 
hand-to-mouth buying, inter-industry 
marketing, compilation of more com- 


plete figures on production of basic in- 


'dustrial items, and further statistical 


bases for delineating primary and sec- 
ondary trading centers have also been 
suggested as desirable subjects for con- 
sideration by the committee. An effort 
will be made to coordinate this work 
with the studies by the Domestic Com- 


‘merce Division, which are providing a 
factual basis for efficient domestic dis- 
tribution of merchandising started two 


years ago in response to requests for 
such information. 

Much interest has been aroused by 
the recent decision of the Supreme 


'Court of the United States in the case 


of the Federal Trade Commission 


against the Pacific States Paper Trade 


Tool Builders’ Association, Cincinnati; | 


R. O. Eastman, Cleveland; F. M. Fei- 
ker, Society for Electrical Develop- 
ment, New York; K. H. Fulton, Out- 
door Advertising Association, New 
York; E. T. Hall, Ralston Purina Co., 
St. Louis; Dr. W. I. King, National 
Bureau of Economic Research, New 
York; Malcolm Muir, vice-president, 
McGraw-Hill Publishing Co., New York; 
Charles C. Parlin, Curtis Publishing 
Co., Philadelphia; George E. Piper, 
Capper publications, Chicago; William 
Thompson, American Newspaper Pub- 
lishers’ Association; H. G. Weaver, 
General Motors Corporation, Detroit, 
and E. M. West, the Blackman Co., 
New York. 

The committee was named in accord- 
ance with resolutions voted at the 
Market Research Conference, held at 
Washington last October under the au- 
spices of the Department of Commerce 
and attended by representatives of 
national advertising and distribution 
agencies. 

Steps to secure greater coordination 
of work among market research agen- 
cies looking toward better utilization 
of existing material and elimination of 
duplicating activities will eventually be 
taken by the committee. Cooperation 
with universities and colleges in di- 
recting their attention to the most valu- 
able fields for student investigations 
will probably be an essential part of 
the program. Aid of the Government in 
setting up better standards in the field 
of commercial research, the develop- 
ment of ethical standards, the present 


Association. In substance, it was held 
by the court that uniform or minimum 
prices enforced by a trade association 
on its members in intrastate commerce 
may effectually restrain competition in 
interstate commerce and consequently 
be illegal and coming under the au- 
thority of the Commission. 

“It does not appear whether the 


'prices so fixed are adhered to in inter- 





state business,” said the decision at 
one point. “The fact that there is no 
established rule that the lists shall be 
followed in taking orders for interstate 
shipments or that the quoting of lower 
prices in an infraction for which com- 
plaint may be made (to the association, 
against, a price-cutting member—the 
parenthesis being an explanation and 
not taken from the text of the decision) 
is not controlling in favor of respond- 
ents. An understanding, express or 
tacit, that the agreed prices will be fol- 
lowed is enough to constitute a trans- 
gression of the law. ... The effec- 
tive combination to restrain price com- 
petition on one side of the State line 
is not consistent with the absence of 
such restraint on the other.” 





The hardware trade throughout Canada 
during 1926 was very good, and there will 
be but few hardware dealers whose books 
will not show a substantial gain over the 
previous year, which in itself was a good 
one, according to a report received by the 
Hardware Section, Bureau of Foreign and 
Domestic Commerce, from Assistant Trade 
Commissioner Oliver B. North, Ottawa. 
Dealers are looking forward to continued 
good business in 1927, and, the report says, 
orders in large numbers for liberal quan- 
tities are already being booked for the 
spring and summer trade. 
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Steel Cap Screw Price Lists 


Compiled for Hardware Age by M. M. Godschalk 
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EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on 
these sizes and knowing the margin you wish to make on screws, you can readily determine a price for 
any desired quantity. For example: On steel cap screws, 114 inches in length, 9/16 inch diameter, 
let us assume that you wish to sell at 33% off list. You will find the one inch column and run along 
it until you are under the 3314 off list discount column, which in this case will be 700—your seiling 
price. Should you on the same number have a quantity order, you could quote 40 or 50 off list by 
the same method. List prices are per 100. 


STEEL CAP SCREWS 
(Button Head—U. S. S. ‘Thread) 


STEEL CAP SCREWS 
(Button Head—U. S. S. Thread) 





















































































































































































































































































































































(9/16 Inch Diameter. Per 100) (7/16 Inch Diameter. Per 100) 
DISCOUNTS DISCUUNTS 
Length | List — Length | List 
5 10 | 20 25 | 3334] 40 | 50 | 60 5 10 | 20 | 25 | 33%} 40 | 50 | 60 
1% |1015| 965| 914| 812| 761| 677| 609| 508| 406 “ 490 | 466 | 441 | 390] 368| 827] 204] 245] 196 
1% 1050 | 1000 | 945] 840] 780| 700| 630| 525] 420 1 830 | 504; 477] 424] 398] 352] 3818; 265] 212 
134 1115 | 1060 | 1004 | 892| 835] 744] 669] 558/| 446 1% 565 | 637 | 609; 452| 425] 277| 389] 283] 226 
| 2 1180 | 1121 | 1062 | 944] 885 | 787| 708] 590] 472 1% 605; 575] 545] 484] 455] 404] 363} 303; 242 
24 1260 | 1197 | 1134 | 1008 | 945 | 840!] 756] 630] 504 1% 650} 618 | 6585} 520] 488] 433 | 300] 325] 260 
2% 1350 | 1283 | 1215 | 1080 | 1013 | 900| 810| 675] 540 2 690 | 656 | 621 | 552! 507| 460] 414] 345/| 276 
234 1425 | 1354 | 1283 | 1140 | 1069 | 950| 855] 713] 570 2% 750 | 713 | 675 | 600; 583! 500, 450] 375] 300 
3 1500 | 1425 | 1350 | 1266 | 1125 | 1000 | 900 | 750} 600 2% | 805| 765) 725| 644] 604| 537| 485] 403] 322 
os ee 2% 860 | 817 774 | 688 | 645 573 516 | 430) 344 
3 915; 870] 824| 732] 687] 610] 549] 458{ 366 
STEEL CAP SCREWS 
(Button Head—U. S. S. Thread) 
(% Inch Diameter. Per 100) | 
sr DISCOUNTS 
s | w | | 2s [sx] o | 0 | © STEEL CAP SCREWS 
1% 1085 | 1031 | 977 | 868 | 815 | 724 | 651 | 543 | 434 (Button Head—U. S. S. Thread) 
184 = 1092 | 1035 | 920] 863] 767] 690/| 575 | 460 (14 Inch Diameter. Per 100) 
2 1215 | 1155 | 1094 | 972| 912] 810] 729] 608 | 486 
24% 1300 | 1235 | 1170 | 1040 | 975 | 867] 780] 650 | 520 
2% 1390 | 1321 | 1251 | 1112 | 1043 | 927 | 834] 695 | 556 Length | List aceromrenenticen 
2% 1465 | 1392 | 1319 | 1172 | 1099 | 977 | 879 | 733 | 586 5 10 | 20 | 25 | 33%] 40 | 50 | 60 
3 1540 | 1463 | 1386 | 1232 | 1155 | 1027 924 770 616 1 650 618 585 520 488 433 390 325 260 
- 1% 685 | 641 | 617| 546| 515] 457] 411 | 343] 274 
(% Inch Diameter. Per 100) 1% 735 | 699 | 652] 588| 552] 490] 441 | 368| 294 
13% 1635 | 1554 | 1472 | 1308 | 1225 | 1090 | 981] 818] 654 1% 780 | 741 | 702] 624| 585] 520] 468/ 390] 312 
2 1675 | 1592 | 1508 | 1340 | 1257 | 1117 | 1005 | 838] 670 2 830 | 789 | 747| 664| 623] 553] 498| 415| 332 
2% 1780 | 1691 | 1602 | 1424 | 1335 | 1187 | 1068 | 890] 712 24 900 | 855} 810 | 720] 675| 600| 540} 450 | 360 
2% 1880 | 1786 | 1692 | 1504 | 1410 | 1257 | 1128] 940] 752 2% 975 | 927 | 878| 780] 732| 650] 585/ 488] 390 
23% 1980 | 1881 | 1782 | 1584 | 1485 | 1320 | 1188 | 990| 797 234 1050 | 1000 | 945] 840] 788| 700| 630/ 525] 420 
3 2090 | 1986 | 1881 | 1672 | 1568 | 1393 | 1254 | 1045 | 836 3 1120 | 1064 | 1008 | 896 | 840| 747/| 672| 560| 448 
Copyrighted, 1926, by HARDWARE AGE. 
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General Market News 

ot 

| way, than has been the case for many 


Hardware Inventories Not Completed 
Good Spring Trade Predicted— 


Few Price Changes Announced 


Generally speaking, the hardware business has not gained full mo- 


mentum in the various important market centers. 


Retailers have not 


completed their inventories at press time and the expected brisk fill-in 
buying has not started properly. The trade at large, however, is very 
optimistic about the new year’s trend, particularly the wholesalers, who 


freely predict a good spring trade. 


Seasonal hardware is active in most markets but strictly staple lines 


are receiving only moderate attention. 


Collections are about the same. 


There were few important price changes announced on Jan. 1, and at 
the present time both declines and advances are reported here and there. 


They are not numerous, however. 


Boston Jobbers Reduce Prices 
on Bumpers and Fender 


Guards 


Bumper and fender guard prices 
have been slightly modified by Boston 
jobbers, who intimate a reduction in 
window glass prices also is in the mak- 
ing. Otherwise variations in quota- 
tions have been few and of little 
importance. If manufacturers are to 
make changes they probably will do so 
within the next few days, according 
to jobbers, who add they do not antici- 
pate many changes during the first 
quarter, at least. 


Firestone Prices Reduced 


Reduction of 5 per cent in prices of 
all passenger-type tubes were an- 
nounced recently by Firestone Tire & 
Rubber Co. 

It also reduced the prices on 6, 7 and 
8-inch heavy duty pneumatic and bus 
balloons 10 per cent, and the 9 and 10- 
inch sizes 5 per cent. Bus balloon tires 
and tubes have all been reduced 10 per 
cent in price. 


Freight Cars in Best Physical 


Condition Ever Reported 


Freight cars owned by the Class I 
railroads of the United States were in 
the best physical condition on Dec. 15 
ever reported, the car service division 





of the American Railway Association 
announced Jan. 4. 

On that date fewer cars were in need 
of repair than ever before at any sea- 
son of the year, there having been at 
that time 131,765 in need of repair, or 
5.7 per cent of the number on line. 
This was a decrease of 5655 compared 
with the best previous record, estab- 
lished on Dec. 1, 1926. 

Freight cars in need of heavy repair 
on Dec. 15 totaled 96,233, or 4.2 per 
cent, a decrease of 3132 compared with 
Dec. 1, while freight cars in need of 
light repair totaled 35,532, or 1.5 per 
cent, a decrease of 2523 compared with 
Dec. 1. 


QO. B. Surpless Optimistic on 
Outlook for 1927 


Characteristically optimistic in his 
view of business conditions, Oliver B. 
Surpless, president Surpless, Dunn & 
Co., 74 Murray St., New York City, has 
written HARDWARE AGE a letter on the 
1927 outlook, which is interesting, help- 
ful and very inspiring. His letter fol- 
lows: 

“During the last week we are reading 
in our journals of finance and industry 
the prophesies regarding business for 
1927, and after all has been said we 
come home to the fact that intelligence 
backed up by industrious and organized 
effort will determine the success at- 
tained. 

“While we will have interruptions in 
various forms, no one can gainsay the 
fact that the world has its feet more 
squarely on the ground, going God’s 


i 
' 
| 





years; this is a tremendous and con- 
structive factor seldom referred to, 
toward making life worth living and a 
greater degree of prosperous condi- 
tions. 

“We will have competition and surely 
welcome it as it undoubtedly stimulates 
trade, and is for the benefit of the great 
mass of people. 

“There will be disappointment where 
the expectation has been beyond reason, 
due to overproduction such as today 
afflicts the agriculturists, but they are 
not alone in their worry, as in many 
lines of manufacture during the past 
year price conditions have not been tol- 
erable; we will always have with us, 
like taxes; classes of products where 
the line between profit and loss, which 
has been so thoroughly covered by you 
recently, will be difficult to discern. 

“The automobile industry will con- 
tinue at a high point of production; the 
railroads in their more prosperous 
state will tremendously add to the de- 
mand for materials used in improve- 
ments and construction of roadbed, 
rails and transportation; building op- 
erations will show a slowing down as 
anticipated in some sections but with 
the continued growth in population and 
demand for better homes there will be 
corresponding increases in other locali- 
ties. 

“One element that has interested all, 
particularly during 1926, is the stabil- 
ity which has accompanied the opera- 
tions of, labor, and while we hope mat- 
ters in the coal fields will be adjusted 
without trouble, we believe the present 
state of mind of labor will continue 
happily through 1927. 

“Let us also take courage in that the 
year 1926, which undoubtedly has been 
one of success in general, has continued 
the prosperity without inflation of 
prices or untoward factors which in 
years gone by have accompanied pros- 
perous conditions. 

“Let us enter 1927, the threshold of 
which we are about to cross with a con- 
tinuance of that definite purpose we 
call indefatigable effort, and carry on. 

“This is now the time of genial fel- 
lowship and good will, and when we 
reckon the finer profits that cannot be 
posted on the ledgers; and the best time 
in all the calendar to express appre- 
ciation of the many evidences of friend- 
ship and to wish all our friends a 1927 
complete with good health, happiness 
and success.” 
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Chicago Trade Slowly Recovering from 


Inventory Stump—Some Prices Drop 


(Chicago office of HARDWARE AGE) 


GALVANIZED WARE.—Sales are still 
feeling the effect of the inventory time 


HILE there has been a slight betterment of the hardware | 
trade during the past week, the general inventory time slump | 


is still in evidence. A fair volume of fill-in orders, however, 
is beginning to develop and the prospects are for a 


season this spring. 


reasonably good 


The possible trend of prices is hard to determine—while there | 


have been recent advances on some staple items, this week’s 


is marked by several declines. 


ing the past year will continue into the coming season. 


Possibly the most important decline this week is a further reces- 
This additional cut of the already 
abnormally low prices on these items is due to the continuance of the 


sion on butt and hinge prices. 


price war being waged between the manufacturers. 


Some of the leading manufacturers of sash cord have announced 
a drop of 2 cents per pound and it is expected that the other makers 
will follow suit immediately as will the wholesalers. 


tations on automobile inner tubes also dropped this week. 
Collections are reported as generally satisfactory. 


AUTOMOBILE 
ner tubes take a slight decline, while 
other accessory prices hold firm. Sales 
are seasonably slow. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, for Fords, 
50e. each; regular 58c. each: Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 53c. each; 
lots of 100, 59c.; A. C. Special Ford, 
36c. each, 

Spot Light. — Appleton, No. 3280, 
$6.50. 


CHAINS.—Non-skid dozen pair lots, 35 
per cent discount. 


We quote from 
f.o.b. Chicago: 

Jacks.—-National Standard, No. 21, 
$1.30 each. 
Fe ee ——Rose, 1% in. 

Tires and Tubes. —30 x 3%, oversize 
cord tires, $8.75 each; regular cord 
$6.60 each; gray inner tubes, 30 x 3% 
$1.30 each; red inner tubes, 30 x 3% 
$1.50 each. 


AXES.—There is a normal demand and 
prices are expected to remain at their 
present level for some time. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 lIb., $14 
dozen base; double bitted, $19 dozen 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
dozen base; single bitted handled 
axes, $15.50 to $24 per dozen, accord- 
ing to quality and grade of handle: 
special unguaranteed handled axes, 
$12 per dozen base. 


BOLTS AND NUTS.—Sales are nor- 
mal for this season of the year. Prices 
are a 


stocks, 


jobbers’ stocks, 


cylinder, 


= from jobbers’ stocks, 
Ps ng icago: Carriage bolts, cut 
thread, 45-55 per cent discount; small 
carriage bolts, rolled thread, 50-5 per 
cent discount; machine bolts, cut 
thread, 50-5 per cent discount: small 
machine bolts, rolled thread, 50-10-5 
per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60 per cent discount. 


BUILDERS’ HARDWARE.—In spite 
of the already low price level, certain 
items took a further decline this week. 


ACCESSORIES.—In- ; 





We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $1.68 
per dozen pair; 4 x 4 steel butts, old 
copper and dull brass finish, $2. 40 per 
dozen cy heavy steel bevel inside 
sets, $5.50 per dozen sets: steel bit 
keyed cael door sets, $1.50 per set; 
wrought brass bit-keyed front door 
sets $3.00 per set; cylinder front 
door sets, $7 per set. 


CHAINS.—Sales are still light, due to 


the inventory slump. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: % inch proof coil 
chains, $8.50 per 100 Ib. Henso Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per donen. 


COPPER RIVETS AND BURRS.— 
Prices are unchanged and sales normal 


for this season. 


, . , ‘ 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-2% per cent discount. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—The demand is still slow 


Prices are 


on account of inventories. 
unchanged. 


We quote from 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber covered wire, $6.85 per 1009 
ft.; in 1000 ft. lots, $6.35. No. 18 
lamp cords, $14.25 per 1000 ft.; in 1000 
ft. lots, $13.65; ™% in. brush brass key 
sockets, 15%c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each: 
two-piece attachment plugs, 12c. 
each; dry cells, boxes of 50, 32c. 
each; less than case lots, 36c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each; No. 770, $3.33 each; No. 772, 
$3.62 each; No. 486, $3.85 each. 

Battery Charges.—Apco line, lots 
of less than 10, $13.50 each. 

Loud Speakers.—Western Electric 
No. 522 W_ $2.50 list. Discount, 30 
per cent. 


jobbers’ stocks, 


FILES.—Prices are without change and 


sales are seasonal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files. 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


Jobbers’ quo- 


report | 
On the majority of hardware items 
it is predicted, however, that the prices which have prevailed dur- 








let down. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6; No. 2, 
$6.85; No. 3, $8; 10 _ at. ae 


after-made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.80. One poo all galvan- 
ized oil cans, $2.35 doz.; 2 gal., $4 


doz.; 3 gal., $6 doz.; 5 gal., $6.75 doz.; 
1 bu. galvanized baskets, $6.20 doz.; 
No. 26% bu. bailed galvanized meas- 
ures, $4.50 doz. 


GLASS AND PUTTY.—The demand is 
quiet, due to the seasonal let-up at this 


time of year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25- 
in. bracket 86 per cent discount; sin- 
gle strength A, 34 to 40-in. bracket, 
85 per cent discount; single strength 
A, all other brackets, 85 per cent 
discount; double strength A, all sizes, 
86 per cent discount; Single strength 
B up to 25 in., 87 per cent discount; 
34 to 40 in., 86 per cent and balance 
86 per cent; double strength B up to 
54 in., 87 per cent discount; balance 
87 per cent. Putty, pure grade, $3.75 
_ 100 lb.; commercial, $3.40 per 100 


_ HANDLED HAMMERS AND HATCH- 


ETS.—Prices are unchanged and sales 
are quiet, as is to be expected at this 


season. 
HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 a dozen; Maydole, 
$12.60 a dozen; 16 oz. machinists’ 
hammers, first quality, $9.20 dozen; 
Competitive grade, 16 oz. nail ham- 
mers, $6 to $8 


HATCHETS— 


We uote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz. first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—Sales 
are rather quiet except for a small vol- 


ume of future business. 


We quote from jobbers’ 
f.o.b,. Chicago: 

Hay Fork Handles. — Straight- 
chucked and bored, best grade, 4% 


stocks, 


ft., $4.95 doz.; 5 ft., doz.; XX, 4% 
ft., $4.95 doz.: 5 ft., $5.30 doz.; X, 4% 
ft., $2.65 doz.; 5 ft., $3.10 doz 


Hay Fork Handles.—Bent-chucked 
and bored, best grade with strap, 
ferrule and cap, 4% ft., $8.25 dozen; 
5 ft., $9.35 doz.; rr bent, with strap, 
ferrule and cap, 4 ft., $6 ‘doz. ; 4% ft., 
$6.25 ‘_ XX bent, 4% ft., $4. 85 
; X bent, 4% ft., 
5 ft., $3.75 doz. 

Manure Fork Handiles.—Bent, best 


grade, 4 ft., $5.25 doz.; 4% ft., $5.60 
doz.; bent, 4 ft., $4 55 doz.; 4% 
ft., $4.80 doz.; bent, 4 ft., $2.85 doz.: 
4% ft., $3.25 d 


Z. 
Garden Hoe “2? > Ate Sous 
$3.80 doz.; X, 4% ft., $2.6 
Garden "Rake Handies, 65 do “5% ft., 
$3.80 doz.; X, 4% f $2.65 doz. 
Rake untlek —XX, 6% ft., 
$5.60 doz.; X, 5% ft., $3.55 doz. 
Shovel Handles. — Regular pattern, 
XX, 4% ft., $6.50 doz.; X, 
$4.30 doz. ; 4 handle, best grade, $8. 15 
doz.; X grad e, $6. 60 doz. 
Spade Handies.— D handles, best 
grade, $8.60 doz. grade $6.60 doz. 


HANDLES, TOOL.—The demand 
fair and prices are firm. 


We sell from jobbers’ 
f.o.b. Chica 
Axe antics. —No. 


stocks, 
1 hickory, $4 


~ 
@ 
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«wad em Pj Sg ge —— aa viereous enameled siove tops ott Ptter—2 ~~, = ol doz.; 4 cup, 
, - as acks: 0Z.; cup, 
ond growth hickory, $6.50 doz. Be, Be - UNIO ccd ccccccccese 35.50 rane 
Hatchet and Hammer Handles.— No, 244 4 burners............ 374.80 oO a) elles 281, 88 doz.; No. 
No. 1, 90c. —, finest second growth Nesco dealers’ discount, 30 and 5 : } 
hickory, $1.80 doz. per cent. Oil Ra ROPE.—There is a fair volume of 
HINGES.—Prices are again reduced, iesiieiidinn es coe ail business. 
oaltanaial esco Rolo, urners and oven.$90.0 
bringing them down to record low Dealers’ discount, 30 and 5 per f. a Pe pone — Pa weed pena 
oe cent. an Pear on BO 8C. rd 26c. oo _ ey 
. We quote from jobbers’ stocks, Ovens z. a z2c. per Ib. No. 1 a 
o. icago: Heavy strap hinges No. 211 1 burner plain door...$2.50 ec. to lic. per Ib.; No. 2 sisa 
of Me 00: 3- ag 0: 10m” $3.60° ae woe 2 oo oo door... ee pine ai ha hig 
dozen pairs; extra heavy T hinges, a ee 2 ee ee ee SASH CORD.—Some manufacturers 
egg a 4-1 1.20; 5-i "24! O. G 2 burners glass ernie 6.00 
ge Raa io: 30- n., ry PEE ebdnccsndcecnbenessavens 6.15 announce a farther drop of 2 cents per 
-in., $1.26; 8-in., in., $3.10 Dealers discount, 10 or more, 30 d and oth fol 
_. per doz. and 6 per cent; less than 10, 30 per pound and others are expected to fol- 
cent. low. 
ICE CREAM FREEZERS. Sales are PURITAN— We quote from jobbers’ stocks, 
quiet except for occasional orders for No. 42G 2 burners glass door...$5.50 f.0.b. Chicago: No. 7 standard brands, 
future delivery. “eg nen i oe 4 or ee 30 bhi per doz. hanks; No. 8, $8.45 doz. 
a r t; less t > anks. 
PB Fane re. jobbers’ moots, pene — ” se _ ; 
qt, $4.80. a 2, at. 4860, list at. No. 05 1 burner solid door RS ia 3.00 this time. Prices are unchanged. 
a s 1 - ~ oO urner glass door..... ‘ ‘ 
17.90 list: 12 at, B01 60 list: 15 at. No. 010 1 burner solid door..... 2.50 PR pg ge Be 
25°60 list: 20 at. $33.20 list: 25 at. No. 101 burner glass door..... 3.75 Soe. Sent bactela, B4c. d0e.. Comunon- 
42.60 list: Arctic’ 1 qt., $4 list; 2 qt. No. 020 2 burners solid door.... 4.25 can ¢ ta. Ge, aes bance, Gs. 
$4.60 list; 3 qt. $6.45 list: 4 qt. $6.80, No. 20 2 burners glass door.... 4.50 Gos.; No. 105, 46c. dox.; barrels, 43c. 
list; 6 qt., $8.60 list; 8 qt., $11.10 list. am Cs Perens See seat... 322 ss? <8 ast tks sinc: 
All the above less 50 per cent dis- Deal ‘eee a ee et 
Sou teen fat. Snl0' lint: dae, 8 “a — -— per SCREWS.—There is a seasonably good 
: st; —— st; . ; . 
list 6 at, $6.30 list; 8 at., $8.2 hy Water Heaters a at the recently advanced prices. 
5 list 32. fit. $14 list; 15 uote from jobbers’ stocks, 
at., $17 list; 20 0 gt. § 1.56 list. A dis- Son eo oh gl - iene PP = i ag 
count of 20 : — 10 "per guns on * Perfection discount, 30 and 5 per mre Bh -20- — -10 per cent new list; 
ye fe Pe . 8. — TO" ” ea.» 9 cent in lots of 10 or more; less than pin rll a 72%2-20-10-10 per 
“aap: qt., enamel, $10 per doz.; 4 10, 30 per cent. cent new at at head brass, 72%- 
qt., enamel, $18 per doz. Above prices 20-10-10 cent new list; round 
are net. Wicks, Etc. a Gentes "70-20- 10-10 per cent new 
, st. 
ICE SKATES.—There is a good de- Rockweave wicks, 25c. each. 
mand for skates. Tubular outfits are oun uae only uritan, $4 per doz. SOLDER AND BABBITT.—There is a 
ria especially well. , Discounts same as on oil cook a at pee wren lnn this 
, stoves, ovens an eaters. week are reported somewhat firmer. 
Oo 
cake * ieee ‘eg an. ie NESCO PERFECT OIL HEATERS— We quote from jobbers’ stocks 
Men’s and Boys’ bright finish, 75c. at f Breer rererr rT er $5.50 f.o.b. Chicago: Warranted  50- 50 
air. Half ond Clamps, Rocker, NO. 14 CACH ..cseseeeseeeeeees 6.75 solder, $44 per 100 lb.; medium, 45- 
ae "Hockey . Men’ : , Ry wmf No. 1500 pn SIRS bane $'50 40- cake, an ‘ 100 100° Ib. em 
1.20 pair; el thee Ciesen, teckoe: ie WMD, occccccccsacecosse an speed babbitt metal, $20 100 Ib.: 
omen’s and Girls’, $1.40 pair; Tu- Bees Se GED cc ccvcseccsscovces 9.75 ane . 4 babbitt anal: $14 per 
bular Skates, Men’s or wv omen’ s, BEG. GESO GRE cccccccccccccccvcs 10.50 100 Ib. 
Racer or Hockey, $5.50 pair. _ — pre ail erebaicn eaten ar STOVE PIP A 
oO. NS hat sore acid bal init’ ; — 
LANTERNS.—There are a few fill-in | No. 1501 each (0000000000000 4:00 Sigh +: Paar gerade gs 
Th fairl od vol f 
Oo. DED cvesucseedteeneses : - 
orders being placed. No. 018 h "*  g'a5 ere is a fairly good volume of or 
eat gi Panga enya ee No. 1601 each SETS ree 10.38 ders for fall shipment, although cur- 
LoS. Chicago: a : ciate. $13 doz.: She, OE ME .. . .cccccesseeecae. SED rent — are light. 
Ww arge foun ‘ oz.; Li 
Wizard, $3.50 doz.; alley $13 Pt ‘oe = quantities less than on © Chicago re ‘toh anes — 
Discounts in quantities 10 or more, 30 gage, 12c.; 28 gage, l3c.; 26 gage, 
LARD PRESSES AND SAUSAGE 30 and 5 per cent. 15%c. per joint. Corrugated elbows, 


30 gage, $1.20; 28 gage, $1.50 per doz. 


STUFFERS.—Th i i i 
ere is little demand PAINTS AND OILS.—The demand is Galvanized coal hods, 17 in., $5 doz. 


and prices are unchanged. 


. We quite: trem iehher’ stocks, a inactive. Prices oa no — WIRE PRODUCTS.—There is an in- 
Geach No Bh ges 988 casn! | tone iicago.™ SoNPere’ socks. | creasing volume of past-inventory in 
oO. 35, . qat., $9. 50 eac Linseed Oil.—Raw, barrel lots, 92¢c, quirigs. Prices remain unchanged. 
N lei . per gal.; 5 barrel lots, 89c. per gal. We quote from jobbers’ stocks, 
_ There is every prospect for Linseed Oil.—Boiled barrel lots, 95c. f.0.b, Chicago: Wire staples, No. 8 
a £00 demand developing in the im- per gal.; 5 barrel lots, 92c. per gal. black annealed wire, $3.05 per 100 Ib.; 
mediate future. Turpentine.—Drum lots, 99c. No. 9 galvanized plain wire, $3.50 per 


100 1lb.; catch weight spool galvan- 


uote from jobbers’ stocks, Denatured Alcohol. — Barrel lots, ized cattle or hog wire, $3.75 100 
fob Chicane: 42c. per gal.; steel drums extra, $6 lb.; 80-rod spool of go Pi nds Mey hog 
Common wire and cement-coated returnable. wire, $3.25 P ys. & wool. Polished fence 
‘nails, $3.05 per keg base. 1°. a cg gag 1g y Ang eo ag 2. 0 ty Te - 0 Ib. ase —— 
ne ots : ack, -mes per 8 Ses 
“ae rg somes tage > a volume of lots, $i =: 35-1b. lots, $3.65; 12%4-Ib. Gone 12-mesh, $1. - per = sq. 
usiness for spring delivery continues ots, 91.5. ' ne uted ei 
to be placed. ’ . gees yg Pk Mg og eo la a Fr mag Boye oan 
PERFECTION— “ Bae dag Mbt or. —In _ cae. po galvanized or made, 
No. 73 : burners Ree cutok + $17.50 50 $3. eo to $6.75 per 100 Ib. “ae ee 
No 744 lela apr Dry Paste.—Barrel lots, 7%4c. per WRENCHES.—Prices remain un- 
No, 75 5 burners. « ......,; LS 39.50 Ib. changed and sales are normal. 
per cent no lots of 10 P — 30 PYREX WARE —Dealers whose , We quote from jobbers’ stocks, 
PURITAN (Improved Model) — stocks were broken at the end of the nee we gn 
No. 42 2 burners...... ee — holidays are placing a satisfactory vol- wrenches, 40-10 per cent discount; 
No. 43 3 burners.......... ORES 3 engineers’ wrenches, 50-10 per cent 
ee SP Ss eons sue eede 28.50 ume of fill-in orders. discount off new list; ~ aA ang 65-10 
ae discounts same as  Perfec- Py be oy a. from jobbers’ stocks, per cent discount. 
o Snap-on Wrenches. — Radio and 
a ace i — - Breit A> aa 212, $7.20 doz.; soot a et. in otal cases, $2.75; 
. Pe Lact biens sees 4 0. doz oO. aster Service Set, $13.75; 
BUG, BAS DB WUPMOTD ccccccccccces 17.35 New Handled Casseroles.—Round, No. 202 Hea Dut y Set, $8. 80; No. 
3) eee ORAL RS SOM ME i 
No. 215 5 burners .:........... 39. Oval, No. 632, $12 doz.; No. 638, $14 3.20: N . 
No. 1102 high shelf only........ et oe Gn NY a Oval, No. 642, $12 doz.; 3. 20: No. 1878 Giant “Bnspron” oak 
No. 1103 high shelf only........ 6.50 oO. $14 doz. extra heavy duty ratchet, $27.35. All 
No. 1104 high shelf only........ 8.00 Pie Plates.—No. 208, $6 per doz.; Snap-on renches less 33% per cent 








No. 1105 high shelf only........ 9.75 No. 209, $7.20 doz. discount. 
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Post Inventory Lull in Pittsburgh District— 
Collections Are Fair—Few Price Changes 


| 


(Pittsburgh office of HARDWARE AGE) 


LITTLE of the bloom has gone off hardware business in this 
A territory, following a spurt of buying just after the turn of 

the new year. Apparently, a good many retailers had need 
of replenishing supplies, which they did not want to have in their 
stocks as of the inventory date. Now that the holes have been filled 
there is something of a lull. 

Jobbers do not expect it to last long. Their own experience has 
been that December was a somewhat better month than December, 
1925, and there is ample confirmation of that in the reports of the 
retailers, who not only had an excellent business in Christmas goods, 
but also seem to have had a very complete clearance of stocks of 
seasonable items such as sleds, skates, shovels, coal hods, stove pipe 
and elbows. It is figured that this experience will put them in a 
favorable mood toward purchases of spring lines and that a good 
many belated advance orders will soon be forthcoming. Incidental- 
ly, this winter has been the best in five years in sleds. 

Collections are in keeping with business. Oil and turpentine are 
lower and a reduction averaging about 5 per cent has become effec- 
tive in automobile tire tubes. Prices, otherwise, are without change, 
but weakness in mill prices of sheets and of strip steel is something 
that may later be reflected in the prices of those articles into which 


those products enter. 








AUTOMOBILE TIRES AND TUBES. | BT XG ..-eeee eee eee 4.40 
—A reduction averaging 5 per cent in| 36x60 12)1)1022222022) 6165 
tubes is regarded here as merely a xt sete eee eeseeeees pt 
formal: recognition of cut prices that) 4oxg 1122.0.2.521.1) 11195 


have been made for some time. Com-| a1JTOMOBILE ACCESSORIES _—Fair- 
petition usually is much more severe | jy good demand continues for chains 
in the tubes than in the tires. Prices | ang parts, and there is also some de- 
to retailers of tubes ordinarily carried | mand for alcohol and distilled glycerine. 








by hardware dealers follow: Aleohol is slightly higher in price. 
BALLOON TIRES ~ General business leaves much to be 
uves : 
inate desired. | 
Size Price Prices from jobbers’ stocks, f.o.b. 
SS ae ere $1.80 Pittsburgh follow: 
OD css vcesdeenewsece 1.85 Spark Plugs.—A. C., lots of 10 to 
PE. oan cccecsnneseke’ 2.15 90, 53c. each: lots of_100 or more, 50c.: 
oF 8) “Sa ee 2.20 A. C. No. 1075 for Ford cars, lots of 
MS occ cadcuevesesanes 2.25 10 to 90, 36c. each; lots of 100 ér 
C.-L eviedcesuedensc as 2.30 more, 34c. 
re ree 2.35 Lamps.—21 cp., 6-8 volt, list price, 
CP, vcrsnns stad eueeens 2.45 35e. each; 3 ecp., 6-8 volt, list price, 
PCE, vcccceneceseveeede 2.55 18c. each, subject to a discount of 30 
ed eis ceased 2.65 per cent in lots of less than 50. and 
i, .«  sceceeteens 000s 3.10 40 per cent for lots of 50 or more. 
CE ee 3.25 Speedometers.—A. C. for Ford cars 
Dh. vccneetsbeeneee ee 3.50 list price, $10 each. 
nh, «<scdechicecheahseade 2.90 Tire Gages.—Schrader, high pres- 
Se er 3.10 j sure, lots of less than 10, $1 each: 
33 Re ee 3.35 lots ‘of 10 or more, 95c.; balloon tire, 
32 x 6.20-20 i tiebnetavekesenne 3.50 i lots of less than 10, $1. 13: lots of 10 
PE, - <ccesunen ech vena 3.70 or more. $1.08: TV. 's. Standard. lots 
33 X 6.75-21 ih w0egeotgesensnesss 4.30 of less than 10, $1.10: lots of 10 or 
Ee EES. onb0ees ceeds dade 4.65 more, $1. Motor meter lots of less 
than 10, 36 per cent off list, 10 or 
HIGH PRESSURE TIRE TUBES more, 35 per cent discount; lots of 20 


Single Single 
Price Price 





or more, 40 per cent discount. 
Alcohol.—In barrel lots, 50c. per 


: gal. 
Size Tan Grey Distilled Glycerine. —Ivo, in 55-gal. 
DE iscccenseeessuadeee $1.50 $1.25 drums, $2.10 per gal.: 30-gal. drums, 
De: ssc guneendaene 1.60 1.45 $2.15: 3- a cans, case lots, $2.35, 
of? | arr 1.90 1.75 broken, $2.60. 
Serre. 2.40 1.95 Motor Oil.— Vacuum Oil Co., in 10- 
DE congetenseesvewes 2.50 2.05 =, steel drums, with faucet, grades 
 * Seer 2.60 2.15 E and Arctic, $10.50 list; B, $13.70 
I are 2.75 2.25 | that. less 25 per cent. 
I, a aia ti lis 2.90 aes Moto Meters. — Standard makes, 
I... isis cn sila itll trae eel 3.00 lots of less than 10, 30 per cent off 
En a aie ad wig wie 3.10 list; lots of 10 to 19, 35 per cent off 
eee «cin 6a hae 3.30 list; lots of 20 or more, 40 per cent 
3). a Pre 3.40 —— off list. 

i? dicdehis<ghecdee 3.45 attest Windshield Cleaners. — Trico, uni- 
RR eee 3.75 adobe versal automatic cleaners, $3.25 each. 
Be aS ae 3.85 Jacks.—Millers Falls No. 145, $3.75 
DGGE  cubcébeasendéases 4 each. 
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Pumps.—Anthony line, $2.20 each. 
Chains.—Single pairs, 30 per cent 
off list; lots of 10 to 50 pairs, 35 per 
cent off list; lots of 50 pairs and over, 

40 per cent off list. 
BATTERIES.—There is very little 
fluctuation in the demand for dry cell 
batteries, which, as for some time past, 
is very steady. 


Jobbers’ quotations to retails 
f.o.b. Pittsburgh: 


Broken Unit 
Packages Packages 

FF eae $1.05 $0.97 
= eee 1.22 1.14 
= Parr 1.22 
ee 1.40 1.30 
i; Ml J. cdegeuweawe 2.62 2.44 
 _ ayer ates 2.62 2.44 
7 ee ee 3.33 3.00 
N iY ocume wha kee .42 39 
Dk WE Wassedcéeuses .40 .35 


No. 6 dry cells, ignition type unit 
packages, 32c. ea ach. 

Flashlight. —No. 935, 9%c. each; No. 
950, 10%4c.; No. 790, 22¢.; No. 705, 
2146c.; 750; 18c.; No. 751, 24c. 

Hot Shot.—No. 1461, $1.70; No. 1662, 
$2.35. 


BOLTS, NUTS AND RIVETS.—Manu- 
facturers of bolts and nuts are main- 
taining prices despite a demand that 
is hardly sufficient for more than a 
50 per cent operation of capacity. De- 
mands upon the jobbers are for small 
lots, but they are fairly frequent. 
Rivets are easy in a primary way, 


We quote out of jobbers’ stocks as 
follows: 

J Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
and 10 per cent off list; tire bolts, 40 
and 10 per cent off alist: nuts, hot 
pressed square, kapped n3 Ib. boxes, 
i in. 7 ~ per ret — og .» $14; % in., 

, $10; % in., $8; 
% in., a or 50; le A, ra: wagon ‘and 
tinners, 60 per cent off list. 


GAME TRAPS.—There is still some 


. demand for traps, but the apex of the 


season has been passed. Jobbers quote: 


Coil spring, No. 1, $1.28 per dozen; 
Victor, No. 1, $1. 7 Triumph, No. 1, 
$1.38; ‘jump, "No. 1, $1.83; Gibbs, 2- 
trigger, $5 pe per doz.; single grip, No. 
:. $1.88: o. 2, $3.35: No. 3, $5.50; No. 
4, $6.70. 

ICE CREEPERS.—tThis line still is 
good in these parts. Jobber quotes: 

Security, $3 per doz.; Instep, $3.25; 
Newark, $3.60; Blue Ribbon, $3.75; 
Fit all, $4.50. 


INCUBATORS AND BROODERS.— 
Growing interest is observed, as is 
natural at this time of year. A poul- 
try show is on here, and this is a stimu- 
lus to business. Brooders, fountains, 
feed hoppers and troughs are moving 
better than the incubators. Jobbers 
quote: 


oe No. $26.25 each: No. 
$31.15; No. 3, $40.48: No. 4, $47.60: 
No. 74.90: No. 14 EB, $11.55: No. 16 
$i, 5: No. 17 E, $25.73: brooders, 


10.85; No. 22, $13.30: blue flame, No. 
0, $14.00; No. 81, $15.75; coal burn- 
ing, No. 117, $15.05; No. 118, $18.55; 
No. 119, $21. ! 


PAINTING SUPPLIES.—Oil and tur- 
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pentine are off slightly from the prices 
of a week ago. Business is slow and 
not much advance spring business yet 
is reported. 


Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gal- 
lon; lower grades, $2.25; white lead, 
14%c. per lb. in 100-lb. lots; 10 per 
cents less in lots of 500 Ib. or more 
and extra 4 per cent less in lots of a 
ton or more; turpentine, $1.00 per gal. 
in barrel lots; raw linseed oil, 12c. 
per Ib. in barrel lots. 


SKATES.—Rather good demand con- 
tinues for ice skates. Retailers cleaned 
up very closely and the prospect is good 
for some large purchases against an- 
other winter’s requirements. Jobbers 
quote: 
ice Skates.—Winslow line, No. 2110, 
65c. per pair, same, L. S., .12; No 
2120, $1.20, same L. s., $1. 50; No. 2140, 
$2. 20, same L. S., $2.50. 
SLEDS.—tThe bulk of this winter’s re- 
quirements have been satisfied, but it 
is said that not in five years have sales 
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been as large as they have been in the 
past season, and this augurs well for 
a new season when manufacturers open 
their books. Jobbers quote: 


Flexible Flyer, No. 1, $3.75 each; 
No. 2, $4.75; No. 3, $6; No. 4, $6.50, 
subject to dealer’s discount of 33% 
per cent; Lightning Guider, No. 19, 
$1 —_ No. 20, $1.20; No. 21, $1.40; 
No. 22, $1.60 net. 

SNOW SHOVELS AND CLEANERS. 
—This line still is doing rather well. 
Jobbers quote: 


Cleaners, No. 5, a 20 per ¢ doz.: No. 
No. 7, 8, $8. 40; 
shovels. wood, D in $6 per doz.; 
long handle, ‘$5. 50; galvanized steel, 
$11; black spring steel, $10. 


WIRE PRODUCTS.—tThere is some 
slight increase in interest in supplies 
on the part of retailers, but business 
still is far from active. The tendency 
to defer purchases until the want arises 
is strong in these items. 


We quote from Pittsburgh jobbers’ 
stocks: 
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Fence Wire 
(Per 100 Ib.) Annealed Galvanized 
No. 6 to 9 gage...... $3.00 $3.45 
Ci aa ede ea oka d 3.05 3.50 
RG 3.10 3.55 
OO a ee ee 3.15 3.65 
DT: ° 60:5 66 dae cei te 3.25 3.80 
i <cieceekneh comes 3.35 4.00 
i ME ienc «0:66 bude hae 3.55 4.25 
tt wou e 5 wee 3.75 4.45 
Barbed wire (per 80-rod spool): 
i  . ccccneeeesewbee ee $3.00 
ee eer 3.20 
SED  cccesuwenescencesees 3.20 
ii etn es eG ein 3.50 
2-point cattle (special) ......... 2.25 
Field Woven Wire Fence (per 100 
rods) 

iii Cee ae cwilas oe Ghthes~s ae $39.00 
DW T's ¢pahebe cur Sian coeeens <ée 54.7 
ES tiie Rie eth bedi dah oe iad 27.10 
Min; 2666 eukbUsecesibeoed ates teu 36.15 
DTS iccscevegesavtatecadeeinn«cill 35.00 
EE Airind 6 inate peesesen scan ena 48.25 

Poultry 

i EE ee ee meen. $35.60 
Ee ee ee 43.00 
i aera rere 8.50 

Steel Fence Posts: Galvanized _tu- 
bular. 
ai ssdvuwesec@badvuelewenes 50c. oii 
ith <pechddienssedéensentdameal 55¢c. each 
ee rene 65c. each 

Bright nails, base, per keg, $2.95 
0 





6 ren are three people who can make 
your business better, Mr. Retailer. The 
first is yourself, of course. The second 
is your clerk. And the third is your cus- 
tomer. Therefore, one of the best features 
of equipment which you can Have around 
your store is a suggestion box, in which 
are to be deposited any ideas for the bet- 
terment of your business. And it ought 
to be so placed that it is available not only 
to your clerks, but to your customers too. 
If they are the right sort of clerks and 
customers, they will both be interested in 
seeing you succeed. Your success means 
to the clerks their financial advancement, 
and to your customers the saving of money 
and the getting of better service. Never 
forget that the customer is interested in 
both. 

“But,” you say, “why have a suggestion 
box? Why not let them make their sug- 
gestions to me orally?” There are two 
good reasons for the suggestion box. One 
is that the very act of putting a sugges- 
tion in writing crystallizes it. If it is not 
worth while, writing seems to emphasize 
that fact. If it is worth while, writing it 
out makes it clearer and more lucid. 

Some of the most successful businesses 
in this country are those in which every 
facility is accorded to encourage sugges- 
tions for improvements in methods. It is 
a peculiar thing that the loyal employee 
and the loyal customer cannot but want 
to improve your business; and their very 
act of doing something practical to that 
end makes them more loyal. 

The suggestion box is important for 
another thing, because it brings to life 
suggestions from many who would other- 
wise feel embarrassed to make their sug- 
gestions to you. To do so would be to 
them to overemphasize their sense of the 
importance of what they have to suggest; 
but to put the suggestions in writing seems 
to them to make them more anonymous, 
even though they may sign their names and 
give addresses. This is particularly the 





The Suggestion Box 


case with adverse criticism, which pecul- 
iarly enough should be the suggestions 
which you most welcome, since, if well 
founded, they can probably be of the great- 
est service to you. 

It is a good idea to offer definite prizes 
for the best suggestions made during a 
period of time—to clerks a prize of money 
and to the customer a prize in goods. In 
any event, it does not need much invest- 
ment to try out the plan, and it has been 
known to work splendidly in many cases. 





Silent Door Control 


A door controlling device, known as the 
Silent Door Control, has been placed on 
the market by the Silent Door Control 
Co., Inc., 65 Forest Avenue, Atlanta, 
Ga., which is a door control, door brake 
and door stop combined. ‘ 

It may be attached inside or outside the 
room; on doors opening in or out, left 
or right. The arms are fastened to the 
door and door frame, and the correct brak- 





ing tension is applied by tightening the 
nuts. In using this device the door can 
be opened or closed in the usual way, but 
the door will not swing. Its design also 
prevents the door from slamming shut or 


Reading matter continued on page 56 





blowing open in any ordinary current of 
air. 

The operation of the Silent Door Con- 
trol is entirely noiseless. The fiber disks 
upon which the door control pivots, and 
which form the braking surface, are coated 
with a_ special preparation to prevent 
squeaks. It is made of quality heavy gage 
cold-rolled steel plates and uses no air, 
liquid or springs. Finished in architectural 
bronze, it is a practical adjunct to the 
equipment of any home or institution. 
Optional finishes are white enamel or 
nickel. They are packed one to a box, 
including all screws and complete direc- 
tions for installing. 


J. R. Francis Dies 


John R. Francis, Murdo, S. D., well 
known in the hardware circles of that 
State, died recently at Rochester, Minn. 
Mr. Francis, who opened his first hardware 
store at Vivian, S. D., less than seven 
years ago, made a remarkable record as 
a successful merchant, and at the time 
of his death owned two stores in South 
Dakota and one in Iowa. 

While he did not hold office, he was 
very active in hardware association affairs 
and also took a lively interest in civic 
affairs in his community. He is survived 
by his widow and three small sons. 





Kingston, New York, Firm Sells 
Branch Store 


To take care of rapidly increasing busi- 
ness in both its wholesale and retail lines, 
the firm of J. T. Johnson, housefurnish- 
ings and sporting goods, 6-8-10 Strand, 
Kingston, N. Y., the branch retail store 
at Broadway and Downs Streets, has been 
sold to the Deyo Brothers Hardware Co. 

Ralph Deyo, the senior partner of the 
Deyo firm, has been with the Johnson 
firm since it established the branch store 
twenty-four years ago. 
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aybe youre on 
the wrong track 


If you have anything to do with doors that slide—heavy doors or light ones 
—you know that the door-hangers run on metal tracks. If the track is 
wrong the doors don’t work properly. 

Richards-Wilcox door-hardware—hangers, brackets and track—is so 
well-made, so carefully and scientifically designed, that when it’s properly 
installed ic works right; almost never gives any trouble. We know it’s right. 

Lately-we’ve been getting trouble calls; and when we send an engineer 
to straighten things out, he finds that the job has been “botched” by put- 
ting up some other track than ours. There are cheap substitutes being 
made, and sold to unwary buyers who care more for an extra profit than 
for an honest value to a customer. 

The hangers and brackets have our trade-mark and name stamped on 
them; so has the track we make. It isn’t a real Richards- Wilcox job unless 
our name is on the hangers, brackets and track. 








You'll avoid trouble by being sure of our mark. Look out for 
any attempt to sell you anything else. The guarantee docs not 
apply unless hangers, brackets and tracks are Richards- Wilcox. 


ichards-Wilcox Mf 


“A Haneer forany Door that Slides. 


(0. 
AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis KansasCity LosAngeles SanFrancisco Omaha Seattle Detroit 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON, ONT. + Winnipeg 
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Boston Hardware Sales Ahead of Last Year— 
Winter Goods in Excellent Demand 


(Boston office of HARDWARE AGB) 


New | 


England, particularly those sections lying along the Atlantic 
Coast, during the past week experienced an old-fashioned Nor- 
easter, accompanied by a sizable snow storm, which, added to former 
snows and ice, put those prognosticators, who had predicted a mild 


['s an ill wind that blows no good, as the old saying goes. 


winter, to blush. 


Incidentally there has been an excellent demand 


for most kinds of winter goods, more especially snow shovels, side- 
walk cleaners, tire chains, etc., all beneficial to the hardware trade. 
The sale of such merchandise, added to that of standard goods as 
well as goods that will be required later in the year has raised total 


sales by both retailer and jobber well above those of 1926. 


In 


reality it is the best sendoff the New England hardware trade has 


experienced in years. 
where in the trade. 


Naturally there is a note of optimism every- 


There is another encouraging angle in the New England situation | 


which has a bearing on hardware. 


tant New England industries have come to the realization that to 
survive they must equip their plants with the very latest and best 


machinery money can buy. In 


numerous instances they already 


have begun to buy this equipment, and in others plan to do so at an 


early date. All of which means 


that these industries will be in a 


better position to compete with manufacturers in other sections of 


the country, not only for domestic but foreign orders. 


They are 


confident they are to attain the desired end. Should they do so it 
will mean a greater demand for hardware and for merchandise 


carried by hardware jobbers. 


With industries busier, more people 


should be employed. The better people are employed the more 
business a retail hardware dealer should do. 


AUTOMOBILE ACCESSORIES.— 
Practically all of the manufacturers of 
automobile tires and tubes have again 
revamped their price lists. It means a 
reduction, probably around 5 per cent. 
Jobbers intimate they will change their 
prices within the immediate future. 


BLANKETS.—Bitter and steady cold 
weather has created a somewhat bet- 
ter call for all kinds of blankets. To 
be sure buying is not active, but it is 
so much larger than it was a year ago 
jobbers stress the point. 


a... quote from Boston jobbers’ 
stocks: 

Blankets. — Stable, kersey, $1.65 
each net; burlap, $2.40 to $3.35. Street 
blankets, $2.25 to $6.85. 

Robes.—Plush automobile, 52 x 
in., $6.88 each net; 72 x 72 in., $10 to 
Woolen automobile, 52 x 72 in., 


52 x 74 
$4.25; 


hawis.—Fringed, motor, 
“i 75 each net; 54 x 70 in., 
r x 76 in. -» $5.75. 


BOLTS.—Local jobbers are now quot- 
ing stove bolts, % in. and smaller, at 
70 and 10 per cent discount, and % in. 
at 60 per cent discount. Heretofore 
these sizes sold at 70 and 10 per cent 
discount. Prices on other sizes of stove 
bolts remain as heretofore. 


CHAINS.—The demand for tire chains 
has been and is brisk. Jobbers say they 
have sold more of them this winter 
than ever before in any similar period. 
One jobber reports a sale of 10,000 sets 


to one concern. “Think it over. Some 
order. Machine chain is selling better 
than it was, yet not briskly. 


We quote from Boston jobbers’ 
stocks: 

Tire Chains.—Weed, 1 to 9, pair, 
30 per cent discount; 10 to 29 pair in, 
one shipment, 35 per cent discount; 
lots of 50 pair in one shipmertit, 40 
per cent discount. Fill-in orders are 
figured at the discount earned by 
original purchases, 100 cross chains 
equal 1 pair of tire chains. McKay 
line, one to 11 sets, 30 per cent dis- 
count; 12 to 49 sets, 35 per cent dis- 
count; 50 sets and more, 40 per cent 


discount. 
_ aoe Chain. — Twisted, 11-64- 


$7.50 per 100 fts; 3-16 in., $7.80; 
13. 64- in., $8.10; T- 32- in., $9; %-in., 
$13.50, all net 


Links.—Acme connection or repair, 
3-16 in., 84c. per doz. net; %-in., 84c.; 
5-16-in., 90c. 3%-in., $1: 7-16-in.. 
$1.18; 1 -in., $1. 38. 


CULTIVATORS.—Further encouraging 
reports are had from jobbers regard- 
ing bookings of cultivator orders for 
spring delivery. The outlook assuredly 
is encouraging. 


We quote from Boston jobbers’ 
stocks: 

Cultivators.—Three-prong, $6.72 per 
doz. net; five-prong, $9.60. 


CUTTING TOOLS.—Orders for drills 
and reamers being taken by jobbers, 
particularly by mill supply jobbers, are 
much larger in volume than they have 
been before in several months, indi- 
cating that stocks in users’ hands are 
small. 





A majority of the most impor- | 








We quote from Boston jobbers’ 
stocks: 

Drills.—Carbon sizes up to 1% in., 
tapered, and straight shank, 50 and 
10 per cent discount; bit stock drills, 
60 per cent discount; center drills, 65 
per cent discount; drills and counter- 
sinks combined, 20 per cent discount; 
ratchet drills, 30 per cent discount; 
wood boring brace bits, 50 per cent 
discount; high speed drills, straight 
shanks, 3-64 to 5-32-in., 65 and 5 per 
cent discount; 11-64 to 7-32 in., 50 
and 10 per cent discount; 15-64 to &% 
in., 40 and 10 per cent; taper, sizes 
up to 1% in., inclusive, 40 and 10 per 
cent discount; 1 33-64 in. and larger, 
40 per cent; letter and number sizes 
40 and 10 per cent; electricians’ drills, 
10 per cent discount. 

Reamers.—Bit stock, 20 per cent 
discount; bright square and a 
standard makes, 65 per cent dis- 
count; checking, 25 per cent discount; 
tapered pins, 40 per cent discount; 
escutcheon pins, 45 per cent dis- 
count; small fluted rose and socket 
reamers, 20 per cent discount. 


FILES.—The size of orders for files 
also are larger and there are more of 
them flowing through jobbing channels. 
Jobbers’ stocks are in fairly good con- 
dition. 
We quote from Boston jobbers’ 
stocks: 


Files.—Nicholson line, 50 per cent 
discount; Arcade, 60 and 10 per cent. 


GLOVES.—tThe call for cotton gloves 
is remarkably good for this time of the 
year, according to jobbers. Some re- 
tailers have been obliged to reorder 
three and four times so far this winter. 


We quote from Boston jobbers’ 
stocks: 

Gloves.—Cotton, knit wrist, 6 oz., 
$1.08 per doz. net: 8 oz., $1.50; 12 oz., 
$1.80; 14 oz., $2.35. With leather 
palm, with gauntlet, $2.85 per dozen 
net; with wrister, $2.85; with Jer- 
sey back, $4.50; Jersey back with 
$4. Jersey gloves, mottled 
black, No. 402, $1.90: No. 403, $1.90; 
No. 410, $3.75. Boys’ Jersey, $1.90. 


HACK SAW BLADES.—Some of the 
jobbers here, heretofore quoting hack 
saw blades at 45 per cent discount, are 
now on a 40 per cent basis. 


HEATERS.—tThere is a small although 
sustained call for electric heaters. The 
average retail dealer obliged to make 
purchases is acting cautiously. 


We quote from Boston jobbers’ 
stocks: 

Heaters. — Electric, 
flector type. No. 9927, 
No. 9953, $4.50; No. 9955, $4.85; 
9954. $5. Assortment Nos. 1 ad 2 
of three each $9.50 net the set. Po- 
lar Cub, No. B90, in lots of less than 
12, $2.95 each net: in lots of 12 or 
more, $2.75 each net. Portable fur- 
nace, Utica, round, upright, $10 each 
list; discount on lots of less” than 
three. 30 per cent, on lots of three to 
five, 3314 per cent, on lots of six or 
more, 35 per cent discount. 


Universal, re- 
$3.80 each net: 


HOISTS.—Some improvement is noted 
in requests for hoists. Sales are run- 
ning well in excess of those for Janu- 
ary, 1926. There has been no change 
in prices since last April. 
We quote from 
stocks: 
Hoists.—High speed, 30 and 10 per 
cent discount; standard screw, 25 and 
10 per cent discount: differential, 70 


per cent discount; I- beam trolley, 25 
and 10 per cent discount. 


Boston jobbers’ 


Reading matter continued on page 58 




















January 20, 1927 HARDWARE AGE 57 





SS SP eT FF SS i of of i ge 
dd att te dt a bad it FT a AO 
MAA n ARCADIA Aopen aga 
AA LN ota VE 
ag # y ’ 
£ A 

sf 

f 


\ASL 

fA 
SAA. 
iA 


It Stands Out 


4 From a viewpoint of service and long life, Columbian Tape- 
Marked Rope stands out from the ordinary rope. There is a differ- 
ence, not only in the specially selected fibre, but also because it 1s 
made in the most modern cordage mill in the world, where the 
latest improvements in rope making stand out over old methods. 


Columbian Tape-Marked Pure Manila Rope 


presents. one feature that predominates any other kind in the indus- 
try. It is the red, white and blue Tape-Marker extending in one 
strand throughout the entire length of the rope. On this Tape- 
Marker is printed the most tangible Guarantee known. 


It will be worth your while to look for this Tape-Marker in the 
next rope you buy. 


Columbian Rope Company 


352-80 Genesee Street 


Auburn **The Cordage City” 








Branches: New York Chicago Boston New Orleans 
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ICE CREEPERS.—Sales of ice creep- 
ers continue of encouraging propor- 
tions. Jobbers’ stocks are down to nar- 
row limits, but to date there have been 
no delays on deliveries. 


+ quote from Boston jobbers’ 

stoc 

ice Creepers.—Featherweight, Nos. 

1, 2, 3 and 4, $4 per pair net; Newark, 
3.65; Union, $1.60; Eagle, $1.35; 
everslips, men’s, $2.44, ladies, $2.44. 


ICE TONGS.—Presumably because the 
ice-cutting season is on, more interest 
is evinced in ice tongs. There is no real 
snap to trade, however. Improved buy- 
ing is anticipated within a month or so. 
ll quote from Boston jobbers’ 


stock 

na "Tongs. —Boston pattern No. 
1102, $17 per doz. net; No. 1103, $19; 
No. 1104, $21; No. 1105, $23.50. Ely 


pattern, iron handle, 12% in., $3.30; 18 


in., $6.50. Wood handle, 24° in., $11; 
28 in., $12 
RUBBISH BURNERS.— Advanced 


spring orders for rubbish burners are 
being booked by the jobbing trade. 
The season opens encouragingly. 


We quote from Boston jobbers’ 
stocks: 

Rubbish Burners.—Cyclone, No. 2, 
in lots of 6, or full bundles, $2 each 
net; in smaller quantities, $2.25 each. 


SCREWS.—tThere is a noticeable im- 
provement in the call for both wood 
and machine screws. It is apparent 
that retail stocks and those of large 
consumers have been allowed to get 
down to very small proportions. 


We quote 
stocks: 

Wood Screws. — Flat head bright, 
75, 20, 10 and 10 per cent discount; 
flat head blued, 75, 20, 10 and 10 per 
cent discount add 5: round head 
blued, 72, 20, 10 and 10 per cent dis- 
count: flat he ad brass, 721%, 20. 10 and 
1 per cent discount; round head 
brass, 70, 20, 10 and 10 per cent dis- 
count: nickel Plated on iron, 65, 20, 
10 and 10 per cent discount; flat head 
galvanized, 60, 20, 10 and 10 per cent 
discount; flat head brass plated, 62%, 
20, 10 and 10 per cent discount; flat 


from Boston jobbers’ 
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head bronze, 67%, 20, 10 and 10 per 
cent discount; round head bronze, 65, 
20, 10 and 10 = cent discount; an- 
tique copper plated, 47%, 20, 10 and 
10 per cent discount. 


SHOVELS.—During the past week it 
made little difference whether it was 
a wooden or metal shovel. What the 
retail trade wanted was snow shovels. 
Buying has been exceptionally brisk for 
January. Coal shovels also are in 
demand. 
We quote from Boston jobbers’ 


stocks: 
Shovels.—Howard, black, No. 2, 
fourth 


$11.51 per doz. net; 
polished, No. 2, $13. 09: No. 3, 
to d-handle, No. 2, $14.34; 
$15.09. Second grade, polished, No. 
2, $14.67; No. 3, $15.20. Blair, pol- 
ished, No. 2, $16.25. Ames, polished, 
A $19.54; No. 3, $20.07; d-handle, 


per do =e Carr, : 2, $15.33 


$22. 30; Nee > $22.83. 
SIDEWALK CLEANERS.—Last week’s 
snows were especially beneficial to the 
sale of sidewalk cleaners. Jobbers re- 
port more of this class of merchandise 
sold this winter than in several years. 


We quote from Boston jobbers’ 
stocks: 

Sidewalk Cleaners.—Swineford, 12 
x 18 in., $12 per doz. net: Wallingford, 
an SCK7%, $8.25, No. ic $10.25, No. 

, $3.57, No. 7C, $10.25. 


STOVE LINING. 
that jobbers are called upon to supply 
in a hurry is stove lining. Evidently 
people have been running stoves hard- 
er than ever this winter, and those that 
put off relining last fall have found it 
necessary to do so now. 


We quote from Boston jobbers’ 
stocks: 


Stove Lining.—Rutland, No. 3, -—" 
6, $3.60 No 





per doz. net; No. ‘ 
$5.04. Eagle, No. 10, $5. 05° per dae 
net. 
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TAPS AND DIES.—In common with 
drills, there is a wider distribution of 
taps and dies. Furthermore, the aver- 
age buyer is ordering more freely than 
heretofore. Most jobbers carrying taps 
and dies are well supplied with all sizes, 
consequently buyers have experienced 
little difficulty in securing what they 
require. 

We quote from Boston jobbers’ 
stocks: 

Taps. — Winter Bros. line, hand 
taps, smaller than % in., 50 and 10 
per cent discount; % to % in., 40 per 
cent discount; to % in., 334% per 
cent discount; dé, to 1 in., 25 per cent 
discount; ~~ * 2 in., 15 per cent dis- 
count; 2% to 246 in. list plus 10 per 
cent. achine screw taps, No. 13 
and smaller, 50 and 10 per cent dis- 
count; No. 14 and larger, 40 per cent. 
Stove bolts taps, #; in., 50 and 10 per 
cent; % in. and larger, 40 per cent 
discount. Nut taps, 7 to 1 in., 30 
per cent discount; 1% to 2 in., 10 per 
cent; 2% to 2% in., list plus’ 10 per 


cent. Pipe taps (right hand), % to 
1 in., 60 per cent discount; 1% to 2 
in., 65 per — 2% to 3 in., 45 per 


cent; 3% to 4 i + oe cent. Pipe 
taps (left hand). %t 1 in., 33% per 
cent discount; 1% i. > in., 25 per 
cent; 2% to 3 in., 15 per cent; 3% 
to 4 in. list. Round adjustable ‘dies, 
all sizes, 20 per cent discount. Solid 
square bolt dies, 25 per cent. Solid 
square pipe dies, 35 per cent. 
Dies.—Card line, all sizes, 10 per 


cent discount. Taper, regular hand 
and spiral fluted, 1/16 to 15/64 in., 
55 per cent discount; % to % in., 40 
per cent; ys to in., 35 per cent; 
#4 to 1 in., 30 per cent. Machine 
screw taps, No. 12 and smaller, 55 
per cent discount. 


WINDOW GLASS.—In common with 


new lists received from manufacturers 
some days ago, local jobbers have ad- 
justed their quotations on window 
glass. 


a quote from Boston jobbers’ 
stoc 

Window Glass.—Single B, 25 
bracket, 88 per cent discount; above, 
87 per cent discount. Double B, 54- 
in., 87 and 5 per cent discount: 60-in. 
and larger, 85 and 5 per cent dis- 
count. 





Selling Tires as Merchandise Adds $5,000 to 





Annual Volume 


ELLING auto tires and tubes strictly as over the 
counter merchandise the Bedford Hardware and 
Supply Co., Bedford, Ohio, enjoys $5,000 worth 

of business in a town of 8000 population. The majority 
of sales are for Ford size, but the stock includes larger 
sizes for other cars popular in that town. The rack 
used, is a standard manufactured fixture, requiring floor 
space about 8 ft. long and 3 ft. wide. Small shelves 
on one side provide a space for tubes. This rack doesn’t 
take up much space yet for six years has averaged about 
$3,000 a year in sales. 

“Ww. R. Carmony, manager, feels that the tire depart- 
ment is one of his most profitable ventures. The turn 
over is good, the space required small and the margin 
attractive as there 1s no price cutting. Two or three tire 
windows a year, and one tire and tube in a floor displav 
stand, near the front, help advertise the tire department. 

Practically all of the tire business is stimulated from 
the displays. Bedford is only twenty-five miles from 
Cleveland’s public square, where plenty of gyp stores 
offer tires of unknown quality and pedigree at all kinds 
of prices. 


When selling a tire Mr. Carmony quotes a price 


which includes the tube. He tells the customer that the 
brand carried was selected after some investigation and 
that he believes the tire and tube at the price mentioned 
vives the motorist service consistent with the investment. 
That is the full sum and total of his tire sales argument. 
There is no guarantee other than the standard promise of 
good material and workmanship. 

Commenting on the tire business Mr. Carmony said: 
“The hardware dealer who picks a good tire line, invests 
a reasonable account of stock, and sells tires and tubes as 
merchandise, will make a nice profit and add to his yearly 
sales volume. ‘Tires are easily sold. There are millions 
of cars on the road today. The tire industry cleaned 
house some time ago and it is possible to sell tires at a 
fair price. Were I located further away from Akron 
(18 miles approximately) and Cleveland I could easily 
develop a big tire business, selling not only the motorist, 
but also the local merchants, factories and others who 
use cars and trucks in business. It would pay me then 
to solicit such business. . 

Mr. Carmony’s comments are worth considering. You 
have a large tire market in your town and will find jt 
profitable business to handle. 


Reading matter continued on page 60 
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Grebe Flexible Unit 
Control . 


makes" the Synchro- 








| phase a set of one, two 
| or three dial control at 
‘ your option. 
> 
Illustrates the double range of 
the S-L-F Condenser dials 
which make it easy to sepa- , 
rate stations, especially di 
those using low-wave ¢ 
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Business Not in Full Swing 
in New York Hardware Market— 
Few Price Changes Announced 


BR wis ESS has not yet gained full momentum in the New York 


wholesale hardware market. 


Retailers have not completed 


inventories and buying is only fair, as a general proposition. 
Consumer demand appears good for batteries, weatherstrip and 


other seasonal lines. 


Ice skates are very active. 
A few price changes are noted, both up and down. 
very few important price changes announced Jan. 1. 


There were 
It is thought 


that some revisions on prices may be expected before the end of 


January. 


At press time it is difficult to say just what lines may be 


changed, which way they will change and how much. 


Credits and collections are about the same, which is fair. 


New 


York hardware factors are very optimistic in viewing the outlook 


for 1927. A good spring trade is expected by the majority of 


jobbers. 





Sash Cord Prices Decline 
2 Cents in New York 


There has been a decline of two 
cents in sash cord, quoted herewith. 
The demand has been very active since 
the decline. Aetna, No. 8, is now quoted 
at 22% cents, Phoenix is now quoted at 
20% cents, and Samson Spot, No. 8, 
is quoted at 65 cents. 

No. 7 is one cent extra; No. 6, three 
cents extra. 


of One Point Jan. 11 


As predicted on the general market 
summary page last week, linseed oil 
prices are beginning to show gradual 
edvances. On Jan. 11 card prices were 
advanced one point, as per the follow- 
ing scale: Linseed oil, in lots of less 
than 5 bbl., 11.3c. per lb.; in lots of 5 
bbl. or more, 10.9c. per lb. Caleutta 
linseed oil in bbl. 15.7c. 

Boiled oil is 4/10c. extra; 
boiled oil 5/10c. extra per lb. and oil 
in half bbl. is 7/10c. per lb. additional. 

These card prices supersede the pre- 
vious card prices of Dec. 22, 1926. 





Hack Saw Blades Advance 
Approximately 20 Per Cent 


New York jobbers announce an ad- 
vance of approximately 20 per cent on 
all its leading makes of hack saw 
blades. 


Carpet Sweepers in Demand 
Throughout Metropolitan 


Area 


Carpet sweepers continue to sell very 
actively in the New York wholesale 
hardware market. No price changes 
are expected, and local hardware stocks 





| 
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Linseed Oil Shows Advance | 





double | 








appear very satisfactory at the present 
time. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK 


Carpet sweepers, Standard, $3; 
Universal, $3.50; Grand Rapids, ja- 
panned, $3.67: Grand Rapids, nick- 
eled, $4; Princess, nickeled, $4.16, 


and American Queen, nickeled, $4.50. 
Prices are net per each. 

Toy sweepers, Little Helper, $2 per 
doz.; Little Gem, $3.75 per doz.; Lit- 
tle Jewel, $10 per doz., and B. Ju- 
nior, $16 per doz. 





Radio Batteries Very Active; 
New York Prices Firm 


Radio batteries continue to be very 
active in the New York wholesale 
hardware market. Prices are keeping 
very firm. The bulk of the dry battery 
demand appears to be for radio use. 
Local wholesale stocks are very satis- 
factory, and the demand is expected to 
continue strong. 

JOBBERS’ QUOTATIONS TO RE: 

TAILERS, F.O.B. NEW YORK: 


Dry cells, No. 6. ignition 
within Metropolitan area 30c., 
side, 32c. each. 

batteries, No. 767, $2.62 each: in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each. Heavy duty vertical type, 
No. 770, $3.33 each, and in units of 
5, $3.09 each. 


type, 
out- 


Railroad Picks, Mattocks and 
Heavy Hammers Advance 


Metropolitan jobbers announce an 
advance of approximately 10 per cent 
on railroad picks, mattocks and heavy 
hammers. 


Loaded Shells Down 714 Per 
Cent; Cartridges Decline 
1214 Per Cent 


New York jobbers announce a de- 
cline of 12% per cent on rim fire and 
center fire cartridges, and a decline of 
7% per cent on loaded shells. 


Reading matter continued on page 62 
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Rope Sales Fairly Good; 
Advance Price Is Holding 


The rope business is fairly good 
throughout the metropolitan territory. 
As previously reported in this section, 
prices were advanced one-half cent for 
the January-February period. Manila 
rope, first grade, is now quoted at 
2414c.; second grade, at 22% and third 
grade at 20%6c. 


Weatherstrip Continues Ac- 
tive; New York Prices 
Uniform 


Weatherstrip continues to be one of 
the active seasonable lines which New 
York hardware jobbers are selling at 
the present time. This has been a par- 
ticularly good year for weatherstrip, 
with prices firm and stocks adequate. 

JOBBERS’ QUOTATIONS a. RE- 


TAILERS, F.0O.B. NEW YORK: 
Home Comfort, 500 ft. on reel, 
maroon, $48.50 per 1000 ft. White, 


$60 per 1000 ft. 

Nero weatherstrip, 500 ft. on reel, 
$36 per 1000 ft. 

Economy metal weatherstrip, 36 in. 
x 36 in. x 36 in. for windows, $27.36 
per case and $1.14 per carton. Same 
42 in. x 42 in, x 42 in., $31.68 per 
case and $1.32 per carton. Each car- 
ton contains sufficient equipment for 
one window. A case contains 24 car- 
tons. 

Same for doors, 36 in. x 84 in., 
$28.30 per case and $1.20 per carton. 
Same, 42 in. x 84 in., $30.96 per case 
and $1.29 per carton. Each carton 
contains complete equipment for one 
door. A case contains 24 cartons. 





Normal Demand Reported for 
Bolts, Nuts, ete. 


The current demand for bolts and 
nuts and kindred staple items is on a 
normal basis. Jobbers have not yet re- 
ceived very many stock fill-in orders, 
but it is believed that when dealers 
complete inventories this month these 
various staple goods will have a brisk 
sale. Local wholesale stocks are con- 
sidered entirely adequate, and no price 
changes are expected. 

JOBBERS’ ra aad TO RE- 

TAILERS, F.O.B. NEW YORK 


Machine bolts, % x 4, and suniies. 
40 and 10 per cent off ‘list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, % x 6, and 
smaller, 40 off list; larger and longer, 
40 off list. 

Stove bolts, 80 off list. 

Lag screws, 50 and 7% off list. 





Good Demand Is Reported 
for Steel Butts in N. Y. 


Steel butts are in good demand, with 
prices fairly uniform throughout the 
New York market. Jobbers are quot- 
ing dealers for 3% x 3% in. in case 
lots, $15 per 100; in 5 case lots, $14.50 
per 100; and for less than case lots, 
$16.50 per 100. The price for steel 
butts 4 x 4 in., in case lots is $23.45 
per 100; and for less than case lots 
$24.65 per 100. 
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There’s POWER behind 
the Gold Seal Line 


Get the benefit of the powerful selling fac- 
tors that aid Gold Seal dealers— 


—quality product, finest of materials, design and 
workmanship 


—backed without quibbling by a strong mone 
whose success is based on a square deal policy 


to all ; 
—national advertising which makes customers an 
satisfied dealers 


—dealer cooperation of every type 
And there are many other reasons why 
Gold Seal dealers are enthusiastic about 
this fast selling line. 


Better get full particulars 
now — mail coupon today 


FAO ce 
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or 
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GOLD SEAL ELECTRICAL CO. 


INCORPORATED 


250 PARK AVE., NEW YORK 














Gold Seal 


sovvers_acewat- PD ETOLOH UIE ake 


tractive territories 
still open — write 
for details at once. 
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All Standard Types “ 


Type GSX-112 
High power tubes 
for use in last 
Stageof audioam- 
Plification give 
increased volume. 
List price $4.50 





The popular gen- 
eral purpose type, 
for amplifier or de- 
tector. Long life 
andhigh efficiency. 


List price $2.00 





Type GSX-216B 
For use in battery elimina- 
tors to rectify alternating 
current—advantageous in 
suppiying the higher cur- 
rent required by power 
tube equipped sets. 


List price $7.50 





Type GXS-200A 
For use as detector 
only, giving supe- 
rior strength on 
weak signals — es- 
pecially desirable 
for distance, 


List price $4.00 





COoOuPO N H.A.1-20-27. 


GOLD SEAL ELECTRICAL CO., Inc. 
250 Park Avenue, New York, N. Y. 


Gentlemen:— 


Please send me full particulars of the 
Gold Seal line and your attractive proposition 


Name 


Address 
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General Trade About Same as Last Year 
in Cineimnati Territory—Prices Firm 


HILE the local hardware jobbing business has got off to 
a slow start in the first half of January, sales in that period 
will compare favorably with those in the corresponding two 


weeks of 1926. The majority of 


their inventory problems and consequently have been hardly ready 
to consider spring purchases. Jobbing houses, however, believe that 
the retail dealers now are in a position to place orders for delivery 
over the next three months and that the volume of bookings in the 
latter part of this month will be satisfactory. 


Stock now in the hands of the 


but will be reinforced by deliveries which jobbers will make during 
Sales of winter merchandise have been stimu- 
lated by the appearance of ice and snow. Such products as snow 
shovels, sleds and ice skates have sold in better volume. 


the next few weeks. 


items are moving at a fair rate. 
ances is commanding attention, 
modities being occasioned by the 


ducted locally by the Cincinnati Electric Club. 
Prices are not quite so steady as they were several weeks ago. 


A tone of weakness is apparent 


jobbers have, in some cases, granted special concessions to tempt re- 
Collections are only fair at best. 

The year 1926 was the best in the history of Cincinnati so far as 
building operations were concerned. The value of building permits 
issued by municipal authorities, as well as sales of builders’ hard- 
ware, reflects the prosperity of the period just closed. 

Inquiry among retailers has developed the fact that holiday busi- 
ness was of generous proportions and compared well with that in 
Only in the instances of a few suburban deal- 


tailers to make purchases. 


any previous year. 
ers was the trade looked upon as 


AUTOMOBILE ACCESSORIES.—Snow 
and ice on the streets have been re- 
sponsible for good sales of chains, and 
several cold waves of brief duration 
have had the effect of increasing the 


demand for radiator and engine covers, 


radiator shutters and denatured alco- 
hol. The call for tires and tubes is 
rather light at the moment. 

We quote from Cincinnati jobbers’ 


Tires.—30 x 3 cheap fabric, $5.35 
each; 30 x 3 medium grade fabric, 
6.35 each; 30 x 3% cheap fabric, 
6.25 each; 30 x 3% medium grade 
fabric, $7.25 each; 30 x 3% cheap 
grade cord, $6.75 each; 30 x 3% 
medium grade cord, $9.75 each; 30 x 
3 medium grade commercial cord, 
$12.50 each; 31 x 4 cheap grade cord, 
$10.60 each; 31 x 4 medium grade 
standard cord, $13.75 each; 32 x 
cheap grade cord, $11.15 each; 32 x 4 
medium grade standard cord, $14.50 
each; 32 x 4 medium grade commer- 
cial cord, $17.50 each; 33 x 4 cheap 
grade cord, $11.75 each; 33 x 4 
medium grade standard cord, $15.25 
each; 34 x 4 cheap grade cord, $12.35 
each; 34 x 4 medium grade standard 
cord, $16.20 each; 32 x 4% cheap 
grade cord, $15.20 each; 32 x 4% 
medium grade standard cord, $19.75 
each; 32 x 4% medium grade com- 
mercial cord, $24.75 each; 33 x 4% 
cheap grade cord, $15.80 each; 33 x 
4% medium grade standard cord, 
$20.50 each; 34 x 4% medium grade 
standard cord, $21.25 each, 29 x 440 
cheap grade balloon, $7.55 each: 29 x 
440 medium grade standard balloon, 
$9.65 each; 29 x 440 medium grade 
extra heavy balloon, $11.75 each. 


(Cincinnati office of HARDWARE AGE) 


retailers have been occupied with 


retail trade is somewhat depleted, 


Staple 

The demand for electrical appli- 
the increased call for such com- 
campaign of education being con- 


in certain commodities in which 


below normal. 





Tubes.—30 x 3 cheap grade, $1.05 
each; 30 x 3 medium grade standard, 
$1.30 each; :° x 3% cheap grade, 
$1.27 each; 30 x 3% medium grade 
standard, $1.50 each; 31 x 4 cheap 
grade, $1. 79 each: 31 x 4 medium 
grade, $2.05 each; 32 x 4 cheap grade, 
$1.87 each; 32 x 4 medium grade, 
$2.15 each; 33 x 4 cheap grade, $1.92 
each: 33 x 4 medium grade, $2.25 
each; 22 x 4% cheap grade, $2.44 
each: 29 x 440 cheap grade, $1.65 
each; 29 x 440 medium grade balloon, 
$1.95 each; 29 x 440 better grade, 
balloon, $2.60 each. 

Tire Chains.—For less than 12 
pairs, 35 per cent off list; for 12 
pairs or more, 40 per cent off list. 

Radiator and Engine Covers.—Ford, 
1924 and 1925 models, $2.25 each: 
Ford, 1926 model, $2.35 each: Ford ra- 
diator cover only, for 1917-1926 mod- 

els, $1 each. 
Radiator Shutters. — For Fords, 
1926 models. $5.50 each: for Chevro- 
let, 1925-1926 models, $6 each; for 
Dodge, 1923-1926 models, $7.50 each. 


Discounts of 33% per cent apply on 
above prices for purchases in lots less 
than five; 40 per cent discount on lots 
of five or more. 


BUILDERS’ HARDWARE.—The usual 

lull in business just after the holidays 

has had a depressing effect upon the 

market. Sales are less than they have 

been in a number of months, but the 

_ outlook for a satisfactory year in vol- 
ume of bookings is bright. 


We quote from Cincinnati jobbers’ 
stocks: : 
Hasps.—-Common Hinges, 70 off: 
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safety hasps, 3-in., 60c.; ener, per 
doz., 4%-in., 80c.; 6-in. -» $1.40. 

Butts. — Steel, dull brass and 
antique copper case —_, Rs, x 3%, 
14c. per pair -~— 4x 20%6c. Less 
— case lots, 3 x 314" 15c.; 4 x 4, 


Sash Weights.—Sash weights, $1.90. 
Inside Sets. — Square bevel inside 
sets in case lots, $4.50 per doz. 


CARPET SWEEPERS.—tThere has 
been no change in the local situation. 
Quotations are firm, and a fair amount 
of business is being received by job- 
bers. 


BB quote from Cincinnati jobbers’ 
stoc 

Standard japanned carpet sweeper, 
$36 per dozen; Universal japanned 
sweeper, $42 per dozen; Grand Rapids 
nickel-plated sweeper, $48 per doz.; 
Little Helper toy sweeper, $2 per doz. 


DENATURED ALCOHOL.—P ublic 
consumption of this commodity has 
been the best of the winter season 
since Jan. 1, but total sales are not up 
to the level attained in the winter of 
1925-1926. 


We quote from Cincinnati jobbers’ 
stocks 

In drums of 52 gallons, 40c. a gal. 
in lots of three drums or more, 390 a 
gal. There is a charge of $6 for each 
drum, but this money is refunded at 
the end of the season. In gallon 
cans, 65c. a gal.; in lots of 10 gal. or 
more, 63c. a gal. 


ELECTRICAL GOODS.—Despite the 
fact that the holiday trade now is a 
thing of the past, sales have held up 
remarkably well. Especially are such 
products as percolators, irons and elec- 
trical washers in demand. 


GALVANIZED WARE.—A few scat- 
tered orders have been received, but 
retailers in general have ample stocks 
to fill current needs. Prices are firm. 
We quote from Cincinnati jobbers’ 


stocks: 
Galvanized Pails.—10 qt., $2.30 per 


doz.;: 12 at., $2.55 po doz.; 14 qt., 
$2. 90 per OZ. 16 q yy per doz.; 
galvanized tubs, a 7‘ $6.50 per doz. 


ICE SKATES.—Sales ti not been 
so large as they were a year ago, but 
improvement in the past week has 
given encouragement to the jobbing and 
retail trade. 


We quote from Cincinnati jobbers’ 
stocks 
Common grade men's skates, 89c. 
S per: — grade ladies’ skates, 
$1.25 a pair. 


HOSE ATTACHMENTS.—Jobbers are 
seeking spring business on the basis of 
the quotations given below. 


PP ee for delivery in the spring 

Diamond nozzles, $3.60 a doz.; Pet 
nozzles, $4.90 a doz.; Gem nozzles, 
$5.50 a doz. 


HOSE REELS.—No buying of conse- 
quence has materialized, but increased 
purchases are anticipated in the near 
future. 


LAWN HOSE.—There has been a slight 
increase in sales in the past two weeks. 
However, the bulk of the spring trade 
is ~~ to be placed. 


a for 1927 delivery from 
aa jobbers’ stocks: 
Leader Hose.—*%%-in., $7.75 per 100 
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Attractive displays the 
keynote to sales 


HE above illustration tells a story. time establish the dealer’s confidence in his 
It shows clearly the neat appearance own line of goods, which is an important 
of Cambria Fence and how well it _ sales factor. 
lends itself to attractive display. All Beth- 
lehem Wire Products of a package nature Cambria Fence is manufactured with pre- 
are packed neatly and substantially, reflect- cision from full gage special formula steel 
ing to the eye the good quality and work- of the finest Bethlehem quality. Cambria 





manship of the product contained within. Fence is uniformly and heavily zinc coated 

7 | by an improved method and 
Impressive displays are the Write to Our NEAREST may be offered by the dealer 
keynote to volume sales. They DisTRicT OFFICE FOR OuR with confidence as a product 


forcefully draw the customer’s pe Ot nn ~ of quality, unexcelled in dura- 


attention, and at the same | bility and strength. 





Our Advertising Plans will be a Valuable Asset in Increasing Your Sales 


BETHLEHEM STEEL COMPANY General Offices: BETHLEHEM, PA. 
District Offices: 


New York Boston Philadelphia Baltimore Washington Atlanta Pittsburgh Buffalo 
Cleveland Detroit Cincinnati Chicago St.Louis SanFrancisco Seattle Los Angeles Portland 


Bethlehem Steel Export Corporation, 25 Broadway, New York City, Sole Exporter of Our Commercial Products 


BETHLEHEM 
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¢ Red -Dandy, %-in., 
; molded hose, 
$6. 50 per 100 ft. 


LAWN MOWERS.—Jobbers now are 
seeking business for the spring of 1927. 
Their new schedules are given below: 


We quote from Cincinnati jobbers’ 
stocks: 

Cheap Grade.—12-in., $5 each; 14- 
in., $5.20 each; 16-in., $5.50 each. 

Ball Bearing. _—14-in. medium grade, 
$8 each; 14-in. good grade, $9 each; 
14-in. best grade, $11 each; 16-in. 
medium’ grade, $8.25 each; 16-in. 
good grade, $9.35 each; 16-in. best 
grade, $11.50 each; 18-in. medium 
case. $8.60 each; 18- in. good grade, 
$9.7 4 each; 18- in. best grade, $12 
eac 


NAILS.—The situation is unchanged. 
Demand is at a low point, but a grad- 
ual improvement in conditions is ex- 
pected. 


bo A quote from Cincinnati jobbers’ 


$11.50 per 100 
1% -in. -» on reels, 


stoc 
Common wire nails, $2.95 per keg; 
a, coated nails, $3.05 per 100 Ib. 
OIL HEATERS.—Slightly increased 
sales are reported by jobbers. 


We quote from Cincinnati jobbers’ 


stoc 
Nesco, No. $3.70; s 15, $4.65; 


No. 016, $5.50; xe 0190 
POULTRY NETTING.—While jobbers 
have not stocked this item yet, they are 
quoting on delivery from factories. 


We quote on _ stock orders for 
spring ) a ll 

Poultry netting galvanized after, 
60 off list; poultry netting galvanized 
before, 60 and 10 off list 


RADIO BATTERIES.— Movement of 
goods to the retail trade has been sus- 
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tained fairly well, although a tendency 


toward lessened activity is evident. 
We quote from Cincinnati jobbers’ 


stocks 
Less than In Unit 
Init Packages 
Packages of 50 
Each Each 
“A” batteries, No. 6. x: $0.32 
—" batteries, 5156. 1.29 1.14 
= batteries, 2156... 1.40 1.30 
‘“*B”’ batteries, 2306. 2.80 2.44 
‘“‘B” batteries, 2308... 2.80 2.44 
“RB” batteries, 10308.. 3.85 3.58 
“C” batteries, 2370.. 42 .39 


ROOFING MATERIAL.—No changes 
have occurred in the past two weeks. 
Sales are dull at the moment. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper. — Light standard, 
$1.05; medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.35; 
medium ‘Holdfast, $1.60; heavy Hold- 
fast, $1.90; K red and green slate 
surface, $2.10. 

Roofing Coating.—Coal tar, refined, 
in barrel lots, 25c. per gal.; in half 
barrels lots, 8c. per gal.; coal mee 
crude, in barrel lots, 24c. per gal.; i 
half barrel lots, 27c. per gal. 

Roofing Cement. —Liberty elastic, 1° 
Ib. 12c.; in 5 Ib. cans, 9%c. per ~ 
in 10 ~ eee 9c. per : 
cans, per _iIb. Certain- a 
cement, "6 Ib- to the case, $4.25 per 
case; in 5 Ib. cans, 12 cans to the 
box, 8%c. per Ib.; in 10 lb. cans, 6 
cans to the box, 7%c. per Ib. 


SCREWS.—A slight betterment in de- 
mand is noted. Prices are holding well. 


Be quote from Cincinnati jobbers’ 
sto 

Flat-head bright screws, 85 
12% off list; flat-head blue screws, 
85 and 7% off list; flat-head brass 
screws, 80 and 25 off list; round-head 
blue screws, 85 and 2% off list; 


and 
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round-head brass screws, 80 and 15 
off list; bright wire goods, 85 and 25 
off list. 


SHEARS.—Prices for the spring trade 
have appeared, and the schedules are 
given below: 

We quote from Cincinnati jobbers’ 
stocks: 

Pruning Shears.—No. 1091S, * ” 
per doz.; No ee per doz.; No. 
p0g2V, $7. 25 per doz.; - No. 2192, $11. 45 
er doz.; No. 4192F, $15.20 per doz.; 
Oo. 4155F, $31 per ‘doz. 

Hedge ‘Shears. — 8- in., $1.15 per 
pair; 9-in., $1.30 per pair; 10-in., 
$1. 40 per pair; lady’s size, No. 100L, 
85c. per pair. 


WEATHER STRIPPING.—Fill-in or- 
ders have filtered in to local jobbing 
houses. 


We quote from Cincinnati jobbers’ 
stocks: 
Wood “* rubber weather strip- 
.50 og 1000 rj No. 
No. $33. 40 
per 1000 ft.; No $40 ‘per 1000 ft. 
Wood and om "weather vo hag oo a 
No. 71, $18.50 per 1000 ft.; No. 71%, 
fate oo 1000 ft.; No. 75, "$44. 50 per 


All — weather stripping, No. 9, 
= 25 per 100 ft.; No. 10, $2 per 100 
ft.; No. 11, $3. 15 per 100 ft. 


WIRE CLOTH.—Prices for the spring 
season have been set by local jobbers, 
and the new quotations are given be- 
low: 


ha quote from Cincinnati jobbers’ 
stoc 

Black cloth, $1.65 per 100 sq. ft.; 
12-mesh opal, $2 per 100 sq. ft.; 14- 
mesh opal, $2.40 per 100 sq. ft.; 
bronze in 100 ft. rolls, $5.35 per 100 
sq. ft.; bronze in 50 ft. rolls, $5.40 per 
100 sq. ft. 
















J. H. 
manufacturers of china bathroom acces- 
sories, and a regular advertiser in HArp- 
WARE AGE, have the distinction of placing 


Balmer Co. of Newark, N. J., 


the first advertisement in England by 
means of the new transatlantic telephone. 
On Jan. 8, at 9.45, Mr. Joseph E. Han- 
son, advertising agent for the J. H. Balmer 
Co., received word that his London call 
was ready. After greeting Mr. W. Lint 
Smith, advertising manager of the London 
Times, Mr. Hanson gave the following ad- 
vertisement for insertion at an early date: 
J. H. BALMER CO. 
Newark, N. J., U.S. A. 
Announce in England 
The Chinawyte Line of 
“Easy-Set” 
Bathroom Accessories 
They Are Removable for Washing 
Write for Details. 
The connection was perfect, and the 
voices came to each other over the 3000 
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Hello London! 


Says Hardware Age Advertiser 


J. H. Balmer Company Authorizes First Adver- 
tisement Ever Telephoned to England 


miles of ocean with perfect clarity. Mr. 
Smith received the call at his home at 2.45 
p. m., and stated that the usual foggy Lon- 
don weather was being endured. 

The opening of the transatlantic tele- 
phone marked a new era in international 
communication, and the message of the 
J. H. Balmer Co. is a very real distinction. 
It was not only the first advertisement 
ever telephoned to England, but it was the 
first telephone message of any kind to 
cross the ocean from Newark, and the 
forty-first message from America to Eng- 
land. 

The New York Times says in part: 

The credit for having phoned the first 
American advertisement overseas was 
claimed by Joseph E. Hanson, president 
of the Joseph E. Hanson Co. of 85 Lin- 
coln Road, Newark. Mr. Hanson put in 
a call for W. Lint Smith, advertising 
manager of The London Times, and at 9.45 
a. m., New York time, or 2.45 p. m. Lon- 
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don time, his telephone rang and the op- 
erator announced the connection with the 
London newspaper office. Mr. Hanson dic- 
tacted an advertisement for the J. H. 
Balmer Co., Newark, manufacturers of 
bathroom fixtures. 

Mr. Smith reported that he heard the 
voice from Newark very well. He added 
that it was wet in London, “just our usual 
climate,” when Mr. Hanson reported on 
the sunshine and cold here. The call ended 
with an exchange of compliments between 
British and American advertising men. 
The first British advertisements for Amer- 
ican publication, one for Indian tea and 
the other for Carreras, Ltd., tobacconists, 
were telephoned on Friday and appeared 
in The New York Times yesterday. 

HARDWARE AGE is pleased to be able to 
report that one of its advertisers was the 
first to send an advertisement through this 
new and important channel of communi- 
cation. 
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Your Message 
Will Cover the World 


in the 


World Wide Buying Number 


The February 3rd Issue 
With One Stroke You Can Cover 


1. The great American hardware market— 2. The hardware distributors of the Amer- 
all hardware jobbers and their travelling ican possessions— Alaska, Hawaii, Porto 
salesmen, all important hardware retailers Rico, Canal Zone, Philippines, etc. 


and their salesmen. 
3. The hardware distributors of Great 
Britain and her great Colonies—Canada, 
Australia, New Zealand, South Africa, West 


Indies, India, etc. 


Reserve Your Space Now 
‘The Most Influential Hardware Paper” 


HARDWARE AGE 


A.B.C. A.B.P. 
239 West 39th Street New York City 
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Just Say You Want 
Them Cold-Drawn 


These are the things you want in 
your Hollow Screws—without wanting 
to order all details: 


More strength than the ordinary 
broached hollow screw; 30% 
more by test; (no customer-com- 
plaints) ; 


Deep, true, wrench-fitting sock- 
ets; hexagon holes for fast, firm 
set-ups; 


Special-analysis alloy steel, heat- 
treated as each screw requires to 
develop maximum durability; 


Accurate threading, so the screws 
wont loosen under vibration in 
moving parts. (A strong talking- 
point. ) 
You get these features in cold-drawn 
“Allens’’—so long as you get real 
ALLENS. Just say to your jobber or 
mill supply salesman when ordering 
set screws :— 


‘‘We want them cold-drawn’”’ 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Branch Offices: 


W. C. Stauble R. E. Gregory 
2704 Rochester Ave. 1029 Wesley Abe. 
Detroit, Mich. Evanston, Ili. 
E. P. Crawford W. J. McRae 
3348 No. Park Aoe. 320 Market Street 
Philadelphia, Pa. San Francis->. Cad, 











An American Character 
Study 


(Continued from page 33) 


ganization was built up and solicitation of business was 
started. In a long life of merchandising, I felt I had 
encountered every phase of competition, but found I had 
never known what the word, competition, really meant! 

“Cash registers are a ‘specialty.’ They are sold by 
‘specialty salesmen.’ It is a unique business when it 
comes to selling in that when a salesman has sold his 
customer a register, he has lost his customer. The 
dealer usually needs but ONE cash register. So, when the 
salesman has sold him that one machine, he is through. 
He can not come back in two weeks or thirty days and . 
sell him another. It is 4 case of always looking up new 
customers. 

‘There is a lot of jealousy in this specialty business. 
Specialty salesmen are queer birds—many of them. In 
many cases, we found that after selling a register, we 
had a hard time keeping it sold. Our salesmen claimed 
that competing salesmen used every means of dissatisfy- 
ing our customers. The competition was bitter to the 
extent that every available Federal agency was called 
upon to intervene. This is a matter of common knowl- 
edge, since it was commented upon by the press from 
time to time. Therefore, I am not telling any secrets 
and have no desire to ‘stir up the animals.’ Conditions 
in that respect are very much better now and there seems 
to be more of the spirit of ‘live and let live.’ Surely, 
there is room enough and business enough for two 
manufacturers of cash registers. Some of these days, 
the cash register business of The Remington Arms Com- 
pany will probably be the biggest business of the four 
lines now manufactured by them. 

“There was much litigation over cash register patents. 
Litigation costs a lot of money. The Remington Arms 
Company were sued in various Federal Courts and in- 
variably came out victorious, but these victories were 
exceedingly expensive. 

“Finally, the worm turned and The Remington Arms 
Company brought suit against their competitor for in- 
fringement of important patents. This offensive of The 
Remington Arms Company inaugurated one of the 
greatest legal battles, and one of the most noteworthy 
patent suits, of all time. The trial of the case in the 
U. S. District Court at New Haven, Conn., con- 
sumed weeks. The Federal Judge took several months 
to review the testimony and then gave The Remington 
Arms Company a sweeping decision. 

“The competitor of The Remington Arms Company 
appealed the case and it was set for hearing before the 
U.S. Court of Appeals in New York City in April, 1926. 
After the arguments of counsel, the three Judges of the 
Court took the case under advisement. It was extremely 
technical and very complicated. There were voluminous 
briefs to be studied. 

“Before a decision was rendered, however, the plaintiff 
and the defendant got together and the matter was 
settled out of court. The associated press dispatches of 
May 22, 1926, carried the news of the settlement of this 
celebrated case and told of the payment to The Reming- 
ton Arms Company of $2,000,000 in settlement of the 
case. 

“Immediately thereafter other competitors who were 
alleged to infringe the same patents, settled with The 
Remington Arms Company by paying the latter more 
than $1,000,000 cash for licenses to continue to manufac- 
ture under the patents at issue. A number of manufac- 
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turers‘of adding machines, typewriters and similar mech- 
anisms had already taken licenses from The Remington 
Arms Company, for cash considerations or on a royalty 
basis, and others will be compelled to do the same. 

‘The income of The Remington Arms Company is 
materially augmented by these settlements and for 
years to come, the royalties to accrue on account of these 
patents will be no inconsiderable part of the income of 
The Remington Arms Company. 

‘So, here they are, with all plants filled, or virtually so; 
with litigation behind them, with a splendid year’s results 
for 1926 and all sails set to go ahead upon a steady 
course. In leaving The Remington Arms Company at 
this time, therefore, I have the feeling that the company 
is not only in first-class condition in every way, but that 
many, if not all, of the troubles that have beset it through 
that trying period of “The War After The War’ are 
safely behind it and that the conduct of the company 
along successful and profitable lines will be a much 
simpler matter during the next eight years than was the 
case during the eight years just ended. The smoke 
has cleared away. The road ahead can now .be seen. 
The trail is well marked. ‘He who runs may read.’” 

Realizing that a story of this nature is not complete 
unless mention is made of the subject’s pet hobby, I 
asked Reierson if he had any hobbies. I| gathered that he 
is keen on sports, fishing, hunting, golfing and the great 
out-of-doors in every form. ‘“But’—I asked him— 
“aren’t you a collector? Everyone collects something 
nowadays and you must have a hobby of collecting some- 
thing or other.” 

‘““Yes’’—he said—‘“I have. I have always been a keen 
student of history, particularly the history of our own 
country. Realizing the important part played in the 
making of the history of our country—in the reclaiming 
of the wilderness from the Atlantic to the Pacific Oceans 
—by the American muzzle-loading rifle, first the flint- 
lock and later its successor, the percussion-lock rifle, I 
have become deeply interested in securing, and have, 
some very fine speciments of the early types of American 
muzzle-loading rifles, frequently called the ‘Kentucky 
Rifle.’ There were no more effective arms of their 
day. The stories that have been handed down of the 
accomplishments of the pioneers with these crude, though 
effective, arms, have given them a significance and an 
importance which have caused me to begin this collec- 
tion. 

“Along with these history-making rifles, I have been 
collecting the powder horns and the leather bullet pouches 
which were a necessary part of the equipment of the 
early rifleman. No two powder horns were ever ex- 
actly alike. Some of them were very beautiful. Others 
were obviously made for service. I prize them all and 
‘collect’ one whenever possible. 

“Once in a while, a friend, knowing my fondness for 
these old relics, sends one to me and thereby achieves 
for himself a lasting place in my Hall of Fame. Come 
out home some time and take a look at my collection. 
It will make you feel proud of your ancestors who helped 
to civilize the wilderness with muzzle-loading rifles.” 


(To be continued.) 





Making an important sale requires preparation just as 
making a speech demands preparation. If you are going 
to meet a known prospect for something big like a heat- 
ing plant, hardware for a new house, paint for a big con- 
tract, prepare in advance and know about what you are 
going to say. Don’t depend upon the inspiration of the 
moment. 
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We Have Told Them 


—— 
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Buy from your Dealer and save Time ane Trouble 
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Get Genuine ARMSTRONG 


Pipe Tools from your dealer 


He has "GENUINE ARMSTRONG*® 
Siuvks and Dies, Hinged Pipe Vises and 
Pipe Machines right in stock Yo 
tzke them ** 


We have told mechanics about GENU- 
INE ARMSTRONG Pipe Tools. 


We have made: “Buy from your dealer” 
the keynote of our advertising. 


We have pointed out the saving of time 
and trouble when tool users buy from 


YOU instead of us. 


We have used the best publications to 
secure the best results. We have em- 
phasized quality because GENUINE 
ARMSTRONG Pipe Tools are always 


sold on a quality basis. 


Now we ask: Have you “Tied up” with 
this advertising? Have you _ given 
GENUINE ARMSTRONG Pipe Tools 
the display they deserve? Have you se- 
cured your share of LOCAL TRADE that 
ARMSTRONG advertising is constantly 


creating? 
The Way to do it is: 
through your jobber. 


The ARMSTRONG MFG. CO. 


Our Only Addresses 


Keep stocked 


Main Office and Factory 
BRIDGEPORT, CONN. 


New York Office: 181 Lafayette St. 


“ARK; 1S TRONG’ 


STOCKS , DIES GT Ke STEAM FITTERS’ 
TOOLS AND THREADING MACHINES 
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Window display of basic hardware items in the store of the Emigh- Winchell Hardware Co., Sacramento, Cal., trimmed by George F. 
Hauber, display man for the firm. A display of this kind is bound to arouse curiosity and criticism of passersby 


Basic Hardware 


of the home, the farm, all industry, commerce 

and transportation. Without hardware there 
would be no modern civilization. Without stoves, ranges, 
kitchen utensils, cutlery, neither the modern home nor 
the modern restaurant would exist. Without farm imple- 
ments such as are sold today by hardware merchants 
all over the United States there would be no scientific 
farming, and agriculture would revert to the employment 
of primitive methods. Without tools there would be no 
dies made, no machinery, no motors, no desks, no 
plumbing, carpentering or books and only the most 
rudimentary shelter. In short there would be no in- 
dustry or commerce or railroads or steam ships. Hard- 
ware is the foundation of modern life. 

These statements are obvious. And like most things 
that we take for granted they are seldom considered and 
scarcely appreciated. We all breathe but very few of 
us are conscious of it, and fewer still utilize the gift of 
breath to advantage. We have to lose health to appre- 
ciate it. 

Considering these matters recently at a time when he 
was rather at his wit’s end for an idea with which to 
start a window display, George F. Hauber, display man- 
ager of the Emigh-Winchell Hardware Co., Sacramento, 
Cal., suddenly decided to use the vague thoughts he had 
been turning over in his mind in the making of a window 
display. He would preach a sermon in merchandise to 
the people of Sacramento about the value and utility and 
importance of hardware. 

He therefore arranged a display in which he grouped 


ARDWARE commodities are the basic utilities 


a number of items which he terms basic hardware. A 
photographic reproduction of the window display that 
he arranged is shown on this page. 

It shows four central figures—the farmer, the me- 
chanic, the carpenter and the housewife. The farmer 
has one foot resting on a plow. The carpenter is seated 
at his bench eating lunch. The mechanic is seated next 
to the carpenter, surrounded by many tools, and likewise 
eating lunch from a box. The housewife is standing 
beside a washer, and in front of her are all of the essen- 
tial things of a modern kitchen. 

The background of the window is a contrast of dark 
curtains on which is pinned a card, the only one in the 
window by the way, on which is printed in white letters 
the following: “Hardware items are the basic utilities 
for the home, the farm, the factory and commercial 
industry.” 

What effect did this display have? It aroused curiosity 
and criticism. The curiosity was rewarded. The 
criticism, like most criticism, simply proved that tastes 
differ. Most of the criticism was in effect that the 
window was too crowded. Hauber said that he could not 
display all of the things that he wanted to display, and 
that he could not make his window understandable unless 
he showed at least four of the basic classifications of 
essential hardware. He said that he could not get the 
same effect with less. 

What do you think? What kind of a display can you 
arrange using this idea as a starting point? Try it and 
see, and send HaArpwaArE AGE your photographs for 
criticism and publication. 


Reading matter continued on page 70 
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The “Home Town” Customer 


The Smiths, Browns, Joneses—about every 
family in your town knows him. 


A word from him means a whole lot, especially 
when that word is “Perfect” and the product is 


Screen Wire Cloth. 


Because every home his family visits and every 
family that visits his home usually bring up the 
subject of screens. 


They just can’t help advertising “Perfect”— 
their Windows, Doors and Porches are all screened 
with it. One tells another. 


Keep supplied through your jobber. 





LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 














CORBIN 


Wood Screws 
Drive Screws 
Ceach Screws 
Machine Screws 
Set Screws 

Cap Screws 

Saw Screws 
Thumb Screws 
Hand Rail Screws 


Machine Products 
Steve Bolts 
Tire Bolts 
Agricultural Bolts 
Sink Bolts 
Hanger Bolts 
Machine Screw Nuts 


Semi-Finished Nuts 
Castellated Nats 
S.A.E. Nuts 
Jack Chain 
Plumber’s Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 
Sash Chain 
Escutcheon Pins 
Speedometers 


CORBIN 





Special Automatic Screw 


Stove and Tire Belt Nuts 
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UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 
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Why Not Make 


This Extra Profit? 


Every time you sell a NORTON Door Closer you 
can cash in on two profits. For, instead of selling 
just a door closer, why not sell a door controller— 
a NORTON with a holder arm—to hold doors open 
when that convenience is wanted. 


The NORTON Door Closer with the “hold open” 
feature is only a little higher than the regular closer. 
That “little higher” means more profit to you. And 
better still—there’s a ready market. Everyone knows 
the inconvenience of fussing with the floor stops, 
hooks, wedges and what-not used to hold doors open 
temporarily. 

You offer freedom from this 
nuisance—a door closer and a 
hold open device combined. 
Double duty to the buyer— 
double profit to you. And a 
prospective buyer wherever 
there is a door, or a regular 
NORTON Closer, for these 
holder arms can replace the 
regular arms on any NORTON 
Door Closer. 


Of course, the NORTON 





Here ia a graphic illus- 
tration of the NORTON 
Automatic Friction Holder 
rm. Note the _ holder 
device is at the joint of 
the two closer arms— 
where the atrain is least 
and the action positive. 
Note also the two circu- 
lar surfaces which are 
brought together by the 


Holder Arm is exclusive-—fully 
patented and protected. It 
works by friction—two discs 
binding together—can’t fail— 
can be applied to right or left 
hand doors—and is adjustable 
to hold door at any point. It 
is located at the joint of the 








acrew stud when the door 


ie opened, causing a posi- — ; ' 
he A closer arms—the logical holding 
the door ajar. Point of Spot—where pull is_ lightest, 


holding is governable by : . ; 
nut at base of screw stud. less strain on the spring, posi- 
tive action. 


Make 1927 your big Door Closer year. Take this 
two-profit tip, and sell the holder arm feature 
every time. 4 


NORTON DOOR CLOSER CO. 


2900-18 N.Western Ave.~ Chicago, III. 


The Largest Exclusive Door Closer Manufacturers 
in the World 


There is only One 
GENUINE 
NORTON Door Closer 


























NORTON! 
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Says the Man Behind the Counter 


O you hear any talk of a new hardware store 

starting up in your town? You might think 

that it doesn’t mean anything in your life to have 
one or more new stores start, as long as you give your 
present boss good service. 

And yet, there is only just about so much hardware 
business available in and around your town and if an- 
other store starts, it means one more reaching after that 
business, a further division of the trade. 

What can you do about it? Well, new stores are 
seldom started unless there seems to be an opportunity 
open. One thing that opens an opportunity for a new 
store is poor service in the already existent stores. If 
you are not giving customers satisfaction as a clerk, you 
are helping to put them into a mental attitude favorable 
to a new store. Generally poor service in the stores now 
in operation constitutes an invitation to someone who 
knows enough to start anoiher store and win trade by 
giving better service. Don’t wait until you hear talk of 
another store to get busy making the service so good 
where you are that everyone will be satisfied. 

What is it that determines whether there are too many 
salespeople in a store? Is it consideration of whether 
everybody is busy nearly all the time or not? Is it con- 
sideration of whether there is anyone on the force whom 
the boss does or does not want to let go? Is it con- 
sideration of whether there is money to pay the present 
force or not? 

I think it is none of those considerations, but rather 
the question of whether with the present force each 
salesman can sell enough goods to net the store a profit 
on his sales, after deducting his salary. It is your 
actual selling ability and your actual sales volume that 
should determine whether you are really needed or not. 

If you fail to be properly informed about your goods 
you may find someone getting the laugh on you. 

“TI want to see the Temple edition of Hamlet,” said 
a literary looking customer at a department store book 
counter. 

“What author?” asked the orange tinted salesperson. 

“Sinclair Lewis,” responded the customer sarcastically. 

“Mamie,” bawled the girl across the aisle, “Have we 
got Hamlet by Sinclair Lewis, Temple edition ?”’ 

Small chance of a salesman making a sale when he 
has shown he knew that little about his merchandise. 

Some years ago the following incident was related by 
James D. Adams of the Iver Johnson Company. 

He said that he and a neighbor liked to get out after 
they got home at night and throw a baseball back and 
forth sedately and one day he went into a store to buy 
a ball. The regular salesmen were all busy and he 
grabbed the errand boy and asked him to wait on him. 
“That kid knew more about baseball stuff than Spalding 
himself,” said Mr. Adams. He loved it. He fairly 
hypnotized me. He made me give up $1.50 for a ball 
with some kind of a fancy center, $3 for a first base- 
man’s mit, $1 for a bat like Ty Cobb uses, and I believe 
he would have sold me a uniform if a regular salesman 
had not butted in and stopped the carnage. . . . When 
that kid begins to tell you things about a baseball, you 
believe him—that’s all there is to it.” 

Here are the reasons why one salesman failed: 

Because he was untidy in his appearance. 

Because he lacked tact in handling customers. 

Because he was often late in getting to the store. 

Because he had a conceited and an arrogant manner. 

Because he did not believe in his own proposition. 

Because he disgusted some customers with gross 
flattery. 
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Because he didn’t known the fine points of his mer- 
chandise. 
Because he offended some customers by undue famil- 
iarity. 
Because he couldn’t keep his mouth shut about com- 
petitors. 
x * 


Haven’t you met one of these fellows who declared 
that he was so busy he didn’t know where to turn? He 
was just running around in a circle and doing a little 
here and a little there and getting nothing done. Every- 
thing was at sixes and sevens and his whole establish- 
ment upset. What that fellow needed was to begin 
.somewhere, almost anywhere, and stick right to his job 
and follow right along the line, taking one thing after 
another in order and finishing each before starting some- 
thing else. You can do fifty things in a day and do them 
easily if you go at them systematically. Otherwise you 
may worry yourself sick doing half the number. 


x* * * 


Taffy was a smart chap, 
Taffy was a sage. 
Taffy came to my store 
And stole my HArpware AGE. 


I went to Taffy’s store 
To try to get it back. 
“Nothing doing,” Taffy said. 
“Tt’s the only thing I lack.” 
—Hardware Mother Goose. 


*k ok Ok 


A young man who had been selling goods on a salary 
basis thought he saw an opportunity to go on a com- 
mission basis in another field greatly to his advantage. 
Much against the advice and wishes of friends and 
family he made the change. Finally one Monday morn- 
ing he started out with the new line in a territory 500 
miles from home. At his first call he reeled off what 
he had considered to be the proper line of selling talk 
for the new line. He says: “I received in return the 
most severe drubbing that ever a green salesman took at 
any buyer’s hands. I was all but physically assaulted. 
They slammed me and banged me with argument, and I 
left with my head in a whirl, the most disillusioned young 
man in the United States. 

“IT went direct to my room,” he continued, “and con- 
templated my position. I got rid of the idea that I knew 
anything about what I was trying to sell. For a whole 
week thereafter I stayed in that room night and day, 
leaving only to eat. For three nights I did not even un- 
dress. But I studied my proposition from every angle 
and I learned my lesson so that no one could possibly 
ask me any question I could not answer, or tell me any- 
thing I did not already know better than he.” 

And then that young salesman went back to the buyer 
who had so mercilessly handled him and showed him 
an entirely different attitude and he sold his proposition 
in twenty minutes. So much it means to master abso- 
lutely your proposition before trying to present it to 
customers. 











oors that silen tly 
function on GRIFFIN 
HINGES are an added 
source of comfort and 
satisfaction in any home 





Oita e) 


ERIE, PENNSYLVANIA 
yanch Offices, 


45 WARREN ST. NEW YORK 
74 W. LAKE ST. CHICAGO 
28 BINFORD ST. BOSTON 





71 








72 
Motor Bench Grinder 


The Luther Grinder Manufacturing Co., 
of Milwaukee, Wis., announces the addition 
to its line of an electric motor bench grinder 
for sharpening edge tools of all kinds and 
for polishing and buffing. The grinder 
comes equipped as illustrated. This equip- 
ment includes guards, two Dimo-Grit grind- 





ing wheels, plain work rests, ten feet of cord, 
a two-piece plug for lamp socket connec- 
tion and a toggle switch in the base. A 
sturdy handle mounted on the motor makes 
it easy to move. 

The motor is a full % hp., bronze sleeve 
bearings, 110 volt, 60 cycle A. C., single 
phase, 1750 r.p.m. Other types of motors 
can be supplied if desired. 


Five-Speed Caille Master 
Motor Is Announced 


The Caille Motor Co., 6210 Second Boule- 
vard, Detroit, Mich., is now marketing a 
new five-speed master marine motor. The 
motor, which is rated as 4%4 horsepower, 
develops, under actual test, almost 5 horse- 
power. 

The usual ex- 
clusive five-speed 
features are em- 
bodied in this 
motor, giving it 
the advantages of 
the valuable and 
safe neutral posi- 
tion for starting 
with two variable 
forward speeds 
and reverse speeds. 
A new type carbu- 
reter, made by the 
company, is_ part 
of the standard 
equipment and the 
dual ignition is 
continued in this 
1927 model. 

The motor has a 2!4-inch bore with a 
2-inch stroke, and develops its maximum 
horsepower at an r.p.m. of 2600. With 
the idea of developing a maximum speed 
and easiest starting qualities, exhaustive 
and complete tests have been carried on 
with this motor, and the manufacturer 
claims that, with a light step hydroplane, 
a speed of over 20 miles an hour has al- 
ready been obtained. 

In spite of the maximum power this 
motor develops, it is still conveniently 
light in weight, weighing only 52 pounds 
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complete. A special type racing wheel and 
housing can be furnished for the motor 
if it is to be used for racing purposes. 
The motor, of course, will be built for salt 
water use as well as fresh water. The 
company advises that the new Caille book 
for 1927 will soon be off the press, and 
anyone interested may obtain a copy by 
writing the Caille Motor Co. 


Continental Screen Combination 
Storm and Screen Door 


The Continental Screen Co., manufac- 
turer of screen doors, window screens, 
combination screen and storm doors, etc., 
1323 Book Building, Detroit, Mich., is 
marketing a combination screen and storm 
door with a unique panel-locking device 
which permits the removal of the screen 
panel in less than half a minute when 
cold weather comes, and the quick and 
easy insertion of the storm panel, making 
it a complete and serviceable storm door 
for winter use. 

The screen panel has fourteen-mesh gal- 
vanized wire cloth, while the storm panel 
contains eight lights. The entire combina- 





Panel 





tion door is furnished “in the white” and 
therefore can be painted to match any 
woodwork. 

The firm is also marketing an improved 
metal-frame window ventilator. The ven- 
tilator cloth is securely stretched drum- 
head tight and wedged around a _ heavy 
wire welt into its groove in the metal 
frame. It is then permanently locked into 
place by another die operation, clinching 
the metal frame around the wire and cloth. 


’ Wear is minimized because the two halves 


are so constructed that they cannot rub 
against each other when being extended 
or closed. The strong steel frame is fur- 
ther stiffened by using the wire as a re- 
inforcement for the metal frame. 


Allith Prouty Issues Catalog No. 
87-C on Fire Door Equipment 


The Allith-Prouty Co., hardware manu- 
facturer, Danville, Ill., has announced the 
publication of its catalog No. 87-C, illus- 
trating and describing its line of fire door 
equipment. It contains 185 pages and 
covers and is printed in a very attractive 
form on high quality paper stock. 


Reading matter continued on page 74 
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Falsing “Vise Grip” Pliers 


George Walter Davis, 258 Broadway, 
New York City, is distributing to the trade 
the Falsing line of “Vise Grip” Pliers, 
manufactured by the Falsing Products 
Corp., 107 Worth Street, New York. 

The Falsing Cutting Pliers, illustrated, 
has parallel jaws which grip like a vise 
and hold fast until the applied power is 
released. An open throat allows wire to 
go entirely through the jaws. Another 
feature of this new plier is the inter- 
changeable parts, which enable renewal of 
cutting blades and gripping jaws. 

It is completely nickel plated and made 
in three sizes for use in every trade and 





household: 5-inch, for light work around 
the home, radio, farm, etc.; 6-inch, for 
medium work in office, store or factory, 
and 7-inch, for heavy work. 

Other styles of Falsing Pliers include a 
flat nose in sizes 5, 6 and 7-inch; round 
nose, in size 6-inch, and round belt punch. 

All Falsing Pliers are packed six tools 
in a box. High carbon steel is used in 
the manufacture of the parallel jaws, 
which are hardened at the gripping and 
cutting edges. The handles are entirely 
closed, deeply knurled and shaped to fit 
the hand snugly, thus assuring a comfort- 
able and steady grip. 





Huffman Announces New Line 
of Blow Torches 


The Huffman Manufacturing Co., manu- 
facturer of blow torches, plumbers’ fur- 
naces and industrial gas furnaces, Dayton, 
Ohio, is marketing a line of blow torches 
with a number of vital improvements over 
its former models. 

Outstanding features of the new line in- 
clude a larger burner, so designed as to 





give a greater generating area for the fuel, 
which, according to the company, makes 
for more complete combustion and a hot- 
ter and larger flame; elimination of valve 
trouble through the use of the Huffman 
Square Shoulder Needle construction, de- 
signed to stop the forward motion of the 
needle point at exactly the right place; 
and an improved check valve construction 
of pump unit, in which the check is me- 
chanically guided to its seat, preventing 
the danger and annoyance of leakage. 
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GENUINE 


—PHILADELPHIA 


Genuine “PHILADELPHIA” Tawn Mowers made. This latest model has Improved 
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ee : . ; pag ; Style “A” 

Mowers owe their 58 years’ leadership 10-in. wheels, 65¢-in. cylinder, 4 Vana- All Steel 

to sheer mechanical perfection, and dium Crucible Steel Blades, a train of Practically 
downright cutting ability. gears on one side which drives from both Inde- 

structible. 


But Genuine “PHILADELPHIA” 
Lawn Mowers do more than cut right— 


wheels, self-oiling cups and many other 







features. 
they stand long service. Many owners 


have used their “PHILADELPHIA” from We also make Motor Mowers in both 
20 to 30 years. Walking and Riding types. 


a The Style “A” Improved All-Steel Upon request Dealers will be 
Mower is a worthy companion to the supplied with’ Attractive 
popular “Graham” All-Steel shown. Colored Circulars bearing 

These are the only All-Steel Lawn their name. 


18 Hand — 4 Horse — 3 Motor 


The Philadelphia Lawn Mower Co. & 
31st and CHESTNUT STS., PHILADELPHIA, PA. & 


“The Original People in the Lawn Mower Business Since 1869” 


com Over half a century doing one thing wel] & 
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ai Now — 
_. Shower Bath Doors 
of Zouri Quality 


That Zouri should present this newest of quality bath- 
room fixtures—a handsome shower bath door-patterned 
in extruded brass—is in keeping with the progressive 
standard it has maintained throughout its 15 years in 
the store front field. 
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Careful attention to detail, backed by efficient service, 
has won forZouri an enviable reputation for integrity with 
its original product, a distinct advantage in its new field. 


Corner shower suggestion for either 
Residence, Hotel or A partment. 


The new Zouri bathroom door merits your consideration 
if you want quality and manufacturing co-operation. 


Write for our booklet, ‘‘Shower Suggestions”’ 


Zour D 





Factory and General Offices 
1608 East End Ave., Chicago Heights, III. 
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Style “‘F’’ Fabric for 
erection on Wood 
Poste. Furntshed in 
10 and 20-rod_ golls. 
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Known Everywhere 
—easier to sell! 


Cyclone Fence dealers have the big ad- 
vantage. They sell the fence that 
buyers know and want. 


Big, consistent national advertising has 
made the products of the Cyclone 
Fence Company known the country 
over. It has created a steady, profit- 
able demand for “Red Tag” Fence, 
Gates, Trellis, Flowerbed Border, 
and the famous Catch-All Basket. 

The Cyclone ‘Red Tag” line is easier 
to sell, affords faster turnover, brings 


bigger net profits. Write today for our 
latest catalog. 


CYCLONE FENCE COMPANY 


Factories and Offices: 


Waukegan, Ill. No. Chicago, Ill. Cleveland, Ohio 
Newark, N. J. Forth Worth, Texas 


Pacific Coast Diatributors: 
Standard Fence Co., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, Ore. 


(yclone v«.7 


Reg. U. 8. Pat. Off. 


Ornamental 
Fence.’Gates 











© C.F.Co. 1927 





CYCLONE COPPER-BEARING STEEL ENDURES 
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Hoover Holds Installment Sales 
“Not Alarming” 


Sees No Danger in Gain in Buying on Deferred 
Payments. 


Herbert Hoover, secretary of the Department of Com- 
merce stated orally on Dec. 30 that he sees no danger 
in the volume of installment sales throughout the country. 
The American people have increased their savings (their 
private savings in banks, life insurance, etc.), which, 
the Secretary says, is the best indication he knows that 
the people have not been overspending. 

Apparently 1926 will prove to have been the largest 
year in American history in the amount and proportion 
of savings to the population, the Secretary said. This is 
a sufficient indication that there has not been an ex- 
travagant volume of anticipation in purchases, he said. 
In commenting on comments that installment buying 
had induced overproduction and overbuying, Mr. Hoover 
said that in such matters commentators were dealing 
with things upon which no one has any statistical knowl- 
edge, no accurate method of determination, but that the 
increase in savings was a fixed and determinable 
element. 





Camouflage in the Post Office 


The fact that the Government, unintentionally per- 
haps, has succeeded in disguising the reasonably pros- 
perous commercial branches of the postal service by a 
traditional deficit through an overload of free or less 
than cost “policy” services is disclosed in a report of 
the Postal Service Committee of the Chamber of Com- 
merce of the United States submitted to Congress as a 
basis for demanding revision of the postal rates. 

The Post Office Department is the errand boy for all 
Government departments, agencies and commissions. It 
carries free all the pamphlets sent out by the Department 
of Agriculture, the notices sent out by the Treasury De- 
partment, the voluminous mail sent out by every bureau, 
commission, committee and department comprising, in 
the aggregate, Government business. It pays the Bureau 
of Engravirig for its stamps; it pays the Government 
Printing Office for its printing; it pays every other de- 
partment for what it gets. 

The costs of performing “policy services’—that is, 
services recognized to be in the public interest but un- 
economic from the purely commercial viewpoint, such 
as rural free delivery and the handling of fraternal and 
scientific publications—are charged against it. 

The result is that the ghost of the “deficit’’ hovers 
about the Post Office Department and the perennial 
efforts to lay it by raising postal rates, placing additional 
burdens upon the commercial mail users, have proved in- 
effective. 





Daniel Webster once made what was supposed to be 
an impromptu speech before the Phi Beta Kappa society 
of Harvard and the speech was regarded as a marvelous 
extemporaneous effort. After Webster left, however, 
his “impromptu” speech was found, carefully written 
out, in a book he inadvertently left behind him. It is 
preparation that puts over all the big things in business 
or in professional fields of activity. 
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Barrett Dispenses with Outside 
Salesmen 


(Continued from page 31) 


With these rather deep-seated convictions coupled with 
the idea that the buying public is tired of being bothered 
in its homes by salesmen and would much rather go to 
the stores, Mr. Staehling has discontinued house-to-house 
selling in favor of another plan. 

In his department he handles four major electrical 
appliances — washers, sweepers, ironers and_ radio. 
Through carefully planned and regularly used news- 
paper ads, window displays and circular letters he is 
successful in bringing prospective purchasers into the 
store. [hen the regular store clerks give demonstrations 
and answer questions and will arrange for an additional 
demonstration in the prospect’s home, if necessary, doing 
a family washing or staging a radio entertainment. 
While it may still be a trifle early to make a comparison 
of results, Mr. Staehling states that after sixty days’ 
trial he can at least see no decline in sales volume. 

One decided advantage in his new sales plan, he points 
out, is the fact that the clerks do not specialize on any 
one item as did the outside salesmen, and cites that since 
the change the store salesmen have found three live 
washing machine prospects among the customers to 
whom they had sold radio. Another benefit in the store 
sales plan is that in bringing the customers to the store 
many small pick-up sales are made in other departments 
which swell the total sales volume. 

Mr. Staehling is also of the opinion that to success- 
fully sell the larger electrical appliances, a hardware store 
must use an installment or partial payment plan, either 
being financially able to carry the contracts itself or have 
a connection with some finance. agency. He states that 
in his experience installment buying is growing, until, 
on the more competitive items, a sale depends largely 
upon the size of the down payment required and the 
length of time given on the balance. On electric wash- 
ers, for example, over 80 per cent of the store sales are 
made on the basis of $10 down and $5 per month. On 
the other hand, a radio battery eliminator, on which com- 
petition is not so keen or varied, can be sold at one- 
third down and the balance spread over only six months’ 
time. On this latter article less than 50 per cent of the 
sales are made on the installment plan. 





Big or Little? 


S the telephone a big or a little element in the average 

concern’s business? Is the young lady at the switch- 
board a negligible quantity or is she oftentimes the ar- 
biter of fate? 

Some concerns think the switchboard is a big factor 
but most act as though it were not. 

“Hello!” 

“Smith & Jones’ (she murmurs into the trumpet she 
wears on her chest. ) 

“Mr. Templeton speaking. Let me have Mr. Jones.” 

“Just a minute. He’s busy on another wire just 
now” and silence reigns supreme. 

It happens that Templeton is a valued customer. Jones 
is talking to a jobber, wrangling over a discount. All 
very natural. Only two things are wrong—Templeton 
is hanging onto an instrument that magnifies seconds 
into irritating half-minutes; that’s one thing, and the 
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New Features 
For New Profits 


Sree Fire Extinguisher advertising in 23 
representative magazines of national cir- 
culation is sending customers into the 
stores for 


The IMPROVED 






FIRE 
EXTINGUISHER 
AND 


Gt’ “FIRE 
EXTINGUISHING LIQUID 


Why not cash in on this demand? 


Get your share of Gig Fire Extin- 
guisher business by keeping these 
extinguishers displayed out in front. 


You can make your tie-up with Brew 
Fire Extinguisher national adver- 
tising more effective by putting Aiuz 
Fire Extinguisher dealer helps towork 
for you — a Sew Fire Extinguisher 
display tells its own sales story. 


Geug Fire Extinguisher advertising 
is continually selling the consumer 
—is backing you up. Dealers have always 
made money selling Aa Fire Extinguishers— 
and always will. They are favored for their 
dependability. Their new features mean new 
profits. Every home and automobile owner is 


a prospect. ° 
A Gpeut FIRE 
EXTINGUISHER DISPLAY 
Tells Its Own Sales Story 


A Gene Fire Extinguisher sales representative 
or your Jobber’s salesmen will gladly explain 
how these improvements have made a good 
extinguisher better. 





Order Now Through Your Jobber 


PYRENE MANUFACTURING CO. 
NEWARK, N. J. 
*Fortify for Fire Fighting”’ 
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other is that if Jones actually knew what was going on 
he would cut off his wrangle and get hold of the cus- 
A New and Unusual P r oduct tomer. . . . Or—and here’s the point—if the switch- 
board lady knew her business, as some rare ones do, she 
PL AS } IC WOOD would certainly do more than mumble “just a minute” 
to Templeton and then leave him in dark silence. If 


Jones knew his business he would long before have con- 


Handles like Putty— trived some signal from her to him that would apprise 
Hardens into Wood him whenever a real customer was on the wire. In addi- 
tion to which he would have her schooled generally in 





A new product used in all de- the art of soothing mmpatient callers-up. 

partments of the woodworking Another thing Jones would alter for the better would 
industry—Now being sold to be his own bad practice of saying: “Get Mr. Brown of 
oeuft wan end tomsbtbfen the Brown-King Company for me,” and then, when 
through the Hardware Trade. Brown was got, of letting Brown wait an instant, two 
instants, three instants, while he, Jones, unlimbered suf- 
PLASTIC WOOD can _ be ficiently to take up the phone. Particularly if Brown 
moulded in the fingers. It will were a customer. Those instants might be short to Jones, 
adhere to metal or tile surfaces but to Brown, waiting with receiver to ear, they are of- 
as well as to wood. ‘When fendingly long. Brown doesn’t like any such imperial 

hardened can  be_ whittled, SUBEORS. 
planed, or turned on a lathe. But everything marches smoothly when wise manage- 
Will take paint, stains and ment has put the right person at the switchboard and 
' ‘ trained her well. We have in mind one such case. You 
varnish. call up the concern, give your name, state your wishes 
Householders need PLASTIC —and a voice vibrating with good-will and intelligence 
WOOD for repairing furniture, captures and holds you, with never a moment that you 
fastening casters, and a hundred wonder whether the connection is broken. If your man 
other jobs around the home. es is busy on another line it is not for long; you soon get 
neni atventing & qynating Ge him, somehow. If he is out, someone else is provided 
; for you to talk to. If you don’t want to talk to anyone 
ADDISON-LESLIE COMPANY else, that also is understood and regrets are spoken. Just 
interest, that’s all; sense, politeness, a non-mechanical, 
CANTON, MASS. human way of handling you.. Anybody could do as well 
on aes aes who wanted to and was aided by the management as this 


particular switchboard operator is. 
The concern in question is prospering famously. The 
Sell Them 
by the set 


























president knows where some of the prosperity comes 
from—his switchboard. People compliment him on its 
workings. But most of the ones who compliment him 
still handle their own calls in the usual blunder-bumble 
way.—The Eaglet. 











Small Lot Buying Increases Overhead 


Your editorial from HARDWARE AGE on “Hand-to- 
Mouth Buying” and various comments on it has been on 
the writer’s desk for some time awaiting convenient 
opportunity to go over it. 

This matter of small lot buying has very materially 
increased our overhead expense and we cannot see how 
the same result can be avoided on the part of the job- 
ber, if he pursues this policy too far. 

Mention has been made of this trend in business in- 
creasing prices to everyone, but we, as manufacturers, 
do not feel that it is exactly fair for the buyer of 
legitimately large stocks to suffer on account of this 
habit formed by his competitors. 

We have taken a stand in the matter of broken pack- 
ages at least, and charge packing extra where the cus- 











Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 








It isn’t hard. Every mechanic needs the entire set in his work, and it : 
resolves itself to a question of selling him once or seventeen times. Bring tomers decline to conform to our standard packages. 
out the value of the case, its use in keeping the bits in order and near at . ‘ 
hand, preventing loss, etc. Try it. It seems to us that this is reasonable and lays the 
h t ° * 7 - 
ee ee ead Gam te cut an tae gules amie be expense nearer where it belongs, than in changing the 
at work all the time; no jagged ends; every part of the work is smooth and ice scl lul 
polished. They bore their way through hard, knotty, cross grained wood, price scneduile, 
leaving a smooth hole and clean, polished surface. W ° i td | . f r h 
Let us send you catalogues. Order through your jobber or direct. e experienced some complaints of course, when we 


instituted this procedure, but now, that it is understood 
and that we are only charging our own actual added 
expense on such orders, it seems to be working smoothly. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 
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We cannot. understand, however, how-the purchasers 
can possibly consider -it to their interests to order in 
such small quantities as has been an increasingly preva- 
lent practice for the last two or three years. 

Yours very truly, 


Geo. LANE, Treasurer, 
Lane Brothers Company. 





Make It Snappy 


“Take time to deliberate ; but when the time for action 
arrives, stop thinking and go to it.’ —Andrew Jackson. 


NE of our most popular and useful slang expres- 
sions is: ‘Make it snappy.” Whether or not it 
originated during the World War we do not know. 

However, it savors of army discipline. 

This expression has most of the forceful utility of its 
sister phrase, “Step on the gas,” without the liabilities of 
disrepute which are associated with the latter. “Make 
it snappy” has helped to pile up a great economic saving 
in the world because of the acceleration it has effected ; 
it has won a prominent place in our ever growing slang 
dictionary. 

Without the training and snap of army life and train- 
ing, what a tremendous amount of time and resources 
would have been wasted in the late war. Can you 
imagine a soldier entering the presence of his superior 
officer in anything but a snappy manner, or overstaying 
after he has received his instructions? It just isn’t done 
in the army. He is trained and practiced in making it 
“Snappy.” 

In the industrial army, however, in which we are all 
soldiers, much valuable time is side-tracked every day, 
mostly because we don’t ‘snap into it,’ although the work 
we have to do as soldiers of peace is perhaps as im- 
portant as that of upholding’ the sinews of war. We 
might learn to inject just a dash of army “pep” into 
our daily business and personal relations. 

Whether we are salesmen, clerks, executives or just 
plain folks we could cut down somewhat the overhead of 
time we lose by overstaying the legitimate requirements 
ot many of our daily contacts. 

We all have this tendency. In making friendly calls 
we are prone to stay, and stay, sometimes long after 
we have said we ‘ought to be going,’ keeping our host 
and hostess on their feet while we make a rather 
awkward get-away that does not do justice to us at 
all. We are too human, perhaps, if that is possible. We 
are afraid of being too abrupt and in consequence are 
entirely too lengthy and boresome in many of the things 
we do. We lack the decision so notable in military 
life. 

Therefore, it is not strange that our intimate friends 
should sometimes say to us, “Make it snappy”; it is a 
polite way of telling us. that they want action pure and 
simple. 

Of course, we all want to be friendly and enjoy to 
the fullest the personal association of our fellow soldiers 
in the army of industry. But perhaps we might learn 
to take a little bit less of their time than we often do, 
especially if we see that they are busy. 

So, in our business contacts with our fellow workers, 
it is a safe bet that they will respect us the more, all of 
us can accomplish much more and our Company will 
benefit if we will learn to “Make it Snappy.” In 
accomplishing this, decision, enthusiasm and “snap” will 
be found very good substitutes for the zip and dash 
effected in military life. 
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Original 
and Genuine 


A ee 


Safety 
Attachment 
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MAX SIEVERT 


(Sweden) 


BLOW TORCHES 
and STOVES 


Over 400 Types—The Best by Far 





We also carry a full line of Swedish Quality Hardware 





Order from your jobber to-day, or write. 
SCANDINAVIAN 
WESTERN IMPORTING COMPANY 


509 E. Hennepin Ave. 116 Broad St., N.Y. nt =e. 


Minneapolis, Minn. 
304 Railway Exchange Bldg., Seattle, Wash. 





Clemson Brothers have spent three generations in 
producing the Star Hack Saw Blade and they 
manufacture nothing else but the Hack Saw Blade. 


Let us send you samples 
of this Blade free. 


CLEMSON BROS., INC. 
_ Middletown, N. Y. 
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THE QUALITY LINE 
Burn perfectly in the wind and 
extremely cold weather. They 
are the best Torches to use for 
all indoor or outside work. They 

ive satisfaction, save time and 
uel and always please the user. 


Jobbers supply at factory price. 











Clayton & Lambert 
oc tir Unt ote Mf £- Co. 
6275 Beaubien St., DETROIT, MICH. 
= 








Osborne High Grade Punches 


Belt Punches 
Spring Punches 


Arch Punches 
Revolving Punches 


A varied and attractive line for the Hardware Trade. 


Also: 

sy Workers’, Trimmers’ and Plumbers’ 

The above tools will please your customers, as well as »ur 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 


and Upholsterers’ 


faeturing experience, employ only skilled workmen and use the 
finest quality of materials. 
Try us. 


We stand back of every tool we make. 
Write for Catalog 


Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 











GREEN’S 
Stock Boxes 


4 NEW IMPROVED 


Box 
At Low Cost. Has All the 
Advantages of the More 
ve Fixtures. 


Made in an Assortment 
of Sizes to Fit Every 
Hardware Need. 





Write for NEW Illustrated Price List 


THE GREEN CO., 250 W. 57 St., N. Y. 











DIAMON D*“E” 

















All-Metal Frame 


CLOTH WINDOW VENTILATOR 


These are the original, all-metal, black 
frame window ventilators, filled with 
linen-colored cloth of unusual 
quality and strength. Eight 
popular sizes. 
Retail at 60c. 
to $1.10. 
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Effect of Street Traffic 


(Continued from page 41) 


gested city and town business areas is to drive business 
or rather hold an increasing amount of business in out- 
lying business centers. It is perfectly legitimate for the 
outlying merchant to get this business; but the diversion 
due to these conditions is out of all rightful proportions 
in the majority of cases, taking into consideration the 
higher “overhead” of the man downtown. 


What Often Happens 


One dealer told me that he had time and again seen 
customers for whom he had advertised in the newspapers 
drive up near his door, fail to find a place for his or her 
car, and, after a wild effort to “get in some place,” drive 
on again fully discouraged, giving up the idea of a 
purchase there or any place else. 

A good many dealers report that the greater part of 
their business comes from pedestrians who, they believe, 
are not directly affected by congestion. But these cus- 
tomers to a great extent ride either in buses or in street 
cars, and are subject to many of the inconveniences and 
annoyances of the motorist, though perhaps not to all 
of them. 

“T know,” said one dealer, “that there are any number 
of potential buyers who pass my place on the other side 
of the street who would patronize me if they didn’t fear 
the street crossing or didn’t dislike taking the time neces- 
sary to make a crossing in safety.” 

In any congested urban area these days all citizens are 
affected by an increase in this congestion, whether they 
drive their own cars, employ chauffeurs or ride in public 
conveyances. As such conditions grow worse, their 
problems become more acute and the merchant in the 
high-rent district becomes the greater loser—propor- 
tionately at least. 

He gets the crowds but they can’t get at his goods 
easily; often there is a struggle in which the timid will 
not engage. 

In the next article some practical suggestions to remedy 
these conditions will be offered. 





Why Not a Hardware Style Show? 


OOMMEN’S wear stores have style shows and get 

a lot of business from such shows. So why couldn’t 
hardware stores also put on style shows and boost busi- 
ness thereby ? 

Styles in hardware nowadays are different from what 
they were years ago. Consider hardware for the home 
for instance. Think what an interesting window dis- 
play you could make by showing present-day house hard- 
ware in your show window alongside of house hardware 
of years ago. And consider how interesting you could 
make a comparison of present-day styles in tools with 
the styles in tools of by-gone years. 

Stage a hardware style show in your store. Have 
comparisons in your show window of present-day and 
old-time hardware styles and continue these comparisons 
inside your store. Then invite everyone in the city to 
come and see them. 

This sort of thing would be sure to get a lot of atten- 
tion and would therefore be sure to help your sales. 
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$67,000 Worth of Electrical 


Refrigerators 
(Continued from page 34) 


Hardware Association, immediately started a sales cam- 
paign by advertising in the local papers, tying his store 
up to the national advertising of the manufacturers; bv 
maintaining for at least one week out of each month, 
summer and winter, a window display ; and by installing 
outside the front entrance a skeleton refrigeration 
machine in full operation. In addition a young man was 
hired on a salary and commission basis, whose sole duty 
it was to follow up prospects brought in by the. adver- 
tising and to canvass the city in search of new prospects. 
A good many live possibilities were obtained through 
loaning machines to some of the exhibitors at a food 
show held in the city last winter—a form of advertising 
that cost practically nothing. 

As a result of this continued and aggressive campaign 
43 machines were sold up to Jan. 1 of this year and 
another 125 machines between January and July or a 
total of 168 in 14 months. The average amount of each 
sale was $400. Ten to twelve machines of the various 
sizes are carried in stock during the summer months 
with eight as a fair average the year around. 

It is only natural to suppose that with this volume of 
business on an article selling at a relatively high price 
that a considerable amount of the sales are made on the 
partial payment plan. Mr. Van Nattan, however, has 
worked out a common-sense way of handling such sales 
which has been highly successful. In the first place he 
does not enter into an installment sales contract until 
he has assured himself of the purchaser’s financial re- 
sponsibility. Then a down payment of from a fourth 
to a third of the purchase price, according to the rating 
of the individual, is demanded and the balance split into 
equal monthly payments covering one year’s time. State- 
ments of the installment due are mailed to the purchaser 
at the first of each month and so far the firm has not 
had the experience of a single payment being missed or 
even late. 





European Trade Picks Up 


Although Europe still lags far behind her previous 
position as an American market some reason for en- 
couragement from recent events is afforded by a survey 
of export trade of the United States during the first three 
quarters of the year 1926 made by the Department of 
Foreign Commerce of the Chamber of Commerce of the 
United States, the results of which are summarized in 
“Our World Trade.” 

“Our export trade with Europe,” the Department 
concludes, “shows improvement. The decline in our 
shipments to that continent for the nine months of 1926 
amounted to $258,612,000 as compared with a loss of 
$269,873,000 shown by the figures for the first half of 
the year. Exports to five other grand divisions showed 
the following substantial gains: Asia, $75,250,000, or 
24 per cent ; South America, $31,318,000, or 11 per cent ; 
North America, $30,309,000, or 4 per cent; Oceania, 
$17,624,000, or 13 per cent; and Africa, $10,428,000 
or 16 per cent.” 

Most of the larger European markets showed im- 
provement for the third quarter, although continuing to 
show declines for the year to date. Five minor European 
markets increased their purchases: Irish Free State, 


Portugal, Rumania, Czechoslovakia and Austria. Exports 
to the Irish Free ‘State more than doubled, 
$6,739,000, or 137 per cent. 


increasing 
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Fully Guaranteed. Easily ap- 
plied. Accurate adjustments 
by side screw and lever. Most 
powerful check on mar- 
ket, size for size. Lower 
in price. Fine bronze 
finish. All sizes for all 
doors. Dealers wanted. 
Ask your dealer about 
the B.K.S. or write 
direct. 

United Hardware & Tool Corp. 


74-76 Reade Street 
NEW YORK CITY 








DIAMOND 
WRENCHES 


Drop Forged from 


High-Grade 
Steel. 


Tool 
Scientifically 


hardened and drawn 
in oil. 


Jaws like a 
cold chisel. The 
most complete line 
of adjustable 
wrenches made. 

The Diamond Cylinder Head Wrench is especially adapted for 


garage service. A combined Cylinder Head, Spark Plug, and 
Tire Rim Wrench, of very unusual quality. 





Write for complete catalog. 


DIAMOND CALK HORSESHOE CO. 
4622 Grand Ave., Duluth, Minn. 














Our new line of Combination Squares and Levels are 

live sellers because they meet customers’ requirements 

to the letter. Accurately marked and easy to read. 
Write for Booklet. 


A\MERICAN Rule Mfg. Co. 


486 Johnson Ave., Brooklyn, N. Y. 











R. MURPHY’S 












NS STAY SHARP 
“S PAPER HANGERS 
| KNIFE 
The best crucible stee) 


and Murphy’ 8 craftsman- 
ship has kept “Stay Sharp” 
knives in the lead for over 
seventy-six years. 


Send for Catalogue 


Robert Murphy’s Sons Co. 


Ayer Established 1850 Mass. 
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Doctor—“I can’t cure your husband of talking in his sleep.” 
Wife—“But can’t you give him something to make him talk 


more distinctly ?” 


A Mr. Hops and a Miss Ginn were re- 
cently married in Missouri. May many a 
little rickey cluster around their happy 
home. 





“Surely, Miranda, you’re not going to 
marry again when the Lord just took 
Smith. 

“Yes, I shuah am,” replied 
“As long as the Lawd takes ’em, 
1."—The Messenger. 


Miranda. 
so will 


“Her rich uncle cut her off with prac- 
tically nothing.” 
“Ah, a sort of bobbed heiress.” 





Proud Father—“I understand, son, your 


school now boasts of a glee club.” 
The Son—“‘No, sir, we don’t boast of it.” 





Kind Lady—‘So, my good man, you are 
in straitened circumstances ?” 

Man Who Has Seen Better Days— 
“Straightened! Madame, if I was twins, 
I’d be parallel.” 


Hostess—“I have heard that you were 
an excellent musician. I am so disappoint- 
ed—I had hoped to see you come in with 
an instrument under your arm. What in- 
strument do you play?” 

Guest — “The piano.” 
Pointer. 


—West Point 





Blink (sadly )}—‘“‘Well, Hattie has broken 
our engagement. I guess I’m done for.” 
Blank—“For just how much?” 





“Have you heard this new jazz version 
of the funeral march of Chopin?” 

“No—but I suppose it’s called ‘Hearses, 
Hearses, Hearses.’ ” 





What a huge joke it would be on this 
country if the Queen of Rumania turned 
out to be Lon Chaney! 


te i. 


iy « 





“I never knew Jones had twins.” 
“My dear! He married a telephone girl 


and she gave him the wrong number.” 


Giff—“Why- don’t you brush your clothes ? 
You're all spattered with mud.” 

Gaff (proudly)—‘‘Never! That mud is 
from Queen Marie’s car!” 


—_— 


and Alexander were en- 
“T just love to see you 


When Edith 
gaged, she said: 
smoke that pipe!” 

When Edith and Alexander were mar- 
ried, she said: “I’d just like to see you 
smoke that pipe!” 


—-—-—-- -- 


Gus Patrick Johnson, a sparkling eyed 
colored boy, was quite hilarious one morn- 
ing at school. Miss Worley, on question- 
ing the youngster, received this reply: 
“Why, we-all had a big time at our house 
last night.” 

“What were you doing? 
Worley. 

“We wuz a-knockin’ off de plasterin’. 
We’s goin’ to move.”’—I/ndianapolis News. 


” inquired Miss 


Visiting Schoolma’am—‘“Greenwich Vil- 
lage isn’t ‘Hell’s Kitchen,’ is it?” 


Policeman—“No, lady—only  Hell’s 
Kitchenette.” ' 
Mussolini—“I_ see by this morning’s. 


paper that there is no water on Mars.” 
Briand—‘‘Zat so. It’s getting almost as 
bad as America.”—Carnegie Puppet. 


“My wife finally got rid of her nasty 
temper.” 

“How ?” 

“She stamped her foot one day while 
ice skating.” 


Old Man—‘When did the first street car 
start running here?” 

Young Man—‘“‘Aug. 3, 1863.” 

“IT just wanted to be sure. I’m waiting 
for it.” 


Boss—“Do you know that you have been 
late three mornings this week ?” 

Office Boy—“No, sir. I ain’t one of 
these guys-who- watches the clock.” 





Angry Motorist—“Some of you pedes- 
trians walk along just as if you owned the 
streets.” 

Irate Pedestrian—‘Yes, and some of you 
motorists drive around just as if you 
owned the car!” 





Bellhop (to newly ushered-in guest )— 
“Anything I can do for you?” 

The Wise Guy—‘No, thanks—I’ve got 
some in my suitcase.” 


Definition of a Bank—A place where the 
officers meet every morning to make up 
foursomes. 


Grandpa—“Well, was Santa Claus good 
to you?” 

The Child—"Grandpa, you're becoming 
positively childish.” 


The Mayor of Chicago says the boot- 
leggers have all been put outside the city 
limits. Their lives are too precious to be 
risked. 


“Mr. Wampus, I fear you are ignoring 
our efficiency system.” 

“Maybe so, Mr, Gump,” responded the 
clerk addressed, “but somebody has to get 
the work done.” 





“Should evening dresses ever be worn 
to bridge parties?” 

“No. In playing cards it is only neces- 
sary to show your hand.” 


r 
yl 


“T’ve brought back that second-hand car 
I bought.” 

“What’s the matter, parson, can’t you 
run it?” 


“Not and stay in the ministry.” Me 


Mother—‘“Here’s a letter from our boy: 
at last.” 

Father—“Has he got a job yet?” ) 

Mother—"Yes, he’s washing dishes in a: 
restaurant.” . 

Father—“That’s good. . He told us he: 


was gonna clean up a million.” 
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D Hangers Overhead Carriers 
"arte Eines Garage Door Hardware Rolling Ladders 


Allith-Prouty 


Of course, if you want 
to risk your neck playing 
human fly up the shelv- 
ing; risk your customers’ 
good will while you drag 
in the old step ladder; 
risk lost sales while you 
hunt around for the grappling hook— 
that’s your business. There’s nothing 
to stop you. 


Other fellows, though, are sliding 
along to faster sales and bigger profits 
on Reliable Rolling Ladders-—those 
good looking, long lasting store fix- 
tures you can find in better business 
houses all over this grand old U.S.A. 


They cost so little and earn so much 
we often wonder why every store isn’t 
“Reliable-y” equipped. 


Costs nothing to find out how good 
they are. Write for catalog that tells 
how they are made, what they do, how 
fair they are priced. 


Allith-Prouty Company 
Danville 


Illinois 
Manufacturers of 
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Fire Door Hardware 














There is a Retail Dealer Near 
You, Using Warren Fixtures! 


In considering store fixtures, you may be confused with 
a mass of details, designs, construction methods and 
special features which you can neither see nor picture. 
To judge Warren Fixtures, visit and talk with a retail 
dealer near you, who has had experience. 


There you can see the correct principles of design, the 
built in quality, and the many practical features you'll 
use daily; note the smoothness of operation; hear the 
favorable comments of the owner; and see how cus- 
tomers practically sell and wait upon themselves. These 
are things you can see, feel, and hear about. 


Warren Sectional Store Fixtures 


Warren Fixtures are designed and built for the retail 
hardware trade to increase their sales and lower over- 
head. All merchandise instantly accessible, easily han- 
dled, quickly located, and readily replenished—more 
merchandise can be sold in a given space, with fewer 
clerks, and in less time, with less stock and less de- 
preciation. 


There’s a retail dealer near you who will be glad to 
tell you these things. Let us send you his name that 
you may learn first hand the effect of Warren Fixtures 
on turnover. 


Catalog of Warren Fixtures, Display Tables, and other 
Hardware Store Furniture—with prices—sent upon request. 


J.D. WARREN MFG. COMPANY 
159 No. State Street 


Chicago, Illinois 
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When Protection Is What Your 


Customer Wants—Eagle Lock 
No. 4529 Is the Lock to Sell 
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No. 4529 
(Illustrated ) 








No. 4529 is not merely a padlock, but a real protec- 
tion. It is an especially high grade lock—seamless, 
wrought steel case, brass mechanism. 


Case is Rustless—Black finish—2” in width. 
No. 4527, same padlock, but 14%” in width. 


Priced for a substantial mark-up. 


The Eagle Quality Line 
Night Latches Front Door Sets 
Cabinet Locks Store Door Sets 
Trunk Locks Padlocks 
Wood Screws 


Eagle Lock Co. 


General Sales Office 
meeveewern 26 Warren St. New York saeo<es avon 
Branches—521 Commerce St., Philadelphia, Pa. 

177-179 N. Franklin St., Chicago, Ill. 


114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 
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Turner, Day & Woolworth Handle Co. 


INCORPORATED 


LOUISVILLE, KENTUCKY 


as 
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—for your Spring Trade 











It’s time to check up your stock of Donley Alsteel 
Hose Reels and Donley Screen Door Guards, and 
place your order now for Spring Delivery. 


Donley Alsteel Hose Reels 


All steel in construction with specially corrugated steel 
winding drum. Made in two sizes to meet your trade de- 
mands. Capacity 75 feet and 100 feet of 34” hose for No. 
2 and No. 10 reels respectively. Attractive green enamel 
finish, convenient to use and popularly priced. 








Donley Screen Door Guards 


Every home and store a prospect for two or more sets. Prevents bulging, 
sagging screens. Installed in five minutes. Made in 26, 28, 30, 32 and 36” 
sizes. Retail at 75c to $1.00 per set of three guards. 


The majority of leading jobbers everywhere handle Donley Products. If by chance 
your jobber cannot supply your needs, write us direct. 


THE DONLEY MANUFACTURING COMPANY 
10585 Quincy Avenue, Cleveland, Ohio 


























S1 eee ELECTRIC 
Cooking Devices, 


A Line That Is 
Profitable to Push 


Standard Electric Cooking Ap- 
pliances take care of all require- 
ments of the restaurant and 
homeowner. Let us send you 
Catalog No. 15. It tells why 
The Standard Line is a profit- 
able one to handle. 

















The Standard Electric Stove Co. 
Toledo, Ohio 
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e line of Office Equipment 


Allsteel Shelving for 
Hardware Stocks 


IGHT, strong, fire-resistant— quickly 
erected or re-erected without special tools 
—and giving 10 to 30% greater storage space. 


Seeee 


To fit growing needs, additional units may be 
added later—or the entire installation moved 
and re-erected elsewhere. 


Allsteel Shelving makes the finding and placing 
of hardware stock remarkably easy. It gives 
better display for your merchandise, too. The 
Allsteel mark on the shelving you buy is a guaran- 
tee that you’ve made a permanent investment. 


Write for a copy of ‘‘Saving with Shelving’’ 
THE GENERAL FIREPROOFING CO. 


Youngstown, Ohio 
Dealers Everywhere - Canadian Plant: Toronto, Ontario 
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 meromnesecees Attach this coupon to your firm letterhead **"****2*"G 
' The General Fireproofing Co., Youngstown, Ohio (H.A.) 7 
. Please send me without obligation a copy of your book “Saving with a 
] Shelving.” s 
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It is’easier to 
sell goods with a 
reputation for 
quality and de- 
pendability— 
easier to get 
volume of sales. 
















To take care of the 
increased demand for 
Acme _ hand-operated 
Sprayers, Dusters and 
Planters, a new 140- 
foot, two-story addi- 
tion was made to our 






























— factory which was al- 
— ready the largest in 
— , tary 

:= the world manufac- 
2 turing hand sprayers 
— and planters exclu- 
+ — sively. Equipped with 
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the most modern ma- 
chinery, this new ad- 
dition doubles our ca- 
pacity—makes _possi- 
ble better tools at 
lower cost. 


Increased Profits 


You will find it a distinct advantage to stock ACME 
Sprayers, Atomizers, Dusters, Hand Corn and Potato 
Planters. Buy the complete line from one house—sell them 
on our money-back plan: “Ifitisn’t all right, bring it back.” 
Our national advertising and effective dealer helps are addi- 
tional aids toward increasing your sales. 

Insist on ACME tools. Sold by reliable jobbers 
everywhere. Write for our new complete catalog. 


Potato Implement Co. 


Dept. 11 
Traverse City, 


Mich. 
























TRADE MARK 


ACME 


REGISTERED 
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Use Reed and Prince 
wood screws, ma- 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 
Sheradized or hot 
galvanized. Also 
stove bolts, sink 
bolts, hanger bolts, 
nuts, rivets, burrs 


and specialties. 


Millions of product 
—gone standard for 
accuracy ana quality. 
REED & PRINCE MFG.CO. 


WORCESTER, MASS..U.S.A. 
WESTERN BRANCH ar CHICAGO-12] NORTH JEFFERSON ST. 
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SHAKEPROOF ©: 


LETTER | 

Lock Washer Company (| ~°:'\*| 

HERE 

2501 North Keeler Avenue 
CHICAGO 


Return Postage Guaranteed 

















PRODUCTION MANAGER 
Midwest Mfg. Co. 
Chicago, Ill. 


eS. 2:.¢C 


Type 11 Type 15 Type 12 


Countersunk 


External Internal 








Type 20 
Locking Wire Terminal 


SIZES UP TO 1% INCHES | 





BMBH ZOViISOd 129uVd 














This Little Bag Will Solve Your Lock 
Washer Problems 


It contains free samples of the only lock washer which 
is absolutely shake proof, tangle proof, spread proof. 

Write us today; state size of work where test will be 
made; and free washers mailed you will open a new road 
to savings and better production. (Sizes are up to 1%”). 


Shakeproof Lock Washer Company 
2505 North Keeler Avenue Chicago, Illinois 
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T’S usually a dangerous road to take. It gen- 
erally means letting a customer go with a lower 
grade of goods for less money. 


Don't do it. A moment will suffice to show him 
that a COES Wrench will outlast two or three 
wrenches of the cheaper variety and return the 
cost to him over and over again in long years of 
service. 


Most Jobbers carry all patterns of COES wrenches. 


Coes Wrench Co. 





Our Pr. Worcester “In business since 1841” Mass. 
Sal Buyels Selling Agents: 

@tal J. C. McCARTY & CO..................29 Murray Street, New York 

JOHN H. GRAHAM &CO............113 Chambers Street, New York 

yi... = @& , > 8 Rue de Rocroy, Paris, France 
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POOR SOSRERS ESSENSE SESSESRSSEESSSSESSSSASSSER ESSE SEEESESSSEseseey 















Buy spruce ladders and step ladders. 
Don’t buy cheap ladders and step ladders. 
You buy accidents. 

They cost you money to settle. 


Send us your order and we will ship and give 
you spring dating, guarantee you against 
decline. 
















Send for latest price sheet 


W.W. BABCOCK C9, Bath, NY. 
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Screen Doors and Window 


COMBINATION SCREEN and STORM DOORS 
CLOTH WINDOW VENTILATORS 


Cee 


4 


The reputation of the Continental Screen Company has not only been 

built on the QUALITY of its screen doors and window screens, but on 
the SERVICE with which it backs up this quality 

Selling a known, established, quality line—a line backed by more than_a quarter 


= of a century of service to the hardware jobber and dealer, makes sales easier and 
gives the dealer confidence in the jobber who sells him these goods. 


CONTINENTAL JOBBERS IN ALL CITIES. 
CONTINENTAL DISTRIBUTION CARS TO 602 TOWNS 


CONTINENTAL SCREEN CO., Detroit, Mich. 


Screens 


—— 
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MYERS 













THE FE. M YERS & BRO.co. 


ASHLAND | SUMP AND HAY TOOL WORKS 


OUTSTANDING FEATURES 
we LY NAL BD os 
CONSTRUCTION 





ERE are worthwhile features which make it easy 

to sell Myers Pumps. Features, which have stood 
the test of time by demonstrating in almost countless 
installations under actual service conditions that they 
actually save labor, increase capacity and add many 
years to the life of the pump itself. 

No wonder, then, that Myers Well, House and Cistern 
Pumps with the famous Myers Glass Valve Seat and the 
Easy Operating Rolling Motion Cog Gear Head continue 
to be the best of sellers from year to year. In the lan- 
guage of the pump expert, they are designed for maxi- 
mum pumping service with a minimum of pumping 
labor, and to last years longer than ordinary pumps. 

The number of responsible dealers selling Myers 
Pumps expresses better than we possibly could, the 
qualities responsible for the widespread dependency on 
Myers Pumps by those who are discriminating. 

Your best assurance for bigger and 
more profitable pump business during 






















1927 is to sell Myers Pumps. We are 
ready to mail catalog and quote. 





HLAND, OHIO. 


(MAY | Toots & Toor nancens) 
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CUT 
TACKS 


Baur Tacks with their sharp points 
do more than drive easily and hold 
securely—they return full value be- 
cause of their durability. 





If you would see what Quality can 
be put into little things like Tacks 
—Send for Samples. 


BAUR TACK CO. 


1419 Standard Ave. 
INDIANAPOLIS, IND. 


Manufacturers of a complete line 
of high quality Double 
Tacks, Staples and Clout Nails. 


[Paes | 

















Life of a Lawn— 
The New 


SHERMAN DIAMOND 
HOSE NOZZLE 


A perfect attachment made of 
heavy wrought brass for cov- 
ering more ground in_ less 
time. It throws more water 
farther —thus shortening the 
important hours of lawn and 
garden sprinkling. A _ larger 


For the 


nozzle with a larger stream and 
Water-tight 


a volume spray. 
shut-off. 





34” Size 
Only 


Diamond Nozzle »S 


Order a dozen 
in display c arton featuring ‘“‘Per- 


fect Spray” from your Jobber. 
Individually wrapped in tarnish- 
proot paper. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 
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G.E WRIGHT STEEL & WIRE Co. 


Worcester, Mass. 











KIMBALL 
LIGHT ELECTRIC 
ELEVATORS 


These Elevators are quickly and easily installed 
in your building. They are easy to operate and 
give as fine a service as elevators costing many 
times as much. 
They are built in several capacities, ranging from 
1,000 to 3,000 Ibs. 
_ Kimball makes more light electrics than any other 
‘one type. These machines have given satisfaction 
wherever electric elevators are used. 

There is a Kimball Elevator built for every pu 

ALL ELEVAT 


OR CO. 


Council Bluffs, lowa 
















1117-41 ninth st. 


Kimball Elevators 
A Step Ahead--- 
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Sell the Best 
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© For Hard-wear 
For more than 50 years 
Ke) {aoe Bommer Spring Hinges have 
maintained their leadership and 
ce) proven their superiority over all 
re) | others. 














SJ ——_— They have kept pace with the 

G 6 times, because they have been 
| kept up with the times’ whenever 

improvement was possible. 


BOMMER 


SPRING HINGES 


ARE THE BEST 


Replenish your stock with Bommer. 





They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
made. 

Your Jobber handles them. 


Send for New Catalog 47. It is a 
big help in ordering. 











Bommer Spring Hinge Company 
BROOKLYN, N. Y. 





Manufacturers 





HARDWARE AGE 89 


Joultry Supplies 























Round Feeders in 
Galv. Bright Tin and 
Enameled 


Star Fount 
Fits Mason Jars 





=0DD0D00) 


=. 


Eclipse Feeders, Galvanized and Bright Tin 


The Big Baby Chick Season 


will soon be here with its lively demand for poultry 
equipment. 


“Moe’s Line” is a standard, complete and popular 
priced line, helps the poultry raiser to save time, 
labor and feed, and will make satisfied, repeat cus- 
tomers for you. 


Write for latest catalog and prices. 


HoEFT & COMPANY 


2305 Davis St. North Chicago, IIl. 














No Nails—No Bolts 
No Rivets—No Slots 


These things which 
weaken a step ladder 
and cause trouble and 
accidents are left out 


of the 


Trade-Mark 
Super-Strong 


Step Ladder 


What is NOT there can- 
not go wrong. In their 
place we use a Patented 
Steel Step Support which 
firmly trusses the ladder, 
holds each step securely 
and insures SAFETY 
with the strongest con- 
struction known. 


A demonstration closes 
the sale. 





Send for Catalog and Since 4 to 12 Fe. 
Prices. Special Sizes 14 to 20 Ft. 


Also manufacturers of all types of ladders for farm and house- 
hold and special scaffolding for contractors and decorators 


The Superior Ladder Company 


516 East Madison St., (Lincoln Highway) 
GOSHEN, INDIANA 


Agents wanted on commission who handle allied line 




















Tackle 


Boxes 


A 300% Better Tackle Box, at the 
Old Price! 


Water-Tight and Indestructible. 

New Brass-Plated Locks and Hold- 
Down Clamps. 

Permanently finished in Olive Drab 
—The Natural Fishing Color! 

Designed to Please Fishermen—and 


Do! 
A Real Catch for Any Jobber!!! 


Stratton & Terstegge Co. 


Incorporated 


Louisville Kentucky 
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Copper and Bronze 
FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 








SPARGO WIRE CoO. 


ROME, N. Y. 
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KEYSTONE 


Rust-Resistino Copper Steel 


Sheets 


AND ROOFING TIN PLATES 


Highest quality products, which offer maxi- 
mum endurance and resis/ance to rust. We 
manufacture acomplete line of Steel Sheets 
and Tin Plates adapted to every purpose. 


Black Sheets and Special Sheets 

Apollo Best Bloom Galvanized Sheets 

; Apollo-Keystone Galvanized Sheets 
Galvanized Culvert, Flame and Tank Stock 
Formed Roofing and Siding Products 

Tin and Terne Plates, Black Plate, Etc. 


Amesicen Sheet and Tin Plate Compan ny 


General Offices: Frick Building, Pittsburgh, Pa. 
=== District SALES OFFicEes 
Chic ago Cine senets Denver Detroit a Oeteane New York 
Philadelphia Pittsburgh St. 
Pacific Coast Representatives: UNITED STATES STEEL caning TS Co., San Francisco 
Los Angeles Portland Seattle 
Export Representatives: UNITED STATES STEEL PRODUCTS COMPANY, New York City 
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Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every sales manager shouid 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the Seventh Edition. 


Hardware Wholesalers find Verified List of great value in 
‘“‘ohecking’’ their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 


























This Metal 
Counter Cabinet 


““L” Metal 










Customers 
fvatenhie 


J 4 Preussel il Jennin 


by: 






f8.Co. | 


Se 


finished in brown 
with gold lettering, 
contains 


40 - 10c pkts. 
Moore Push-Pins 


(Glass Heads—Steel Points) 


and 110-10c pkts. 





vy at “‘pusn-pins 
Wo Peon om LESS ARG ERS 


Moore Push-less Hangers 
(Scientifically Constructed for Strength) 
Advertised for 26 years 
Used in “Nearly Every Home” 
List $15 Dealers $10 
Moore Push-Pin Co. 
(Wayne Junction) 
Philadelphia, Pa. 


| Send for illustrated folder 
Price List and discounts. 
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entirely 
Clothes 
wringers. 


absolute 
curely ; 





satisfact Ty— 
\Wringers keep right on outselling all other 


Ball Bearings 
Rolls insure long 
safety ; 


service ; 

Hold Fast Clamps once 
every part of every wringer made the best we know 
how and there’s years of 
Brand Clothes Wringer. 


LOVELL MANUFACTURING Co. 


Best Selling Clothes Wringer Made 


Brana 
clothes 


that’s the reason dnchor 


easy turning; Best quality Rubber 
Safety Cog Wheel Shields insure 
tightened hold se- 
Anchor 


“know how’ back of every 


Erigz, PA. 


World’s Largest Manufacturers of Clothes Wringers 














The “A al 
Reversible Beveled Side Plates 


it t ty a 


Wh | i Ki ney a 








TYPE 3001 


The reversible side plates supplied with this 
hinge may be applied to either side of the door. 
In many instances this feature permits using stock 
goods when a combination of finishes is required. 


Other important features of the Ajax are Ball- 
Bearings, Adjustable Tension and Alignment device. 
The Alignment device is a practical and efficient 
adjustment controlled by a single screw which is 
conveniently located and easily accessible. 


Send for Catalog No. A 42 


~(CHICAGO)— 
SPRING HINGES 


Look for the Trade Mark 








Chicago Spring Hinge Company. 


NEW YORK 
U. S.A. 


CHICAGO 














Veeriess Honeycomb Radiators for Ford Cars. 
For all models from 1917 to 1926. inelusive. 
The leading Ford replacement radiator. Espe- 
cially good for trucks. More cooling area and 


higger water capacity. Don't boil: won’t freeze 


and burst. 
N° other line of Ford replacements 
4 N enjoys the popularity of the Peerless 
line. Highest quality at popular prices 
have made them leaders 1n this field. 
Ask your jobber or write direct 


The CORCORAN Mfg. Co. 


4903 Section Ave., Cincinnati, O 





PRODUCTS 


FOR FORD CARS 


1926 Pessenaee Car Fenders and No. 7 Commerc al Fenders for Model 
Chassis When Converted Into Truck, Now Ready. 


T 























In a Close Corner or 
on Ordinary Work— 


The Bemis & Call Improved Adjustable “S” Wrench has 
the knack of getting around parts in confined places as 
well as providing the mechanic and layman with a gen- 
eral purpose tool. 


It is THE automobile wrench. Strongly constructed and 
easy to adjust with thumb of the hand holding it. 


A high quality B. & C. guaranteed product. Graceful in 
—— carefully hardened and tempered. Write for 


BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 





THE STANDARD 
“S” WRENCH 
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LAMSON 


Stainproof 


Table Forks 


Once you show your customers 
these beautiful Stainproof Forks 
and other Lamson Stainproof Cut- 
lery they will never want any other 
kind. 
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No stain, no rust, no scouring or 
polishing. No plating to wear off. 
No trouble of any sort if they are 
Lamson Quality Stainproof Cutlery 
—the ideal gift for Weddings, En- 
gagements, Birthdays or Holidays. 


Your Jobber will supply you. 


LAMSON & 
GOODNOW MFG. CO. 
Shelburne Falls, Mass., U. S. A. 


New York Office—36 Warren St. 








Chicago, 1732 Republic Bldg. 
San Francisco, Wells Fargo Bldg. 


Boston, 7 Water St. 
St. Louis, Victoria Bldg. 














EasytoSELL -EasytoUSE 


Speco Soldering Paste acts quickly, 
makes the solder stick to the work 
and never corrodes the material. 


is used successfully for Electrical 
work and for All 





and Radio 
General Soldering. A little goes 
far—hence its economy. Customers stick to Speco, 


because Speco is easy to use and sticks to the work. Put 
up very attractively. Send for Prices. 


Special Chemicals Co. 





Waukegan, Iil. 
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The ACew Design 


WHITE MOUNTAIN 


Triple Motion Freezer 
7 SEND YOUR ORDER NOW 
for the 


| BEST KNOWN FREEZER 


Backed by half a century of success. 


THE WHITE MOUNTAIN FREEZER CO., Inc. 


NASHUA, NEW HAMPSHIRE 
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provide adequate st 
shell pe make it nome Sh and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 


f i 


= se 





H Deep tread steps, full length hand rubber tires, 

i ~ overhead track system, firm construction t 

I eliminate vibration and noise and produce a ladder 

| of ample strength for safety, convenience and ’ 

| efficiency One style only—neat of design— at 

jf attractively finished —any height— 

| t/) easily installed—meets most ’ » wd 
on request. ALAND. 


Tine |) 
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SAMSON CORDAGE WORKS 


MANUFACTURERS OF - SASH CORD, CLOTHES 
BRAIDED CORDAGE ¢ SS 


» LINES, SMALL LINES 
AND COTTON TWINES ETC. Sew ur LMALOG 
BosTON 


MASS. 























CAPITOL stosnenncrine 


The handiest of all lawn 
tools. Makes a lawn look 
neat, well cared for. 


It’s easy to trim and edge 
with the Capitol. 


That’s why the demand has 
increased from year to year. 


Granite State 
Mowing Machine Company 


HINSDALE N. H 


RESULTS COUNT! 


December 7, 1926 


Dear Sir: 


Your recent letter received and will say that 
your little article is true. We purchased the : 
businessof X X X_ on November 16th. 


We are carrying a stock of about $15,000 | 
, and have already added several new iines which 


the old firm did not handle. 


Our stationery is not ready yet so kindly 
excuse this letter form. 


I am sure it would interest you to know 
our purchase was brought about by an ad in 
the ‘‘Hardware Age. 


Yours truly, 


Blank Hdwe. Co. 
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BALL BEARING 


LAWN MOWERS 














Manufactured 
in several 
sizes and 
models. 
Made to sell and made to give lasting 
satisfaction. The knives are made of tem- 


pered steel. Bearings are dust proof with 
patent ball retainers. Attractively finished. 


Sold through regular trade channels 


Manufactured by 


E. C. STEARNS & CO., SYRACUSE, N. Y. 
Makers of good hardware since 1864 
Lock Fast Gates, Saw Vises, Clamps, Saw Sets, etc. 


Sales Representatives 
Voorhees & Co., 417 Market St., 
Troy, 150-152 Chambers St., 


Canadian Representative 
George J. B. Ramsden, St. Thomas, 


TIITIITIIAUIATIEUIITIIUIITTItIID 
Wicotwer( &popular ~ 
radio plier 


Crescent 

Our No. 654 Long Nose Side 
Cutting Pliers are an _ ideal 
tool for radio or electrical 
workers. Three of the six-inch 
size and three of the seven-inch 
size are mounted on display 
board No. DB12 which is sold 
to dealers for the price of the 
tools alone—no charge for the 
board. 


San Francisco. 
New York. 


7. a 
Thomas A. 


Ontario. 






















CRESCENT TOOL COMPANY 


204 Harrison St., Jamestown, N. Y. 
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and Smith & Hert r 
Drop-lorge 


rway 
Jols 
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No. 202 
Real 


for Homes and Dealers 


Protection 





You sell complete security when you sell this 
ILCO No. 202—and you secure a satisfied cus- 
tomer who will help you sell the whole ILCO line. 
Most front doors have glass panels that can be 
removed by an expert yegg, and the inside 
turned. 

Turning the key in this ILCO model once 
dead-locks both the bolt and the 
Send for new catalog No. 7. 


di) INDEPENDENT IJOCKCO,@®> 


easily 
knob 


backwards 
inside knob. 





FITCHBURG, MASSACHUSETTS 
Branches 
New York City, Philadelphia, Chicago, Detroit, 
San Francisco and Los Angeles 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass Knob 


Sets, Key Blanks, Auto Switch Keys and Hardware Specialties. 








Show More, Sell More! 





Carrick Hardware Co. are increasing their sales by using Heller Equipment 


Take the pictures out of the mail order catalog and 
they won’t do any business. 

Your display of the original article is more appeal- 
ing than any picture that may be had. 

A Heller man can show you how to get an increase 
of from 50 to 100% if you will follow his simple, 
inexpensive tried-out plan. It won’t cost a cent to 
talk to him. Just mail coupon TODAY. 


W. C. Heller & Co. 


Kindly have your man call. 
of Merchandising Hardware. 


700 Bryant St., Montpelier, Ohio 
20 Vesey St., New York City 


I would like to increase my knowledge 
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HE STEWART IRON WORKS CO, 


INCORPORATED 


CINCINNATI. OHIO 


Fa 
ty 




















225 STEWART BLOCK 


Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds 
the — in position for driv- 
ing. warded the Silver Medal 
(the Gaceees offered) at the Panama-Pacific Exposition 
Good profit. 

Name and design trade marks registered U. S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 














DROP FORGED 
WRENCHES 


Designed and proportioned to give stiff- 

ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-2% 


ARMSTRONG BROS. TOOL CO. 


314 N. Francisco Ave., 









Chicago, Ill., U. S. A. 








“TI Make the best Hammer” 


D. Maydole, 1843 








The popularity of May: ol le ; Semmens among C arpenters, 
Machinists and Mechanics attests the fact that we've 
maintained the standard set by the founder of this 
business over 80 years ago. 








THE DAVID MAYDOLE HAMMER CO. 


Norwich New York 














Send ee 

cow @ STERLING 7 

Samples ye Hack Saw Blades sell. 

and Write for Catalog and Prices. Sold by Jobbers. 


Test Diamond Saw & Stamping Works 
Them Buffalo, N. Y. 








AXES and SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. CO. 


East Highgate, Vt. 














For over 30 years the leaders in 
making tools for stone workers. 


Catalogue. 


TROW & HOLDEN COMPANY 


BARRE, VERMONT 

















STRATTO Plain or enameled in 
HANDLES 


For Smali Tools, Utensils, Electrical Geods, Ete. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 








99 
HACK “TLE NOX” saws 
Sin AD csmcrcs 
“The Toots in Lhe Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS =— SCREW ORIVERS - GLASS CUTTERS 








INVISIBLE HINGES 


Styles for™every use of houseowners, car- 
Simple in de- 


sign, easily installed and long lasting 
See Sweet's Catalogue (pages 1678-9) 


__ Soss Manufacturing Co., Inc. 
776 Bergen ~ 
ae BROOKLYN, N 2 








Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 

Made only by 


ANTI-Borax Compounp Co. 
Fort Wayne, Ind. 





GAT MAY a7, 1908 


J. L. THOMSON MFG. CO. 
, ‘Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 














Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 

















ee 


~ 


Te ae f 
Foe ty LAWN MOV rw aS 
Se 








SEYMOUR SMITH PRUNING SHEARS 


A Full and —— 





anufactured by 
SEHYMOUR SMITH & SON, ao, Oakville, Conn. 
Bales Representatives Graham é Co., 118 Chambers 8t., New Yerk. 


BROWN @ SHARPE 
S suelo) ON. 
Mlade Best 
Solan Oth Zee @elanle) (aaamerlalie-laelee 
Catalog on request 


TRADE MARK 





BROWN & SHARPE MFG. CO. Providence, R.I.,U.S.A 
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Makes Seeds Grow! 


If you want your seeds and your seed 
business to grow, stock and recommend 
a 100% pure, safe, effective, fertilizing 
agent— 


Sheep’s Head Brand 
Pulverized Sheep Manure 


Nature’s basic soil dressing. 100% pure manure, 
made commercially desirable by our process of handling. 
A complete plant food which contains, naturally, all the 
vital elements necessary to produce virile plant life, 
including nitrogen, phosphoric acid, potash and— 
HUMUS! Sterilized of weed seeds. 

Packed in neat containers (2, 5, 10, 25, 50, 100 pounds) 
for convenient distribution to home owners, golf clubs, 
Sostate, gardeners—anyone who grows things in the 
SOll. 

Write for prices and free leaflet, “How to Make 
Beautiful Lawns and Gardens.”’ 


NATURAL GUANO COMPANY 
814 So. River St., Aurora, Ill. 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 
Send for Dealer Proposition 
IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake St.; 
fan Francisco, 717 Market St.; New Orleans, La., 625 Pine St.; 
Ogden, Utah, 2327 Grant Ave. 

















Buy 
from 
wholesaler 





STAINLESS 


Paring Knives 
Grapefruit Knives 
Slicers 

Butcher Knives 


GENEVA CUTLERY CORP., Geneva, N. Y. 











American Steel & Wire 


BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman. 

NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails. 

ZINC INSULATED FENCES: American, Royal, Anthony, 
National, U. S., Monitor, Prairie, Banner. Steel Gates. 

BANNER STEEL POSTS 

CONCRETE REINFORCEMENT 

BALE TIES: Old reliable brands. 

TELEPHONE WIRE. . 

WIRE for every purpose. 


WIRE 


Quick Delivery. Write us for selling plans. 


Company 


Chicago, New York, Boston, 
Denver, Birmingham, Dallas 
U. S. Steel Products Co 
San Francisco, Los Angeles, 
Portland, Seattle 














* MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 





STAY-WET 


Paint and Varnish 
Remover 


IT IS THE QUICKEST 
AND MOST POWERFUL 
VARNISH AND PAINT 
SOFTENER MADE. 

Its widespread popularity and 
big sale carry conviction. 

It is reasonably priced, car- 
ries a good profit and sells 
readily. 


RELIABLE PASTE CO. 


3223-25 Cottage Grove Avenue 
Chicago, Illinois 











Dry Paste—Paint and Varnish Remover—Calcimine 














Proven 
Profit 
Makers 





A display of Green Line Tool Cases will pay. Every man 
who uses tools is a prospect. Those who carry tools to 
work appreciate the special features. The Green Line 
is profitable too. See your jobber and write us for catalog. 


Green-Case, Inc., Racine, Wis. 
New York Office and Warehouse: 89-91 Warren St. 


Too. < . TACKLE 
Too. \ Zhe GREEN Line/ BOXES 











PREMAX TENT EQUIPMENT 
IS STRONG 


G ae and tubular tent uprights and ridge poles 
made of high grade steel are demanded by the 
modern camper. 

Strong to stand the hard usage of the motor camper 
who pitches and strikes his tent every day. 

Light weight and designed to be conveniently packed 
and transported. Parkerized Rustproof of course. 
Samples and prices on request. 


PREMAX PRODUCTS 


Niagara Metal Stamping Corporation 
Dept. HA-3 
Niagara Falls, New York 
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Classified Opportunities 





BUSINESS OPPORTUNITIES 


FOR SALE 


Hardware and Supply Business 


Established over 50 years. Located large manufac- 
turing city about fifteen miles from New York. 
Stock consists General Hardware, Mill and Con- 
tractors’ Supplies, also Pipe, Valves, Fittings and 
General Steam Supplies, Pipe Cutting Machinery, 
etc. Will lease buildings or sell complete. Build- 
ings are practically new, completely outfitted. 
Steam Heat, Elevators, Sprinkler System, etc. 
Fixtures, Shelving, everything complete for imme- 
diate transfer and continuation of business. Rea- 
son for this decided move is due to ill health of 
owner, who has personally and constantly been in 
the business and one location over forty years. 
Dealings to be done direct with principal. Agents 
and brokers not to be dealt with. Full reference 
required. Address Box H-379, care of HARDWARE 
AGE, New York. 
































- 


| First Class Dutch Importers, 


with London office, | 


established 60 years and well-introduced in the 
metal and hardware trade, want tn act as sole 
agents for manufacturers of articles connected 
with this branch, for Holland and if possible also 
for England. 


Address Box H-388, 
care of HARDWARE AGE, New York 

















M. M. GODSCHALK } 


Merchandising Engineering 

Complete Service for Hardware Merchants 

Systems Installed Samples Mounted 
101 Park Ave., Room 1403, New York 








xa 








Telephone Caledonia 1374 
HARDWARE, Housefurnishing and Paint Store, equipped for doing 
Sheet Metal Work and Manufacturing Storage Batteries. J.ocated on one 
of Philadelphia’s busiest streets, established six years and doing good busi- 
ness. Deep store, up-to-date living rooms upstairs: will sacrifice owing to 
owner retiring from this business. low rent, long lease. Address Box 


H-390, care of Harpware Ace, New York. 


will invoice at $8,000.00. 
$1.500.00, will sell 





FOR SALE—Profitable ‘Hardware business; 
Will sell or rent store building. Stock of implements, 
with or without. WESTRUM BROS., Raleigh, N. D. 








BUSINESS OPPORTUNITIES 








WANTED — 
! Specialty Distributor 


An excellent opportunity in exclusive United States 
sales rights for household article of real merit. It is 
foolproof, of simple, rugged construction and will sell 
in volume at quoted price. Distributor must be pre- 
pared to push sales energetically. 


Address Box H-394, 
! care of HARDWARE AGE, New York | 














) Exclusive dealers wanted 


Write today for free samples. Auto-Strop Razors l6c 


Road salesmen wanted. 
G. C. Mitchell Co., Dept. 


each. 


“B”, Aurora, IIl. ) 





mre Nr nee er re” nem Nor seme mr” 











— ee a 


$12,000.00 TTLARDWARE and Implement Stock to be sold to the highest 
bidder February 5th. Located in tine farming section and store has been 
operating successfully for about forty years. Has best reputation. Lease 


on two-story building and basement, with electric elevator, must go with 
sale. Kents cheap. Terms m ade known the day of sale, but would con- 
sider sale proposition before that date. Reason for sale, other interests. 
W. P. FELTS H ARDW ARE CO., INC., Fulton, Kentucky. 


FOR SAL E—PROFITABLE HARDWARE BUSINESS in East _ 
tral Kansas in good farming community. Only hardware store in tow 
Stock and fixtures about $8,000. Sales in 1925, $46,000; 1926, $42, 000. 
Low overhead. Reason for selling, expect to buy a big store. Address 
Box H-369, care of Harpware Ace, New York. 





HELP WANTED 


WANTED—Salesmen with retail hardware store experience who have 
the ability to meet the larger merchants and also thorough enough in work- 
ing their territories to call on the little stores as well. Prefer man between 
30 and 40 years of age. To such a man we have a proposition that will 
net him $100 per week on a straight commission basis and an opportunity to 
grow with a national manufacturer of twenty years’ standing. Territories 
open are located in Middle West and East. State your qualifications fully, 
naming positions held during past ten years and past earnings. Address 
Box -367, cat care of HARDWARE AcE, New York. 











REPRESENTA TIVE New York Hardware, House Furnishing Jobber 
requires services of several men to cover north and south shore of Long 
Island, also State of New Jersey. Only those having previous wholesale 
selling experience need apply. Give details of former experience and terri- 
tory covered. Reference required. Address Box H-391, care of HARDWARE 
AcE, New York. 


WANTED: AN EXPERIENCED HARDWARE SALESMAN by a New 
York Hardware Jobbing House for nearby territory. Salary or commis- 
sion basis. Address Box.H-372, care of Harpware Act, New York City. 

















Let US Help You Word Your “Want.” 














January 25 is the press date of the 


World Wide Buying Number of HARDWARE AGE 


Published February 3 


Manufacturers wishing to be represented in this important number 
should forward copy and cuts by special delivery or air mail. 


HARDWARE AGE, 239 West 39th Street, New York City 
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POSITIONS WANTED 


WINDOW TRIMMER, CARD WRITER, AD WRITER, A 31, 
WITH A THOROUGH TRAINING AND 





WARE a camel EAST ‘a woe Pp kt WORKER. 


BEST OF ERENCES AS TO CHARACTER, ABIL AND 
WORKMANSHIP. ADDRESS BOX 1.387, CARE OF HARDWARE 
AGE, NEW YORK. 








HIGH GRADE experienced gunsmith now employed in well knows gun 
factory in Germany desires position with American firm who wants an A-1 
reliable workman thoroughly competent to do all kinds of repairing in the 
most satisfactory manner. Address P. O. Box No. 468, Milford, Delaware. 

EXPERIENCED Buyer and Catalog Compiler. Now employed. Desires 
to make connection with jobber or manufacturer. Location no object. 
Eight years with firm now employed assures success. Address Box H-389, 
care of Harpware AGE, New York. 








-—-_- ee 





BUILDERS HARDWARE SALESMAN, 36 years of age, 
married. Fifteen years hardware experience, covering retail, jobber 
and selling for manufacturer. Is available for immediate connection 
| with builders’ hardware or building material manufacturer selling 
stock or contract, but not combination. Has specialized in latter lines 
for past 10 years. Understands and has working knowledge of archi- 
tects blue prints and specifications. Best of references. Address 
Box H-395, care of Hardware Age, New York. 











Watch the Weekly Market Reports 
in this paper and you'll buy Hardware right. 
Remember money saved at the buying end is as 


good as money made at the selling end. 











POSITIONS WANTED 


ESTIMATOR of builders’ hardware and other building material amines 
to obtain a position, after January 1, in the Western States. Can work 
from blue prints. Widower. Age 37. Can furnish best of references. 
Have had 9 years’ experience with prominent firms. Address Box H-377, 
care of HArpwarE AGE, New York. 








SALES ACCOUNTS WANTED 


MANUFACTURERS’ representative wants Hardware and Auto Acces- 
sories for jobbing trade only. Sixteen years in Middle Western territory. 
Can carry small stock in Chicago for pick up. Address Box H-385, care 
of HArpware AGE, New York. 











EXPERIENCED SALESMAN now calling on hardware and sporting 
goods houses and department stores in the Middle est wants additional 
line on commission basis. Address Box H-393, care of HArpWArRE AGE, 
New York. 





a ———— —_—_— — —— 


MANUFACTURERS’ representative with offices in Philadelphia, cover- 
ing Eastern Pennsylvania and South Jersey for past five years, selling 
jobbers and large retailers, builders’ hardware and tools, wants one addi- 
tional line. Apply Box H-392, care of HArpWArE AGE, New York. 





SALES REPRESENTATIVES WANTED 


WANTED—Exclusive distribution of hardware and specialty lines by 
firm acting as Manufacturers’ Agents, in Pennsylvania hard coal fields. 
To be sold only to Jobbing and Department Store Trade. Address Box 
H- 366, care of HARDWARE AcE, New York. 
SALESME = -To handle as side line 
turer. Liberal commission basis. State 


c 
LIPTON SHE AR CAA _Tipton, Indiana. 





Cutlery for manu- 
territory, trade. 


high-grade 
fa lines carried, 
T 

SALESMEN WANTE D—In every State, to sell patented tinsmith spe- 
cialty. Good money to man on commission basis. Samples sent on request. 


WILLIAM GRAY CO. 20 Beacon St., Rochester, N. Y 








“We Can Do the 


Same for You—” 


Manufacturers’ Sales Representative 


December 18, 1926 
Mr. Stanley Bayer, 
Hardware Age, 
P. O. Box No. 30, 
Times Square, 
New York City. 


Dear Mr. Bayer: 


The writer has intended to write you ere this and 
thank you for the wonderful cooperation given him 
at the time of his visit to your office. 


We wish to assure you that your magazine, The 
Hardware Age, has certainly been a great assistance 
to us in securing the proper lines in launching our 
organization. 


We have organized for one purpose, ‘of service both 
to the manufacturer and the jobber,” fully realizing 
that to profit we must function as a link to lower 
selling cost. If given the proper cooperation by the 
manufacturer through advertising through such a 
medium as yours, there is no question in our minds 
but what our organization will be a success. 


You will kindly remember the writer to Mr. Soule 
and express my deep appreciation for bringing me in 
contact with such an organization as yours. 


Wishing you the very best for your happiness 
during the holidays and that you may have a very 
prosperous 1927, we are, 

Very truly yours, 


(Signed) 


P.S.—We are still receiving answers to our ad. 


Get Your Seed Department Ready 


Now is the time to start making friends 
with attractive display cartons of Landreth’s 
Garden and Flower Seeds. Make up a list 
and let us quote you on our tested seeds and 
Mixed Lawn Grass. Be sure of your stock. 


D. Landreth Seed Co., Bristol, Pa. 











WESCO TIRE CHAINS 
ARE GUARANTEED 


Gp 


Western Chain Co. 
U. S. A. 





Chicago, . 











ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 
ENERGY ELEVATOR CO. 
211 New Street. Philadel 














Better MachineScrews 
for the Hardware Trade 


HARVEY’ HUBBELL, INC. 








Bridgeport, Conn. 
|} 
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INDEX TO ADVERTISERS 





THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. very care will be taken to index correetly. 
No allowance will be made for errors or failure to insert. 
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“Pick-up”’ Profits 


Chain is no longer “shift for yourself” merchandise, In 
hundreds of hardware stores from Maine to California, 
Hodell profitable Chains are self-selling. There’s a “lead- 
er” for every month in the year—as the little sketches 
show. And there’s money—‘“pick-up” profits—in every 
one of these chain necessities. Watch our announce- 
ments. Ask for a Chain Chart. And get our price lists 
now on what you need. Or, order through your jobber. 


SNS CVA 2PQ9VUSTIS SO 
3934 Cooper Ave. Cleveland, Ohio 
Established 1886 
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PROTECTING THE HEALTH 
OF YOUR CUSTOMERS 


HE DEALER who is not interested in selling screen cloth is missing an 
opportunity. To meet the competition of today progressive dealers do 
all they can to make friends as well as to make sales. You can make friends, 
with doctors, health departments, and customers by selling protection against 
poisonous insects that bring disease and death into homes. 
Tell your customers to screen windows, doors, and porches to guard the 
health of their families. 
Tell them to screen with American Bronze, or American Galvanoid, because 
these screen cloths will give the most lasting protection for their money. 


AMERICAN WIRE FABRICS CORPORATION 
Subsidiary of 
WICKWIRE SPENCER STEEL COMPANY 


General Offices: 
41 East Forty-second Street, New York 


Western Sales Office: 
208 South LaSalle Street, Chicago 


Worcester Buffalo Cleveland Detroit 
San Francisco Los Angeles Seattle 
American Wire Fabrics Corp., 
These tags are your Dept. H.A.-1, 41 East 42nd St., New York City 


> > . e ’ 
customers guarantee Please send me booklet ‘“‘The How of American Galvanoid.”’ 
that he is getting gen- 
uine Galwvanoid or 


: am 
American Bronze. N © 


Address eee ae ee ree bie eee Te. See ee 


@ WICKWIRE SPENCER 
PRODUCTS 


























